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Marine Union 


Holds International 
Meeting At Salzburg 


Leading Countries in World Mar- 
kets Represented; 1960 Gather- 
ing to be in Washington, D. C. 


SEVERAL AMERICANS REPORT 
Barker, Jackson, Pease, Byrne, 
York, Godwin of AEC, Discuss 


Marine Insurance Problems 











The International Union of Marine 
Insurance, meeting last week in Salz- 
burg, Austria, has accepted an invitation 
to hold its annual meeting in Washing- 
ton, D. C., in September, 1960. Next year 
the conference will be held in London. 

R. A. J. Porter of Great Britain dis- 
cussed at Salzburg the difficulties for 
underwriters in the light of higher re- 
pair costs and inflationary tendencies 
during a period of declining vessel values 
and premiums. 

Representing Denmark, Peter Leth 
discussed insurance of  ship-building 
risks and reviewed the technical prob- 
lems facing marine underwriters as a 
result of increased prefabrication in 
shipyards. He also reviewed the protec- 
tion and indemnity liabilities involved 
on large vessels and the need for adapt- 


ing builder’s risk clauses to new condi- 
tions. 


Barker on Safety Developments 


Owen E. Barker, president of Apple- 
ton & Cox, Inc., New York, vice chair- 
man of the International Union and a 
member of the American Institute of 
Marine Underwriters, spoke on current 
Maritime safety developments. He urged 
underwriters to assist government ex- 
perts in preparing for revised safety of 
life at sea convention to be drafted in 
19. He also proposed a load line con- 
ference for 1960. 

Mr. Barker recommended that the 
Internation! Union seek consultative 
status with the newly-formed Intergov- 
érnmental Maritime Consultative Organ- 
ization, one of 12 specialized agencies of 
the United Nations. 

Other topics touched upon by Vice 
Chairman Barker were: development of 
ad se stowage inspection work of the 
‘ational Cargo Bureau, developments in 


q the United States regarding safety reg- 


ulations for use of small pleasure boats, 
and safety practices of offshore oil drill- 
Ing Tigs in the Gulf of Mexico, 

Harold Jackson, president of Wm. H. 
McGee & Co, New York, a member of 
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Unusual Number Of 
Executives Attend 
Dallas Convention 


NALU Meeting Draws Some Who 
Are Interested in Viewing 
New Texas Economy 


CONFIDENCE IN. INSURANCE 


High Grade Men on State Board; 
NALU Headquarters Building 
Foremost Issue 











By CLarENcE AxMAN 


Dallas—Several magnets have drawn 
to Dallas this week a considerable num- 
ber of executives of life insurance com- 
panies. While the primary ones are 
the opportunities to attend at Statler- 
Hilton Hotel the convention of the Na- 
tional Association of Life Underwriters, 
with its affiliate bodies, and meet the 
principal field men of their own com- 
panies, there is another magic drawing 
card. And that is seeing 1958 Texas. 
Thus they will be able to make a first- 
hand observation of a glamorous state 
which is booming in many directions, in 
some segments enjoying a period of un- 
precedented prosperity. 


Will Do Some Traveling 


In this economy the insurance com- 
panies, not only the domestic ones but 
many others, are playing a large role. 
Among the domestic companies, some 
being among the most successful in the 


nation, are those which have erected 
some of the most modernistic home office 
buildings in the nation. The executives 
include those who will do considerable 
traveling while in Texas. Some intend 
to visit Houston, Fort Worth, San An- 
tonio and other cities. It is easier to 
do this nowadays than in the days before 
you could get from one end of the state 
to the other by aeroplane conveniently 
and in a short time. 

The visitors have immediately been 
impressed by the satisfaction and confi- 
dence executives of Texas companies and 
the field have in their State’s supervising 
insurance officials, and the strengthening 
of the insurance code of the state. 


New Insurance Supervisory Setup 


The State Board of Insurance, ap- 
pointed by the governor, able and strong, 
is composed of men who have had 
splendid records of public service and 
include a former judge and prosecuting 
officers, 

Chairman of the Board is Penn J. 
Jackson, prominent attorney who has 
been district judge and attorney for 
years and has served as chairman of the 
judicial section of the Texas State Bar. 
Other members of the Board are: 

Robert W. Strain, associate professor 
of insurance at University of Texas pre- 
viously instructor in insurance at Indi- 
ana University who belongs to both the 
Society of CLU and CPCU and is a 


(Continued on Page 13) 
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We join the industry 
in saluting Albert C. Adams 


Retiring President of the National Association of Life Underwriters 


It is typical of Albert C. Adams that he brought thoughtful service to John Hancock and the insurance industry. 

and dignified leadership to his office as President of the As he enters his next phase of service to the N.A.L.U.—as 
N.A.L.U. during the past year. Immediate Past President — we join with life underwriters 
Typical because he has always given this quality to any job everywhere in offering Mr. Adams our congratulations for 
he has undertaken, as demonstrated by his many years of a job well done. 





MUTUALZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Dallas—Elected vice president of 
NALU here this week was William S. 
Hendley, Jr. who represents Mutual of 
New York at Columbia, S. C. 

Mr. Hendley served as secretary last 
year, is an NALU trustee and as chair- 
man of its membership committee did an 
outstanding job in increasing member- 
ship. He is a past president of both the 
Columbia and the South Carolina State 
@ Associations. 

Mr. Hendley has grown up in the 
atmosphere of insurance his father hav- 
ing been manager for Mutual Of New 
York for many years in Columbia. 
William S. Jr. is a graduate of Citadel 
Military Academy and he was a captain 
in the Army. He served five years in 
World War II. 

Unusually active in community affairs 
as was his father, Mr. Hendley has been 
head of the Columbia Junior Chamber 
of Commerce also chairman of the Red 
Cross Campaign. 

James B. McAfee, also of a noted in- 
surance family in South Carolina, was 
with the Hendley agency before going 
to New York where he was formerly 
superintendent of agencies and now is 
econd vice president—sales of MONY. 











New Secretary’s Background 


Stuart Rogers Studios 
WILLIAM E. NORTH 


Dallas—The new secretary of NALU, 
illiam E. North, is from Chicago, be- 
ng general manager of northern Illinois 
tanch of New York Life. He has been 
president of Illinois State Association, 
bf Chicago Life Managers Association 
‘nd has been on the board of the Chi- 
ago Association which endorsed him 
or the post of secretary. 

Before entering life insurance Mr. 
orth was manager of Chambers of 
ommerce in two Oregon cities and was 
President of the State Association of 
ommercial Secretaries. 

Graduate of Oregon State College 
Where he received a degree in agricul- 






ure, Mr. North served in the Navy ' 


luring World War I. He was chairman 
Mf the NALU committee on disability 
Msurance and is chairman of the mem- 
bership committee. 


| Schriver in Pulpit 

Dallas—Lester O. Schriver, managing 
rector of NALU, was in the pulpit of 
teston Hollow Methodist Church last 
buinday. A number of delegates to 
ALU convention attended the services. 









New Vice President Hendley 


Comes of Insurance Family 





WILLIAM S. HENDLEY, JR. 


Louis Grayson Elected 
As NALU Treasurer 


Dallas—New treasurer of NALU suc- 
ceeding J. Hicks Baldwin, is Louis J. 
Grayson, also of Washington, D. C. 
where he represents The *Travelers. 

Born in Hartford, Mr. Grayson holds 
a bachelor of science degree from M.I.T. 
After several years in plant management 
for U. S. Rubber Co., he joined The 
Travelers in 1932. He is chairman of 
the NALU committee on veterans and 
servicemen in which capacity he fre- 
quently testifies before Congressional 
committees. 

During World War II as a lieutenant 
colonel he had charge of life insurance 
first in the Army and then in the Air 
Force. He was given the Wilner Mem- 
orial Award for outstanding service in 


Oren Pritchard, New President, Has 
Had Long Service in NALU Affairs 


Dallas — Oren D. Pritchard, general 
agent for Union Central Life at Indian- 
apolis, was elected president of NALU 
here this week. He was vice president 
last year and secretary the previous 
year. 

Mr. Pritchard has had many years of 
service in National Association affairs, 
heading up some of its most impor- 
tant committees and is regarded as 
something of an expert on _ legislation 
affecting life insurance. At the local 
level he has been president of the Indi- 
ana State and the Indianapolis Associa- 
tions as well as the Indianapolis General 
Agents and Managers Association. 

Born in Franklin, Ind., Mr: Pritchard 
graduated from the local high school 
then attended Franklin College for three 
years paying his own way. In college he 
was active in debating, dramatics, news- 
paper and year-book editorial, work and 
in Sigma Alpha Epsilon and Theta 
Alpha Phi national dramatic. fraternity. 
After his first year in college he spent 
the summer as a door-to-door book 
salesman. “The next summer,” said Mr. 
Pritchard, “I spent wheeling bricks in a 
brick yard. I decided there must be an 
easier way to make a living, so the 
following summer I found there was in 
life insurance. My first year I earned 
$3,446 in the county seat town of Frank- 
lin—population less than 5,000.” 

Following his junior year in college 
Mr. Pritchard took a full-time contract 
with American Central Life of Indian- 
apolis and was successful from the start. 
This was the time of the Florida real 
estate boom and a long-time friend per- 
suaded him to join him in Florida sell- 
ing real estate. Then the boom col- 
lapsed. Meanwhile he had married so 
the Pritchards returned to Indianapolis 
where Oren became assistant to the vice 
president of American Central Life work- 
ing in the then specalized field of Group 
life, salary savings and pensions. A 
year later he was made assistant super- 





the cause of life insurance. He holds 


the CLU designation. 


NALU to Select New Site for 
Washington Headquarters Bldg. 


Dallas—NALU will abandon its project 
of building a memorial building head- 
quarters on the site it purchased in 
Washington, will dispose of the land to 


the Government and proceed to acquire 
another site. 

Since the old building committee re- 
signed because allotment of cost in 
building the structure had been cut by 
board of trustees from $1,000,000 to 
$750,000 and president of the associa- 
tion and Lester Schriver, managing 
director, had been put on building com- 
mittee, a new committee had been ap- 
pointed by the board with A. W. De- 
fenderfor, John Hancock, Washington, 
as chairman. 

There has been submitted to the 
committee 27 sites in Washington 
Northwest area, all of which are under 
consideration. The committee plans in 
near future to select from those sites 
one of three or four regarded as par- 
ticularly interesting. After checking on 
architects zoning and building restric- 
tions the committee will go ahead with 
caution in selecting a site, and promises 
that the building selected will be attrac- 
tive and workable. The board believes 
present site can be sold to the Govern- 
ment for approximately $140,000, 





The three members of original building ° 


committee—former Chairman Charles E. 
Cleeton, Herbert Hedges and Grant 
Taggart—defended their activities in the 
six years since it was appointed saying 
that LUTC coming in to share space 
in contemplated building was in part 
responsible for increasing building cost 
estimate to a million dollars. 

President A. C. Adams of NALU 
defended action of the board in reduc- 
ing building cost allotment to $750,000 
and putting on the committee Lester 
Schriver, managing director. When dis- 
cussion started David Fluegelman, for- 
mer president, took the chair as chair- 
man thus giving President Adams a 
chance to defend action of the board 
on the floor. 

The board of trustees in its report 
had given the following among reasons 
why the site should be sold. It said 
Government will either not allow NALU 
to build on the site, or if NALU does 
so, its tenure would be short-lived. Also 
costs for the present project will far 
exceed NALU resources and income 


being more than prudent men can under- 
take. In brief, the project on present 
site is unrealistic, unnecessary, of ques; 
tionable judgment and certain to be 
listed some day as a failure. 





OREN D. PRITCHARD 


intendent of agencies then in 1931 re- 
turned to Indianapolis as agency man- 
ager. 

Since January, 1934, Mr. Pritchard has 
been with Union. Central life, first as 
assistant state manager in Indiana, later 
as manager in northeastern Indiana with 
headquarters at Fort Wayne.and since 
1936 as manager of the Indianapolis 
agency, one of the oldest agencies of the 
company. In 1955 the Indiana State As- 
sociation gave him its first “Hoosier 
Life Underwriter” award for outstand- 
ing service. 

Mr. Pritchard was a founder of the 
Purdue Short Course in Rural Life 
Underwriting, forerunner of the Purdue 
Institute of Life Insurance Marketing. 
The alumni association of Franklin Col- 
lege in 1956 presented him with the 
Franklin College Alumni Citation for 
outstanding contributions to one’s pro- 
fession and the college. 

During World War II Pritchard was 
active in recruiting and training per- 
sonnel for the War Department for 
which he received an official Certificate 
of Appreciation. He is a Kentucky 
Colonel by appointment of Gov. A. B. 
(Happy) Chandler. The Pritchards’ son 
David Garr is a student at Dartmouth 
and their daughter Virginia Ann is mar- 


* ried to Harold E. DeMun, a member of 


the Rose Polytechnic Institute faculty 
at Terre Haute, Ind. 





Suzanne Audet Chairman 
Of Women Leaders R. T. 


Dallas—Suzanne Audet, representing 
Prudential Assurance Co. of England at 
Montreal, was elected chairman of the 
Women Leaders Round Table here. She 
has long been a successful agent and has 
been a frequent attendant at American 
insurance conventions. First woman in 
Canada to become a member of MDRT. 
she also is first in Quebec to win the 
CLU designation, 

Other officers elected by Women 
Leaders are Florence Axelson, Indian- 
apolis, State Mutual, and these board 
members, Helen Tall, New England Life, 
Towson, Maryland; and Grace C. Ross, 
New York Life, Brooklyn. 


Dr. Dublin Presents Awards 


Dallas—Dr. Louis I. Dublin of the In- 
stitute of Life Insurance on Tuesday 
presented the awards of the Institute 
to Life Underwriters Associations which 
have won particular success in the In- 
stitute’s community service program. 
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Retiring President Adams Reviews Year 


Dallas—In his report to the National 
Council, -retiring President Albert C. 
Adams reviewed the association’s activi- 
ties of the year, praised the work of the 
committees and the headquarters organ- 
ization and made only a passing refer- 
ence to the most absorbing matter be- 
fore the convention — approval or dis- 
approval of the changed plans for a 
national headquarters building in Wash- 
ington. He reported on developments as 
follows: 

“NALU’s six-year endeavor to pur- 
chase a suitable site and construct its 
own headquarters building in Washing- 
ton, D. C., underwent complete and de- 
tailed review by the full Board of 
Trustees, the Executive Committee, and 
the Building Committee at a series of 
special meetings in July and August. 

“What occasioned these special meet- 
ings was the concern felt by your pres- 
ident and other association leaders over 
(1) prolonged delays in getting the build- 
ing started, (2) progressive increases in 
cost over original estimates, and (3) the 
conditions and_restrictions imposed on 
NALU by the U. S. Government. 

“The unanimous decision of the Board 
of Trustees was set forth in a resolu- 
tion designed to point up NALU’s ob- 
jectives in connection with the project. 
Chief. points: (1) Reduction from $1 
million to $750,000 the maximum amount 
to be spent for building construction ; 
(2) The executive Committee must give 
prior approval of contract commitments 
and over-all specifications; (3) Size of 
the Building Committee is upped from 
five to seven members including the 
president and managing director; and 
(4) The Building Committee was di- 
rected to proceed with its plans to con- 
summate with the Government, the 
transfer of property involved in getting 
a larger land site in Washington, D. C. 
directly across from the State Depart- 
ment building. 

“The Building Committee—headed up 
by Past President Charles E. Cleeton, 
CLU, (Occidental of California), Los 
Angeles—which has served NALU so 
diligently and well over the years, chose 
to terminate its services. 

“With the approval of the executive 
committee, the president appointed a 
new building committee to have charge 
of the proposed NALU headquarters. 
It includes: Arthur W. Defenderfer 
(John Hancock), Washington, as chair- 
man: former NALU President, Stanley 
C. Collins, CLU, (Metropolitan), New 
York City; former NALU Trustee, John 
C. Donohue (Penn Mutual), Baltimore; 
former NALU Trustee.and LUTC Pres- 
ident Herbert R. Hill, CLU,. (Life of 
Virginia), Richmond, and _ incumbent 
trustee David M. Blumberg (Massa- 
chusetts Mutual), Knoxville. The pres- 





Julian S. Myrick Chairman 
Makes Final Hoover Report 
Dallas—Since 1949 Julian S. Myrick 

has been chairman of the special com- 

mittee on the Hoover Report and at 
this meeting he made his final report 
because the Citizens Committee for the 

Hoover Report, of which Clarence 

Francis is national chairman, is prepar- 

ing to disband. 

One of the achievements this year was 
the passage by Congress of H.R. 8002, 
a bill to put federal budgeting on a 
year-to-year basis and restore Congres- 
sional control of funds. The Citizens 
Committee is preparing a detailed report 
on progress to date which will show, 
Mr, Myrick said, well over 60% of the 
Hoover Commission’s recommendations 
adopted, 


ALBERT C. ADAMS 


ident and managing director Schriver 
are members of the committee as per 
the Board action. 

“The new building committee and the 
executive committee met in separate and 
joint sessions in Washington, on Aug- 
ust 5 and 6. At this time, plans were 
made to accelerate rapid construction 
of a headquarters structure tailored to 
the actual needs of NALU and LUTC, 
and which maintains the essential prom- 
ises to LUMBF contributors.” 


200 East 70th St. 











If you have a lot of 


“GET UP AND GO” 
You have a future with ULLICO 


For additional information 
about 
General Agency opportunities 


WRITE: 
JAMES J. O'BRIEN 


~ Director of Ordinary Sales 


The UNION LABOR 
LIFE INSURANCE COMPANY 


EDMUND P. TOBIN, President 


Association Winners of Public Service Award 


Dallas—The Life Underwriters Asso- 
ciations of Minneapolis, Oklahoma City, 
Ashland, Ky., and Parsons, Kan., were 
announced as the winners of the Second 
Annual Public Service Award for out- 
standing contributions to health and wel- 
fare activities in their communities. 

The Public Service Program was in- 
augurated two years ago by the Insti- 
tute of Life Insurance and NALU. The 
second year’s program, which covered 
activities from July 1, 1959 to June 30, 
1958, had 166 life underwriters associa- 
tions enrolled, compared with 90 associa- 
tions in the first year. Dr. Louis I. 
Dublin, Institute consultant on health 
and welfare, is coordinator of the pro- 
gram and presented bronze plaques to 
the presidents of the four winning asso- 
ciations at the annual meeting of the 
National Association here. 

The Minneapolis Association won first 
place among associations with more than 
400 members for its outstanding leader- 
ship of the Heart Fund campaign in 
Hennepin County, including the City 
of Minneapolis, with almost the entire 
membership participating. The Associa- 
tion’s contribution to the success of the 
Heart Fund has helped foster the de- 
velopment of open heart surgery at 
University of Minnesota, considered one 
of the world’s leading heart research 
centers. 

The Oklahoma City Association won 
first place among associations with bet- 
tween 101 and 400 members for its public 
service efforts in obtaining financial and 
professional support for the Oklahoma 
Medical Research Foundation. The proj- 
ect was carried out by life insurance 
agent-physician teams. 

The Ashland Association 


won first 


New York 21, N. Y. 












































place among associations with between 
50 and 100 members for its local spon. 


sorship of the 1958 National Safety Dal 
Good Turn Project of the Boy Scoutdg Counc 
of America. Association memberd™ Schri) 
spurred a thorough inspection, by Boy NALI 
Scouts, of local stores, factories, anf , - 
homes to eradicate causes of fires, and is 
The Parsons Association won firs! “Fo 
piace among associations with less tha broug 
50 members for its blood donor recruit report 

infi activities and its active public rela : 
tions support of the local b!oodmobik i 
oda 


campaign. 

In addition to the four major awards 
the following associations were cited by 
the judges for Certificates of Merit: — 

Associations with over 400 members 
Dallas, for its Cancer Crusade project 
Baltimore, for its long-standing Christ 
mas and Easter program for children i 
hospitals. 

Associations with 101-400 members 
Kansas City, Mo., for its training pro 
gram for United Fund _ volunteer: 
Springfield, Ill., for its Cancer Crusad 
project. St. Paul, Minn., for its Hea 
Fund project. 

Associations with 50-100 members 
Aurora, Ill., for its Heart Fund project 
Schenectady, N. Y., for its Heart Funj 
project. 

Associations with less than 50 mem 
bers—Land O’Lakes, Hartford, Wise 
for its Heart Fund project. LaGrange 
Ga., for its Red Cross Blood Bank proj 
ect. 

The committee of judges which selectei 
the award-winners was made up 0 
leaders in the fields of public health an 
welfare and the life insurance business 
At the presentation ceremony, Dr. Dub 
lin announced that the third year’s pro 
gram would run from September 


1958 to June 1, 1959. 








the he: 
this 9t 


Julian S. Myrick Reports 





P “AS 
On CLU College-Society 5-01 
Dallas—Julian S. Myrick, chairman og and be’ 
the American College, presided as mod™ Perhap 
erator of the American College Hour og malady 
Wednesday and told of developments ig seem t 
both the College and the Society om Ways bi 
CLU. He said the growth of the colleg@ Or not 
and its sister educational organization Ing stic 
had been such that the headquarter@ Measur 
building in Philadelphia had become ing Philoso 
adequate and the matter of an additiog, 27d qu: 
to the building or new quarters In | 
under study. know I 
“After more than two years of carefug C¢Pt as 
study,” said Mr. Myrick, “the America best tri 
College recently announced a_ revise Ost p 
type of examination procedure in whiclg "cord | 
written explanation is reduced to hal ie 
the original scope; and a part of eacg ?°S'0n, 
examination will consist of multiple 
choice objective questions. Mr. § 
7 som, ed 
po the 
« e . y ssocia 
Wide Misunderstanding of B gesocia 
Social Security Prograny sntativ 
Dallas—That there is widespread mi NALU. 
understanding of the Social Security pr “Since 
gram was shown before the Agent Schriver 
Forum by Karl T. Schlotterbeck, Soci fe baw 
Security specialist of the U. S. Chamb@ thers f, 
of Commerce, who quoted from scho@ toric Ju 
text books and other sources including try to f 
Congressmen. not we 
“As long as Social Security is ¢c0%g Pioneers 
tinued as originally intended,” said Mj determir 
Schlotterbeck, “a program providili§ tive of 


benefits as a ‘floor of protection’ again] @ppraise 
want in old age—it will continue to be t is 
constructive factor of the American wag Problem: 
of life. I believe most who understat¥ tally di 
Social Security want it to do just thq which w 
—provide a ‘floor of protection’ again ™More a 1 
want and destitution. They don’t waigPtnciple 
it to become a system of ‘total prote@*.° gro\ 


; enome 
(Continued on Page 8) @ total . 















tween 
spon: 
Safety 
Scout 
mber; 
r Boy 
» and 


S. 

firs; 
> than 
cruit: 
- rela: 
nobile 


wards 
ed by 
ts 


bers 
roject 
~hrist 
ren i 


bers: 
x pro 
niteer: 
rusad 
Hea 


bers 
roject 
Funé 


mem 
Wisc 
range 
< proj 


ciety 
nan 0 
; mod 
our 0 
ents if 
ety 0 
colleg 
Za ion 
uarte 
me in 
dditio 
rs W 


caref 
nerica 
revise 
whic 
‘0 hal 
yf eac 
ultiplds 


September 12, 1958 


THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 








National 


Association 


of Life 


Underwriters 


in Dallas 





Schriver Looks Into Past Record 


Dallas—In his report to the National 
Council, Managing Director Lester O. 
Schriver looked into the past record of 
NALU citing some outstanding leaders 
and issues. 

“For four consecutive years I have 
brought you what purported to be a 
report of the activities of the Associ- 
ation for the year preceding,” he said. 
“Today I would like to bring into focus 


LESTER O. SCHRIVER 


the heritage which brings us together on 
this 9th day of September, 1958. 

“As your committees report, you will 
be told that everything is bigger and 
and better than it has been in past years. 
Perhaps we have fallen victim of a 
malady, the symptoms of which would 
seem to indicate that progress can al- 
ways be measured by statistics. Whether 
or not statistics may be a valid measur- 


1 ing stick of progress, I choose today to 


measure our achievements in terms of 
philosophy, purpose, character, ideals, 
and quality of leadership over the years. 
“In the final analysis, I would not 
know how to measure achievement ex- 
cept as we keep in alignment with the 
best traditions of the past. Among our 
most priceless possesions is a complete 
record of the proceedings of every con- 
vention since the very first one held in 
Boston, June 18 and 19, 1890.” 


Recalls Beginning 


Mr. Schriver said Colonel C. M. Ran- 
som, editor of The Standard of Boston 


was the father of NALU, the Boston 
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Association having been formed in the 
Standard office in 1883. In 1890 repre- 
Sentatives of 17 local associations met 
x tts House, Boston to organize 


“Since that day,” continued Mr. 
chriver, “a long procession of stalwart 
men have given Herculean leadership to 
the basic ideals which our founding fa- 
thers forged out during those two his- 
toric June days 68 years ago. Today we 
try to follow in their train. Whether or 
not we are worthy successors of these 
Pioneers will be for the historians to 
determine. They will have the perspec- 
tive of time and distance by which to 
appraise our work as well as theirs. 

‘It is interesting to note that the 
Problems of the founders were not essen- 
tially different from the problems with 
which we have to deal. The difference is 
more a matter of emphasis than of basic 
Principles. Of one thing we are certain. 

he growth of the organization has been 
Phenomenal. In the beginning there was 
@ total of 17 local associations, Today 


there are 746. From the standpoint of 
total participation, the growth is pro- 
digious. Our only concern is whether 
our measure of service is commensurate 
with our increase in size.” 


Some Outstanding Leaders 


Mr. Schriver paid tribute to many 
leaders of the past mentioning among 


others Edward A. Woods, Charles Jer- 
ome Edwards, S. S. Voshell, J. Stanley 
Edwards, E. J. Clark, Lawrence Priddy 
and he paid special tribute to Julian 
S. Myrick who was president at the 1928 
convention, saying, “In a _ real sense, 
Julian Myrick is the living link between 
the past and the present. Colonel Charles 
S. Raymond, who was the second presi- 
dent of NALU, inducted him into the 
life insurance business, and Mr. Myrick 
has personally known most of the great 
leaders in our business. Thank God, he 


is here today, a living symbol of the 
best traditions of our Association.” 


Concluding Mr. Schriver said, “The 
past decade has been characterized by 
marked numerical growth and an effort 
to continue and strengthen the time- 
tested projects that have brought us to 
our present place of strength, prestige, 
and opportunity. Numerically we are 
stronger than ever. As of now we have 
a membership of 746 associations, with 
a membership almost 25,000 more than 
we had a decade ago.” 





“Every Dollar 


of Life Insurance... 


Li 


“Here, Mrs. Jones, is every dollar of life insurance your 
husband's premium would buy!” 


Sweetest words in the life insurance book are these — to 
the claim-delivering agent who can say them, to the 
widow who hears them. 


And to folks who still believe in “Women and children 
first!” they spell out Occidental’s Income Protection Plan. 


Straight reducing Term, 10 to 50 years’ duration. Fully 
convertible to anniversary nearest 65 for net amount at 
risk. Issued as rider or policy. Issued as a policy, it will 
take another Term rider — also a Disability Income rider 
for the insured. 


This year's average delivered policy to date — $23,478 
of initial insurance! 


We pay Lifetime Renewals...they last as long as you do! 
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Stern’s Pointers on Estate Planning 


Dallas—-Members of National Associa- 
tion of Life Underwriters were told that 
it’s all right for an insurance agent to 
call himself an estate planner, financial 


planner, estate consultant “or some other 
impressive title” but the client should 
understand from the outset that “you 
are in the life insurance business with 
both feet.” ; 

Benjamin L. Stern, New York City, 
in remarks prepared for delivery during 
the Million Dollar Round Table Hour 
at the NALU convention here, told how 
he learned this the hard way. 

“I was brought into a case by an ac- 
countant as an ‘Estate Planning ex- 
pert,’” said Mr. Stern. “I learned later 
that the accountant had not disclosed to 
the client that I sold life insurance. I 
obtained all the facts and prepared a 
complete report including a recommenda- 
tion that the man’s corporation buy 
$250,000 of life insurance on his life. 
He was in his middle 60’s, and the pre- 
mium involved was approximately $20,000. 
We had a second meeting at which I 
presented my report, and he was to 
consider the questions raised, and we 
were then to have a further discussion. 
Our next meeting took place about one 
month later. We went through my re- 
port and as we came to each recom- 
mendation, he indicated his agreement 
with it. When we reached the life insur- 
ance recommendation he said: ‘Yes, I 
have already done that. I called in an 
insurance agent and bought the insur- 
ance.’” 


Tip on Offering Complete Review 


Mr. Stern had some advice on review- 
ing client’s affairs. 

“When you have complete informa- 
tion,” he said, “you are often able to 
discover flaws in the plan which have 
no bearing on the life insurance prob- 
lems. You have the temptation, as a 
result, to do more work than is neces- 


sary to the closing of the life insurance 
sale. It is even possible, and this hap- 
pens more frequently than many of you 
might expect, that the entire plan needs 
to be reworked, but that there are no 
new life insurance requirements. One of 
the first things to be recognized, there- 
fore, when you are working with larger 
estates, is that you must decide very 
early in each case how elaborate a job 
you are going to do. While I don’t rec- 
ommend skimping service to a client, 
there must be a reasonable relationship 
between the amount of work done, and 
the pay that can be expected. 

“IT know that most men who use an 
estate planning approach to life insur- 
ance selling offer the prospect a com- 
plete review of his affairs without ob- 
ligation. It is all very well to promise 
the prospect your service, even if no 
business is involved, when you are doing 
programming or handling relativelv small 
estates, but vou simply cannot afford to 
make a blanket offer of service if you 
must invest in each case the amount of 
time necessary to do a complete planning 
survey on the larger estate. 

“T know it is customary in our busi- 
ness to sav that we get paid for every 
call we make and every service we per- 
form, even though manv of the individual 
calls do not result in business. I do not 
think this is true in estate plannine 
survevs. which properly conducted will 
involve 25 to 50 hours of time per case. 
The answer. JT snggest, is to screen your 
cases carefully before you make a defi- 
nite commitment as to how much work 
vou will do. in order to be certain that 
the case offers a reasonable promise of 
adequate compensation. The prohlem can 
also be alleviated by a proper utilization 
of the team concept in estate planning. 
If your work is carried on in close 
cooperation with the client’s lawyer, 
accountant and trust officer, the burden 
upon your time and energies will be 
greatly reduced.” 


Joseph H. Reese, Jr. Tells How He Sells 


Dailas—Joseph H. Reese, Jr., CLU, 
with Penn Mutual Life at Philadelphia, 
told the Million Dollar Round Table 
Hour how he operates. In 1957 juvenile 
cases produced 25% of his volume and 
15% of premiums. This resulted from 
cases where he had planted the juvenile 
idea in the mind of a new grandfather. 
With one grandchild insured any others 
followed as a matter of course. Discus- 
sing his general methods, Mr. Reese 
said: 

“Most information is obtained on the 
first interview with my prospects, who 
are usually young executives, professional 
men, small business owners, or men 
capable of making gifts. In this inter- 
view, I generally outline the purpose of 
a program or complete estate plan and 
use my own survey and estate plan as 
an illustration. Opening my own life 


insurance books, so to speak, aid sub- 
stantially in getting a prospect first, 
to think in larger terms, and second, 
to give me the complete information 
necessary to establish his problems. My 
final objective in the first interview is 
to create an emotional desire on his 
part to solve his problems, and to sell 
the philosophy of life insurance. It is 


also necessary for him to get examined 
to determine his insurability, on the basis 
that additional life insurance may be 
required in his financial planning and 
we must determine his physical ability 
to buy. 


“In our second interview, we review 
his objectives and problems and show 
life insurance as the most practical 
solution. When my _ recommendations 
have been placed in force, provisions 











EAST 

METHODS DEPARTMENT 

$10,000. 

Splendid opportunity for young man 
in 30-38 age category, college gradu- 
ate with at least three years Life 
Methods experience. Company has 
been operating forty years with an im- 
pressive amount of business in force. 
Size of operation conducive to rapid 
advancement. 

EMPLOYER PAYS ENTIRE SERVICE 
CHARGE AND ALL MOVING EX- 
PENSES. Confidential handling all in- 
quiries. 

CONSIDERING CHANGING POSITIONS? 


Write for HOW WE OPERATE. No 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 


MGR. 





Harrison 7-9040 











are immediately made to have necessary 
legal instruments prepared to include 
budgetary changes. After this I usually 
mect with his counsel to discuss the in- 
clusion of any marital trusts, common 
disaster, trustees and/or guardianship 
provisions that may be advisable. The 
legal drafts are usually reviewed by me 
before signing. About the only pressure 
I think I ever exert on a prospect is the 
necessity of proper legal instruments! 
Usually they have known this was impor- 
tant, but I was the first one who actually 
made them do it. The result is a strong 
sense of appreciation and better referred 
leads. 

“Our final interview merely involves 
the delivery of his estate survey and 
beneficiary papers, but this is done per- 
sonally because it is about the best time 
to get referrals and start discussions on 
the conversion of any term insurance 
just purchased. In many cases, this final 
interview turns into a new selling situa- 
tion and I have been able to place quite 
a few additional policies after the initial 
premium increase has worn off, through 
a slight passage of time. 

“My own records indicate that about 
85% of new business is written on the 
first selling interview. This is possible 
in most cases, I feel, because of fairly 
good telephone pre-selection and elimina- 
tion. For example, I usually have an 
informal, pre-arranged agreement that 
(1) he will supply whatever information 
is reasonably required, (2) the will follow 
my recommendations if reasonable and 
possible, and (3) if life insurance is in- 
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FRANK McCAFFREY 
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seston, wassseuuse-re 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’S 


FIVE YEAR RENEWABLE TERM POLICY 
RENEWABLE TO AGE 65 


NEW ONE PARENT FAMILY POLICY ISSUED AT 
a AGES 18 TO 55 


Call us for ee 4 Sn formation 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 











EMPIRE 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


INDIANAPOLIS 7, INDIANA 


A Fifty Year Old 
Capital Stock Company 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 
dent or Sickness. 


Its Employees are Insured under 
Group & Hospitalization Plans. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 


Its Employees, and the Company, 
Work Together as a Team, 
which means a smooth-running 
company. 


James M. Drake, Chairman 
Joseph I. Cummings, President 





volved, I will be his purchasing agent. 
Working primarily by referred leads en- 
ables me to get a certain number of pre- 
arranged agreements, since they know 
of me and my service approach from a 
mutual friend. This also applies to busi- 
ness with friends and acquaintances 
since my original approach to most of 
them is through another friend for whom 
I have been of service. 

“Selling the philosophy of protection 
with rising cash values and increasing 
security is the basic foundation on which 
I operate. I am convinced that a man 
should own and control his life insurance 
cash reserves. My experience indicates 
that not one in fifty cases involves price 
competition so that most people still buy, 
and retain, not from a_ cold-blooded 
analysis of figures, but on the basis of] 
sincerity and emotion.” j 





Council Amends Definition | 
Of the Bank Loan Plan’ 


Dallas—The Bank Loan Plan defini- | 
tion in the tentative report of field prac- 
tice committee as printed in The Eastern 
Underwriter on page 8 was amended in 
National Council. As amended the plan 
finally adopted by the Council Tuesday/ 
afternoon defines the plan as follows: 

“A Bank Loan Plan or similar plat 
of financial premium payments, regafd-' 
less of what it is called, is herewith 
defined as a plan assigned to provide 
for the principal part of the payment 
of all or substantially all of the pre- 
miums, either in number or amount, 10f 
a life insurance or annuity policy from 
the proceeds of interest bearing loans 
made by a bank, insurance company 
other lender against the cash values ° 
such policy or other existing policies % 
jointly with other collaterally assign¢ 
assets.” 
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Dr. Huebner Sees No Threat 


In Insurance Mass Selling 


Dallas— During the next 25 years there 
will be a powerful trend toward the 
client - underwriter relationship, said 
Dr. S. S. Huebner, president emeritus 
of American College of Life Under- 
writers, before the American Society of 
CLU meeting here. 

“It is a personal professional relation- 
ship that the American people, as they 
become insurance educated, will want 
more and more,” he said. “They will 
want their educated insurance man just 
as they have been educated to want their 
doctor, lawyer and accountant. The life 
underwriter can then teach his client 
frankly and powerfully just as can the 
doctor, lawyer, accountant or minister. 
The uneducated salesman, without a 
client relationship, has a much more 
difficult time and generally concludes 
that for him selling and teaching are as 
difficult to mix as is water and oil. More- 
over, as an insurance educated public 
desires increasingly a client relationship, 
it will correspondingly put greater em- 
phasis upon the existence of a worth- 
while professional designation like 
CLU, just as the public now emphasizes 
the existence of such designations as 
prevail in law, medicine and accounting. 
“Tt is folly to believe that mass mar- 
keting will tend to hurt or eliminate the 


Southland Center, Dallas, 


Now Nearing Completion 


Dallas—Southland Center, tallest build- 
ing west of the Mississippi, being built 
by Southland Life’ on a full downtown 
block in Dallas, is nearing completion. 
It is planned that Southland Center be 
occupied early next year, approximately 
March 1, when the company will estab- 
lish its home offices there, occupying 
from fourth through eighteenth floors. 
Approximately 80% of the 1,500,000 
square feet in Southland Center has been 
committed for occupancy, including the 
Sheraton-Dallas Hotel and six floors of 
the Southland Life Tower which will 
be occupied by Southwest division of 
Sun Oil Co. 


educated professional underwriter. The 
uneducated salesman, who just sells with- 
out knowing how or what to teach, will 
have a hard row to hoe during the next 
25 years. Ultimately he is destined for 
the open window. But the educated un- 
derwriter, of true professional stature, 
will be needed more than ever as the 
average family life insurance coverage 
today, now very unrealistic and shameful 
from the standpoint of family obligation, 
rises far beyond the pitifully small aver- 
age of 18 months of income, and that 
amount without deduction for plaguing 
outstanding installment debts.” 





American College Trustees 


New trustees elected to the board of 
the American College of Life Under- 
writers at the annual trustees’ meeting 
in Dallas this week are Earl R. Trang- 
mar, third vice president, Metropolitan 
Life; Benjamin N. Woodson, CLU, 
president, American General Life; 
Richard N. Lewis, president of LUTC 
and vice president of Great National 
Life; Robert L. Woods, CLU, first vice 
president of American Society of Char- 
tered Life Underwriters and general 
agent in Los Angeles for Massachusetts 
Mutual; and Frank B. Maher, president 
of LIAMA and vice president of John 
Hancock. 

Dr. Jack C. Keir, director of educa- 
tional services of the American College, 
who received his CLU designation this 
week, was made assistant dean to work 
with Dean Herbert C. Graebner, CLU, 
the administration of the College. 

Dr. Keir joined the CLU headquarters 
staff in 1955 as director of educational 
publications. He had been head of the 
department of business administration 
of Kansas State College. 

Presiding at the trustees’ meeting in 
Dallas was Julian S. Myrick, chairman 
of the board of the College, whose 20 
years of service in that capacity was 
observed at the annual trustees’ dinner 
which followed the meeting. 





Wanted 
LIFE INSURANCE 
EDUCATIONAL DIRECTOR 


Prominent life insurance general agen- 
cy, doing business with “who's who" 
clientele. Write Box 2643, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38, N. Y. 











Social Security Committee 
Lauds SS Bill’s Opponents 


Dallas—At a meeting of the committee 
on Social Security, chairman of which 
is R. Edwin Wood, CLU, Phoenix Mu- 
tual, San Francisco, the speakers in- 
cluded Oren D. Pritchard, Harold 
Sloane, New York, Herbert M. Holcomb, 
Dallas, who is general chairman of the 
convention, and Jerry L. Travers, Dal- 
las. Holcomb and Travers suggested and 
a motion was passed recommending that 
the president of NALU write a letter to 
Congressmen Mason and Algers com- 
mending them for their stand in oppos- 
ing the recent increase in Social Se- 
curity benefits. They were the two Con- 
gressmen who opposed the Dill which 
was passed by a vote of 375 to 2. 

The committee strongly opposed what 
it called the use of Social Security 
legislation as a football in politics. 
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BERKSHIRE LIFE INSURANCE CO. 
Pittsfield, Mass. 


744 Broad Street 


* 


Multiple Line Facilities 


ears with the Berkshire 
A. W. MARSHALL & CO. 


General Agent 


Newark 2, N. J. 


* * 





Having TROUBLE with TOUGH CASES ? 


Better See The Man from Manhattan 
CALL 


THE HARMELIN AGENCY 


General Agents 


The Manhattan Life Insurance Company 
New York 


5 COMMERCE STREET - - 
Phone MI 3-9067 


Joseph S. Harmelin, M.D.R.T. 


Sidney Rick, Brokerage Manager 





The Life Insurance Offices here represented, leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its’ outstanding accomplishments 
this year—and for the fine leadership which has characterized the NALU throughout its long career. 


NEWARK 2, N. J. 


Sanford H. Harmelin, C.L.U. 





Greetincs To NALU rrom New Jersey 








Saul S. Vort & Associates 


Specializing in Brokerage and Surplus Business 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Suite 1606 
744 Broad Street 


Branch—9 Caldwell Place, Elizabeth, N. J. 
Phone EL 4-3715 





Market 3-8006 
Newark 2, N. J. 





VERNON L. 


Branch Manager 





14 Years’ 


Phone: Mitchell 2-4040 





Experience as a Manager of 
OCCIDENTAL LIFE INSURANCE CO. of California 


assures you of prompt, efficient service. 


Brokerage (a> Only Activity 


744 BROAD STREET - 


PHILLIPS 


NEWARK 2, N. J. 
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NALU Sets Policy on Bank Loan Plan. 


Committee On Field Practices Lays Down Six Requirements 
As Test of Proper Purposes for Use of 


Bank Loan Plan 


Dallas—In a preliminary report the 
Committee on Field Practices of which 
William H. Pryor, Connecticut Mutual 
of Wauwatosa, Wis., is chairman, set 
up a definition and gave six require- 
ments as a test whether the use of the 
Bank Loan Plan is for a proper purpose. 


The Definition 


The committee recommended the 
adoption of the following definition of 
the Bank Loan Plan: 

“A ‘Bank Loan Plan’ or similar plan 
of financed premium payments regard- 
less of what it is called, is herewith 
defined as a plan designed to provide 
for the payment of the initial premium 
and/or an indefinite number of future 
premiums for an annual premium life 
insurance or annuity policy by the pay- 
ment with a minimum amount of cash 
and all or substantially all of any balance 
of the premiums with interest bearing 
loans made by a bank, insurance com- 
pany, or other lender, the collateral for 
such loans being the assigned cash 
values of the policy, or of other existing 
policies.” 

Six Guiding Principles 


The “guiding principles of ethical prac- 
tice in the solicitation and sale of the 
Bank Loan Plan or other similar plans,” 
recommended by the committee are: 

1. There is an existing need for the 
life insurance or annuity. 

2. The motivation is an insurance pur- 
pose and not for the purpose of income 
tax advantage. 

3. The amount of insurance and the 
premium requirement, new and existing, 
is in relation to the present or potential 
economic circumstances of the buyer 
according to sound underwriting practice. 

4. All details and special aspects in- 
cident to the Plan are understood by 
the buyer; any illustration or sales pres- 
entation has been based upon fact applied 
to the current individual circumstances 
of the buyer as related to the interest 
rates, income tax bracket, and the divi- 
dend schedule. 

5. It is understood that the factors of 
income tax, interest, and policy divi- 
dends are variable and not guaranteed 
and that any change unfavorable to the 
buyer may have an adverse effect upon 
the cost and the general desirability of 
the plan. 

6. The buyer has been furnished with 
an illustration of the effect of the con- 
tinued application of the loan principle 
in the increasing annual and total interest 
costs and the decreasing protection af- 
forded by the death proceeds. 

The proposal for sale or the sale of 
a life insurance or annuity policy pur- 
suant to a Bank Loan or similarly 
financed premium payment plan that is 
in compliance with all of these six condi- 
tions is presumed to serve a useful and 
proper purpose. 


Six Points are Basic 


The committee concluded with these 
comments: 

“Any case otherwise proposed or sold 
shall be considered as an abuse of ethical 
principles, a violation of sound and 
honorable underwriting practice, and 
detrimental to the interests and purpose 
of the National Association of Life Un- 
derwriters, to the institution of life in- 
surance, and to the confidence of the 
insuring public. 

“These six points are not intended. to 
be conclusive but rather to be basic. 
Without doubt, insurable situations exist 
for which a financed premium payment 
plan may be considered to be sound and 
ethical underwriting practice but which 


may not qualify in a strict sense as 
meeting each of these conditions of soli- 
citation and sale. Life insurance may be 
proposed in situations wherein the con- 
ditions have been in satisfactory com- 
pliance, but because of some particular 
variation of circumstance the sale of a 
policy would be an abuse of honorable 
and sound practice. 

“Therefore, it is incumbent upon all 
signatories to an application and _ all 
parties with responsibility in the issue 
of a policy in which the financing of 
premium payments in involved to weigh 
considerably each case in the light of 
compliance with the intent of these 
conditions for the determination of a 
prudent and proper plan.” 


Practices Condemned 


Earlier in its report the committee 
recommended that the Association take 
an emphatic position “in advocating that 
the buyer, as an integral part of such 
plans, adopt a schedule of amortization 
of the loans made pursuant to the plan, 
and assume the premium requirements 
without resorting to special financing 
arrangements as soon as possible after 
the inception of the plan so as to restore 
the cash values to their intended place 
in a sound life insurance program. 

“The Association is opposed to the 
practice of using the cash values of 
existing policies by the replacement of 
such policies or by converting them to 
a paid-up basis and applying the pre- 





1. THEIR PRODUCT IS IN 
STEP WITH THE TIMES .... 
Federal Life offers their men 
the finest Accident and 


Health contracts available 
today. In turn, our men can 
offer prospects non-cancel- 


lable, guaranteed renewable 
accident and health contracts, 
and participating as well as 
non-participating life insur- 
ance plans. 
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If you're not hitting with present policies read what Federal has to offer. 





FEDERAL LIFE 
INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, Illinois 


FREE 
Desk Space and Secretarial 
Facilities Available 


FOR FIVE BROKERS 


In Bronx Life Agency in Exchange 
for nominal amount of Life Pro- 
duction. 


CALL MO 5-2553 
370 E. 149th Street (Near 3rd Ave.) 





United Sate Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











miums therefor to the premium require- 
metns of a newly acquired policy. 

“This practice can rarely be consid- 
ered as anything but detrimental to 
the interests of the buyer, the benefi- 
ciary, and the insurer. 

“In the rare case, an explanation of 
any such proposed action should be sub- 
mitted to the legal tax or accounting 
counsel of the owner of the policies, and 
to the company to which application is 
made for the insurance that will wholly 
or partially replace the benefits of the 
surrendered or converted policy, for ap- 
proval, with sufficient evidence.” 





Louise Hall Tells What 


Service Means To Her 


Dallas—What “Giving More Service” 
means to her was discussed before the 
Women Leaders Round Table Sellarama 
by Mrs. Louise Hall, Fidelity Union Life, 
of Irving, Tex. 

“Service is giving of time, talents, all 
we have that is a part of ourselves,” said 
Mrs. Hall. “I am not too concerned with 
the service we give to our policyholders. 








2. FEDERAL LIFE HAS A 
VARIETY OF POLICIES .... 

Federal Life men are able to 
obtain more business be- 
cause they have a policy for 
every need. To name a few: 
Major Medical, Major Hospi- 
tal, Secured Income Plan, 


and Non-Cancellable 
Disability. 











We are all familiar with the $100,00 
case that was written because we sery- 
iced a thousand-dollar juvenile policy 
properly. We know to send congratula- 
tory cards, to program, and to follow 
our policyholders closely. To what de- 
gree we do these things, to that degree 
cur business will prosper. I believe we 
have true service when we put our heart, 
our mind, our hand, and our faith into 
every day. 

“If you were asked now who the 
greatest man you ever knew was, I am 
sure each of you would think of one 
outstanding person. The thing I am 
most concerned about is not who so 
much as why. Undoubtedly you are now 
thinking of someone. Is it because he 
is a great political leader, a so-called self- 
made man? Is it because he is wealthy, 
handsome? 

“Most of us are familiar with the 
story of Albert Schweitzer. Here is a 
man who at one time or another could 
have fitted any one of these categories 
I have mentioned, Do you know why 
to me he is the greatest living man? It 
is because he discovered that the secret 
of happiness lies in one thing—service. 
The trouble with most of us is that we 
give until it hurts instead of giving till 
it feels good.” 


Admiral Sides Says That 
This Is A State of War 


Dallas—Vice Admiral John H. Sides, 
director Weapons Systems Evaluation 
Group, U. S. Navy, addressing the 
American College Hour told of the 
threats posed against the United States 
at various points throughout the world 
and said: 

“Make no mistake about it, this 1s 
war, not peace. And in such a situation 
there is always the danger of a miscal- 
culation, 

“It would appear that we are faced 
with a situation where political and 
technological changes during the last 
decade have placed us under a type of 
potential threat far exceeding in serious- 
ness any which have beset us in the 
past; that it is necessary that we main- 
tain ‘adequate deterrent, retaliatory, and 
defensive forces for preventing if pos- 
sible, and winning if deterrence fails, 
an all-out thermonuclear war; and that 

(Continued on Page 10) 


SS Misunderstood 


(Continued from Page 4) 








tion’ which robs the individual of initia- 
tive and self-reliance. Under the sys- 
tem, as Congress intended, each is free 
—in fact, each is expected—to build on 
that ‘floor’ additional old- -age protection 
through his own efforts. A sort of do-it- 
yourself—preserving the dignity of the 
individual by protection his right to make 
his own decisions! 

“The National Chamber believes. that 
a clear, correct understanding of Social 
Security, what it is, who pays for the 
benefits, and what it is not, is indisper 
sable to maintaining a sound Social 
curity program and maintaining it in 3 
manner that will preserve indi: vidual in- 
centives, and most important of all, the 
freedom of choice of the individual.” 

















September $2, 1958 Page 9 




























































, 1958 ’ 
—y 
; 
! e ome eee eee eee ee ee GG RD GEES SU ED ES reser EE teem SRE meen meme 
| 1 
i i 
\ | 
ney 1 1 
! l 
1 { 
J { 
I i 
20. | ' ‘ \ i] 
7 OLJO\_/O is on the march! | 
$100,000 \ | 
€ sery- \ , { 
pom Over 6,000 men and women have received { 
sratula- . » “ 
follow ' the C.L.U. designation. Another 5,398 
hat de- ‘ A 
dees | candidates took 6,661 examinations last { 
eae A June at 169 centers in 46 states and four 
ith into \ foreign countries. The American Society { 
i . . . 
af e 4 of C.L.U. is laying its plans to accommo- ! 
of one : date the needs of a 15,000-man member- 
I am \ : 
who $0 ship ten years hence. i 
ire now a | 
ause he ‘ a { 
‘ed self- In the meantime, those in other pro- 
vealthy, ° 4 i 
fessions as well as the general public are | 
don becoming increasingly conscious of the 
P| professional implication of the C.L.U. \ 
Ww designation. In due season, I believe that ; 
e secret the prestige value of C.L.U. will have { 
“Service. 3 
that we increased to the extent that to lack the ! 
ying till A 7 . " A 
—_ designation will be a serious handicap in 
dealing with the public. i 
i 
bet To every young man and woman who 
. odes, e ° ° ° 
aluation aspires to leadership in our business, I { 
r the 
the recommend the securing of the C.L.U. ! 
States . * 
eee designation. In the process, added knowl- 
chis ts edge and understanding of life insurance { 
— can be translated into increased produc- 
a tivity. Knowledge in action is power! \ 
tw 
al and | 
he last { 
type of ‘ ; 
serious- re Lacs -f 
in the ; ! 
e main- ' 
To Second Vice President } 
e fails, American Society, C.L.U. r 
nd that j 
Robert L. Woods, C.L.U., is the Massachusetts Mutual | 
General Agent at Los Angeles. j 
i 
i 
" jnitia- 
1€ pi 
is free 
sild on Massachusetis Mutual 
rp LIFE INSURANCE COMPANY 
of the ORGANIZED 18S! SPRINGFIELD, MASSACMUSETTS P 
o make 
PS that 
Social 
‘or the 
dispen- 
ial Se- 
it in a 


ual in- 
ull, the 
il.” 











THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 





September 12, 1959 





—_——..., 








National 


Association 


of Life 


Underwriters 


——S 


in Dallas 








Wm. Andrews President 
American Society CLU 


HERBERT W. FLORER SECRETARY 





First Vice President Robert Woods, 
Second Vice President Lillian Hogue, 
Treasurer Frederick Floyd 


Dallas—William H. Andrews, Jr., past 
President of NALU and active in CLU 
affairs for twenty years, was elected 
president of American Society of Char- 
tered Life Underwriters at the annual 
meeting here Wednesday. Mr. Andrews 
is manager in Greensboro, N. C., for 
Jefferson Standard Life. Herbert W. 
Florer, general agent in Boston for 
Aetna Life, was elected Secretary of 
the Society. 

Following are the other officers of 
the American Society whose election by 


mail ballot was announced by tellers: 
First vice president, Robert L. Woods, 
general agent, Los Angeles, for Massa- 
chusetts Mutual Life; second vice presi- 
dent, Lillian G. Hogue, New York Life, 
Detroit; and treasurer, Frederick W. 
Floyd, general agent, Gloucester City, 
N. J., Life Insurance Co. of Virginia. 

At the same meeting, an annual break- 
fast affair, it was announced that the 
following set of five new directors, each 
representing one of the geographical 
regions of the American Society, had 
been elected: Eastern Region, George 
B. Byrnes, general agent, New_York, 
for New England Life; Middle Eastern 
Region, Alan D. Hecht, Travelers, Balti- 
more; Southern Region, Robert J. Tif- 
fany, Equitable Society, Abilene; Middle 
Western Region, Robert L. Punsky, 
Massachusetts Mutual, Fort Wayne, 
Ind.; and Western Region, Bruce Bare, 
general agent, Los Angeles, New Eng- 
land Life. 

Membership »f the American Society, 
which now comprise 108 local CLU 
chapters, is 4,716. 

Eugene C. DeVol, general agent, Phil- 
adelphia, National Lite of Vermont, the 
retiring president of American Society, 
presided over the business meeting. A 
silver pitcher was presented to him by 
officers and members in recognition of 
his service as president and key figure 
in the Society during recent years. 

Dr. S. S. Huebner, pioneer insurance 
educator and president emeritus of 
Life Underwriters, delivered a_ brief 
address entitled ‘Where Are We Going 
CLU-Wise in the Next 25 Years?” 

Presiding Chairman of the breakfast 
meeting was J. Carlton Smith, educa- 
tional chairman for Southwestern Life 
and regional vice president of the Ameri- 
can Society. 

Mr. Andrews, the president-elect, has 
been described as a perfect combination 
of Southern gentleman and _ colorful 
pioneer. He got into the life insurance 
business by organizing a campus agency 
at University of North Carolina where 
he graduated. When the home office 
agency of Jefferson Standard Life was 
established, he joined and in 1929 became 
manager. He was also a factor in the 
reorganization of the Greensboro Asso- 
ciation of Life Underwriters and in the 
organization of the North Carolina 
State Association. He was president of 
both organizations. 

Elected a trustee of NALU in 1938, 
Mr. Andrews went through the offices 
and became president in 1944. He is a 
graduate of the,LIAMA schools, and 
received his CLU designation in 1937. 

Mr. Andrews became a director of the 
American Society in 1952 and was elected 
secretary in 1955, having since held the 
offices of second and first vice president. 
His American Society activities have in- 
cluded membership on the query board 
and the finance section of the budget 
committee, and chairmanship of the 
membership and company CLU associa- 
tion committees, and was chairman of 


WILLIAM H. ANDREWS, JR. 


the joint committee on candidates (serv- 
ing American College jointly: with the 
Society). 





The Society’s new secretary-elect, Mr. 
Florer, is a past president of the Boston 
CLU Chapter and was elected a director 
of the American Society in 1955. He 
has served the Society in various ways 
and is currently chairman of its chapter 
development committee. 

Mr. Florer is a graduate of University 
of Michigan, and entered the life insur- 
ance business in 1925. He is past presi- 
dent of the Michigan State Life Under- 
writers Association and of the Boston 
Life Insurance and Trust Council. He is 
a former member of the board of the 
Boston Life Underwriters Association. 


Admiral Sides Talk 


(Continued from Page 8) 





it is also mandatory that we maintain 
adequate forces for preventing or bring- 
ing to a quick, successful conclusion, 
wars of limited objectives. We must 
recognize that the more serious the 
threat, the more expensive will be the 
premium on the insurance which we 
underwrite, and we must not be confused 
by those who believe we can do the job 
on a shoestring. Only an adequate pro- 
gram of life insurance against general 
war and accident insurance against lim- 
ited wars can give us a proper military 
posture for insuring America.” 








Why 


DO 


° MEN 
GET FURTHER FASTER 





.- + here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 

3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, whiclr provides income 
to a satisfactory level. Result: 
establishment in business without 


indebtedness! 


LIFE 





4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—group disa- 
Eility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives—without exception. Result: 
a management training program 
that is working! 


ee agian or Vea eon gar 


Want more details on why 
| Monarch men get further 
faster? | 


Write to our Dept. PR-4. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED W'!TH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 


—.. 


FUVVVVVVVVVvYW 


NEVER BEFORE 


in the more than 20 years of our insurance 
recruiting experience, have we seen SO 
MANY fine opportunities in top-flight East. 
ern Companies—ALL LINES, especially LIFE 
—for Capable Individuals who do not want 
to stand still. 


From Trainee To Executive—all types of 
positions—salaries from $6,500 to $20,000— 
in Home Office Administration, Agency 


Management, Life and Casualty Actuaries, 


Mathematicians, Electronic Data Process 

Men (both IBM and Remington Rand). 
Comptrollers, and Systems hadiode. ; 
No obligation to inquire o register with us, 


Many openings are fee paid. Your present 
affiliation protected. May we help YOU? 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
"From Trainee To Executive'' 
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Inflation Greatest Danger 
As Seen by Albert Adam 


Dallas—In his appearance before th 
general session of the NALU conver 
tion, retiring president Albert C. Ada 
said the greatest danger facing the lif 
insurance business and the nation toda 
is inflation. 

“We are going through an era of re 


distribution of wealth and income } 
Estate and Social Security taxes,” h 
said. “We have high income. taxe: 


practically everything is subsidized, an 
these are important, but as I see i 
mainly so because of their connectio 
with the inflationary trend. 

“We in this business should, above : 
other groups, use what strength we hav 
to oppose in every way possible th 
processes in operation today as de 
scribed. We are morally obligated t 
all policyholders past, present and futurt 
Our own companies are faced with th 
effects of such an erosion of values. 

“Life insurance company investment 
in basic securities will always be secu 
but the dollar value of payments to t 
insureds and beneficiaries will be of dis 
appearing purchasing power. 

“This is not new, historians will hav 
little difficulty in tracing the connectio 
between inflation and the fall of ancies 
Greece, Rome and other civilization 
Let us do all that we can to prevent los 
of confidence in our currency, develop 
ment of the mass belief that saving 
are futile and the spread of the ide 
that individuals need not work. The# 
are definite links between a sound mong 
tary policy and public confidence, induf 
try and thrift. i 

“The effect of repeatedly increast 
benefits and coverages under the OAS 
program is a direct attack on individua 
and individual responsibility. The 
sult will be either the loss of incentiy 
or the ability to make one’s own prov 
sion for the futures of self and family} 

























Honor Julian S. Myrick 
Dallas—Julian S. Myrick, at dinn 
Tuesday of trustees of American Colle 
of Life Underwriters, was _ present 
with a large cake with 20 candles on} 
in commemoration of his being chairmé 
of American College of Life Underwt! 
ers 20 years. 



















Gastil GAMC Chairman 
Dallas— Walter G. Gastil, gene 
agent, Connecticut General in 1 
Angeles, is new chairman of Gene 
Agents and Managers Conference. 
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National Association of Life Underwriters in Dallas 





N ew Constitution and 
By-Laws For NALU 


NO SUBSTANTIVE CHANGES NOW 





David M. Blumberg, Chairman of By- 
Laws Committee, Gives Proposals 
Before Committee 





Dallas—A new Constitution and By- 
Laws was scheduled for adoption at this 
convention but no substantive changes 
were to be included at this time so as 
to insure their adoption. The principal 
changes made in the new Constitution 
are (1) the Convention as a voting body 
has been abolished and its powers trans- 
ferred to the National Council and (2) 
the National Council may overrule the 
3oard of Trustees in certain specific 
instances. 

In his preliminary report as chairman 
of the Committee on By-Laws, David 
M. Blumberg, Massachusetts Mutual, 
Knoxville, Tenn., said, “In order to have 
our new Constitution and By-Laws put 
into effect as soon as possible, we have 
drafted up a set of By-Laws for presen- 
tation to the Dallas Convention, in which 
we have made no substantive changes 
whatsoever. We do not recommend any 
substantive changes in the By-Laws at 
this time as we do not want any 
obstacles which might hold up their 
adoption in Dallas.” 


Proposed Changes 


Chairman Blumberg also said: “This 
committee has the following propositions 
placed before it, which we will take up 
as soon as possible after the new Con- 
stitution and By-Laws are put into 
effect: 

1. Proposed changes in our nominat- 
ing and elections procedure so as to 
provide for better geographical repre- 
sentation. 

2. Methods of appeal from local as- 
sociations to state associations by mem- 
bers of our local associations who believe 
they have been unjustly expelled from 
membership. 

3. The right of the Board of Trustees 
to amend the Committee reports sub- 
mitted to it. 

4. The rights of members of local 
associations when a local association 
might be suspended or dropped from 
NALU membership. 

“Tt is your chairman’s opinion, how- 
ever, that all of these items should wait 
till after the new Constitution and By- 
Laws go into effect,” said Mr. Blumberg. 





33 Insurance Companies 
Hosts at Dallas Dinners 


Dallas—Thirty-one life insurance com- 
panies gave dinners honoring their field 
representatives attending the Annual 
Convention of the NALU here this week. 
In addition, two companies gave recep- 
tions, 

Companies and locales of their dinners 
or receptions are: 

Bankers Life of Iowa, Commonwealth 
Life, Continental Assurance, Great-West 
Life, John Hancock, Massachusetts Mu- 
tual, Metropolitan (reception), Mutual 
Benefit Life, New England Life, Phoenix 
Mutual, Republic National and Union 
Central—Statler-Hilton Hotel. 

Connecticut Mutual, Guardian, Inter- 
national Fidelity, Liberty National, Mu- 
tual Of New York, Northwestern Mutual, 
Provident Mutual, and Prudential (recep- 
tion)—Adolphus Hotel. 

American General, American United, 
Equitable of Iowa, Equitable Society, 
Home Life of New York, New York Life, 
and Travelers—Baker Hotel. 

_Jefferson Standard Life and Life of 
\ irginta—Town and Country Restaurant. 

National Life of Vermont and State 
Mutual, Life—Dallas Athletic Club. 
Aetna Life—Dallas Club. 

Lincoln National—Engineers Club. 


Agents’ Responsibilities 


Dallas—Mrs. Ray K. Bergman, Equi- 
table Society, of Houston, addressed the 
Women’s Sellarama session on “With 
Privilege comes Responsibility,” telling 
of the many privileges that come with 
life insurance selling. 

“Our ideals must be high, our inten- 
tions beyond reproach,” said Mrs. Berg- 


man. “We dare no nothing that will re- 
flect discredit on ourselves, our com- 
panies, other agents, or the life insurance 
profession generally. What one of us 
does, for good or for evil, affects all 
the rest of us. If a prospect is favorably 
impressed by an insurance agent, the 
next agent who calls on him usually re- 
ceives a cordial reception, and by the 
same token, a bad taste left by one of 


us is poison to the next agent who dares 
go see him. If we are unprofessional in 
our actions, we bring discredit to the 
whole industry. If we are honest, ac- 
curate and thorough, we bring honor to 
it, 

“If we keep in mind always that we 
must give to receive, that with privilege 
comes responsibility, we shall find hap- 
piness and success—the true meaning of 
which ‘is not in having what we want— 
but in wanting what we have.’” 





Northwestern 
point of view 


safeguarding tomorrow 








Mutual’s 


makes a difference... 


e believe that successful 
: life insurance agents 
deserve unlimited opportunity 
to continue learning from 
top-notch teachers. 


FTER mastering the fundamentals, North- 
A western Mutual Agents can continue their 
personal development under the guidance of the 
Educational Division and with the practical help 
of the Advanced Underwriting Division. A staff 
of experts gives assistance, conducts seminars, pro- 
duces periodic issues of the Advanced Under- 
writing Training Guides and Letters—operates a 


well-planned, thoroughly integrated educational 


program. 


From the start, Northwestern Mutual Agents 
move confidently in all underwriting areas, secure 
in knowing that each day will make them more 
self-sufficient and that when they do not know the 


answer there is help available. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
‘ Milwaukee, Wisconsin 
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We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 


requirements. Let us assist you with 
clear, easy-to-fcllow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” CanaDa LIFE 


lssurance Company 








Social Security Official 
Praises NALU Cooperation 


Dallas—Addressing the Agents Forum 
Tuesday, Hugh F. McKenna, assistant 
director of the Bureau of Old-Age and 
Survivors Insurance, told of the opera- 
tions of the system. 

Mr. McKenna paid to the 
“generally excellent public information 
job insurance companies and individual 
insurance agents have done to make 
people aware of their rights under the 
OASI system.” 

He explained 


tribute 


the operation of the 
OASI trust funds “because there has 
been considerable misunderstanding 
about them from time to time. 

“Most of the receipts of the trust 
funds—one holding receipts of the Old- 
Age and Survivors Insurance provisions 
of the Social Security program and a 
second fund holding receipts of the 
disability insurance provisions of the 
program—are used for current benefits 
and administrative expenses of the pro- 
grams,” he said. “The remainder is in- 
vested in Federal securities. The assets 
are not intended to be equal in amount 
to the accrued obligations of the OASI 
nrogram at any one time. This is so 
hecause these programs are compulsory 
under Federal law and can count on con- 
tinuing participation in the programs and 
the continuing payment of contributions.” 

Mr. McKenna pointed out that the 
financing provisions of the Social Secur- 
itv program “have been, properly, the 
subject of intensive study.” Leading 
members of the insurance industry have 
served as consultants in previous studies 
and are on the present Advisory Coun- 
cil, whose report on the long-range 
financial position of the Social Security 
system is due by the end of this year. 

Mr. McKenna declared that “the mem- 
bership of these advisory groups illus- 
trate very forcefully how consistent and 
close the relationship between private 
insurance companies and the social in- 
surance program has been.” 


Hazel G. Schofield On 
Higher Quality Prospects 
Dallas—How she contacts ‘higher qual- 
ity prospects was told to the Women 
Leaders Round Table Sellarama by Mrs. 
Hazel G. Schofield, Equitable Society of 
Macon, Ga. 

“As we raise our sights toward the 
market of higher quality prospects,” said 
Mrs. Schofield, “we at the same time 
raise our sights toward higher quality 
selling techniques and more responsible 
service. We have left the field of pack- 
age sales and standardization and we 


now aspire to become specialists so to 
speak, with advanced knowledge in spe- 
cial fields. We study business law, wills 
and trusts, tax problems, estate planning 
in fact, everything we can which re- 
lates to the needs of a client who is no 
Icnger interested in policies but who is 
interested in solving his estate problems, 
and who will therefore respond to our 
recommendations when sound, sincere 
counsel is given. 

“Higher quality prospects are found 
in the executive field of business where 
ideas born of Section 101(b) relating to 
employe death benefits; salary savings 
for informal employe retirement plans; 
key-man insurance; deferred compensa- 
tion; stock retirement; or stock redemp- 
tion to pay death taxes as permitted 
under Section 303 — all these provide 
interesting approaches. 

“Higher quality prospects are found 
in professional fields—doctors, lawyers, 
accountants, etc. Here we become estate 
planners in its highest sense because our 
prospects are interested not just in build- 
ing an estate but in conserving it. Tax- 
wise our product is without equal, and 
in administrative costs in a class by 
itself.” 
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Canadian Superintendent of Agencies 


Internationally known life insurance company, a leading 
writer of non-cancellable disability income insurance, has an 
opening for a superintendent of agencies for Canada. 


This is not a vacancy but is an entirely new position 
created by our recent growth and planned expansion. 


This position offers an outstanding opportunity for a 
mature, experienced sales executive, who is qualified to assume 
overall responsibility for supervision and development of 
Canadian agencies. Salary very favorable and related to cur- 
rent earnings. If you have sales and supervisory experience in 
personal insurance lines, we invite your inquiry. 


Write giving details to Box 2641, The Eastern 
Underwriter, 93 Nassauu Street, New York 38. 











Education For Tomorrow’s World 


Dallas—Dr. Willis M. Tate, president 
of Southern Methodist University, was 
the speaker at the CLU Conferment 
dinner. 

“Prior to World War I education was 
a simple matter,” he said. “It was con- 
tinued on the ‘little red schoolhouse’ 
concept. It consisted of transmitting the 
tried, true and accepted culture from one 
generation to another. People lived for 
several generations in one community. 
There was little change in the way things 
were done, and the teacher was obliged 
only to pass on the trusted tools to help 













Add more \< 


LIFE 


to your sales 


For agents and brokers 
who also write automobile, 
fire, theft and property 
insurance, Mutual Trust 
Life Insurance Company 
has prepared power- 
packed, new brokerage 
material — 








A loss by Fire is possible 
A loss by Death, inevitabie 
then Fire 





















0808 What form 





and amount of LIFE 
vou 


Lovey 





For more information write — 


CHARLES H. KIEFER, Vice-President 


Mutual Trust Life Insurance Company 





77 South Wacker Drive 


* Chicago 6, Illinois 





@ Only surplus business is invited from full-time representatives of other companies. 








the next generation perpetuate and main- 
tain the existing culture. Today life has 
speeded up. We move about and do not 
have roots in one place. New inventions 
have given us new concepts, 
energies and visions. We are living in 
a world little imagined by our fore- 
bearers and with no assurance of what 
it will be tomorrow. In fact, the only 
true certainty that we know is the in- 
evitability of change. Instead of per- 
petuating stability, our homes and schools 
have turned into launching platforms 
where our students are pushed out into 
a new, baffling and untried world. 


“IT cannot defend education to the 
bitter end. It is not the perfect answer 
to all of your future problems. It con- 
tains many outmoded practices and use- 
less theories. However, we feel that 
there are some helpful implements de- 
rived from it for the world that we, 
your teachers, have never seen. I hope 
because of your educational experience 
with the American College of Life 
Underwriters that your crash kit will 
contain several effective tools. Most 
important is the tool of independence of 
thought and action, the ability to see 
through propaganda and the printed 
page. It is important for you to know 
how to make up your own mind, that you 
be freed by truth from mental slavery. 
Be brave enough to be an ‘honest min- 
ority. Be too independent to live down 
to a deadening level. This is the essence 
of our democracy, and our way of life 
is endangered unless we rear a genera- 
tion that can do its own thinking and 
acting.” 


powers, 





Suzanne Audet Chairman of 


Women Leaders Round Table 


Dallas—Suzanne Audet, agent in Que- 
bec, Canada, for Prudential Assurance 
of England, was elected chairman of 
the Women Leaders Round Table. 
Others chosen in WLRT elections are: 
Vice chairman, Florence Axelson, State 
Mutual of Minneapolis; Board members, 
Helen Tall, CLU (New England Life) 
of Towson, Md.; and Grace C. Ross 
(New York Life) of Brooklyn, N. Y. 

Miss Audet, who holds the designatio"l 
of Chartered Life Underwriter, is also a 
member of the Million Dollar Round 
Table of NALU and has won the coveted 
National Quality Award for ten years. 
She was the first woman in Canada to 
qualify for the Million Dollar Round 
Table and the first woman in the prov- 
ince of Quebec to win the CLU desig- 
nation. She succeeds Margaret Vogelsang 
ccc Mutual) of Manitowoc, 
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limmerman Shows Important Place 


Women Hold In American Economy 


Dallas — The important place women 
told in the American economy was 
femonstrated by Charles J. Zimmerman, 
president of Connecticut Mutual Life, 
iefore the Women Leaders Round Table 
meeting here. He also predicted a far 
ger participation of women in life 
insurance in the future. 

Women are a vital force in both 
gending and saving, the most realistic 
qess being that women control about 
fi% of all personal consumption ex- 
penditures and women own half of the 
$110 billion in savings accounts, said 
Mr. Zimmerman. Also 52% of the four 
ad a half million stockholders in the 
U.S. are women. 

“Women own over $65 million of life 
insurance, or about 15%, of the total 
amount of life insurance in force, ex- 
dusive of credit insurance,” said Mr. 
Zimmerman. “Obviously, women spend 
money, but they save money, too. It 
may very logically be pointed out here 
that a great deal of the wealth in the 
hands of women is inherited wealth. 
This is a sound observation. As regards 
life insurance, for example, wives are 
the beneficiaries of approximately 60% 
of all death benefits. Indeed, if we add 
to this the insurance death proceeds 
which are payable to estates or trusts 
for the benefit of wives, two-thirds of all 
death benefits are payable to wives. If 
only those death benefits resulting from 
the death of a husband were taken into 
consideration, then the percentage of 
ach benefits accruing to wives would 
be even greater. 

“On the other hand, the percentage 
of death benefits payable to wives in 
the future and the percentage of wealth 
inherited by women in the future will, 
in my opinion, decrease as more and 
more women enter the labor force and 
hecome wage earners in their own right. 

“Currently. the 21 million women in 
the United States labor force make up 
one-third of all gainfully employed per- 
sons. It is interesting to note that 12 
million, or 30%, of all married women 
are engaged in gainful occupations out- 
side the home. The number and the per- 
centage of women engaged in our labor 
force continues to increase year after 
vear. This trend has tremendous social, 
a well as economic significance. 

“Since as a nation we cannot consume 
more than we produce, it follows that 
women have plaved a significant role in 
bringing abovt the tremendous increase 
in production in our country. It is inter- 
esting to note that the median income 
of families of which wives work is 32% 
greater than that of families where the 
wives do not work outside the home. 
Income is a reflection of production and 
productivity. Those families where the 
wife works outside the home are both 
greater producers and greater consumers. 

‘Tam of the firm conviction that the 
market for the sale of life insurance in 
the years ahead will be one of tremen- 
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Group Committee Takes No 
New Stand on Group Limits 


Dallas—The Group insurance commit- 

tee, of which Harry N. Phillips is chair- 
man, after its meeting here decided to 
make no new recommendations in refer- 
‘ice to Group limits. It has not vet 
teceived from any company a suggestion 
‘sto what those limits should be. In 
tief, it is awaiting developments. 

he Group committee, however, voted 
'0 eliminate from its preliminary draft 
‘port the following paragraph: 

We have considered the problem of 
Croup life insurance for dependents and 
tow recommend that NALU change its 
Msition by withdrawing its opposition 
'0 such coverage.” 


dous rapid expansion and that the ex- 
pansion of the market for the sale of 
life insurance to women will far outstrip 
the rate of growth of the total market. 
I am of the further opinion that women 
underwriters can and will play an even 
more important part, in the development 
of this market and in the sale of life 
insurance in the future than has been 
the case to date.” 


NALU Convention 


(Continued from Page 1) 





member of American Association of 
University Teachers of Insurance, In- 
surance Society of New York, Interna- 
tional Association of A. and H. Under- 
writers, Indiana Historical Society and 
U. S. Naval Institute. He is the author 
of “Life With the Lincoln, a History 
of Lincoln National Life Insurance Co.” 
and “A Study for Magee’s Property 
Insurance.” 

David B. Irons has been administrative 
assistant to the attorney general of 
Texas and on leaving the post of first 
assistant to the assistant attorney gen- 
eral in Texas under the Department of 
Justice and head of the Subservice 
Organizations Unit>-he received high 
commendation from the then Attorney 
General Herbert Brownell, Jr. He got 
his law degree from University of Texas 
Law School and once served in the cas- 
ualty claims department of a casualty 
company. 

William A. Harrison, Commissioner of 
Insurance, under the new supervisory 
system is appointed by the State Board 
of Insurance. Commissioner Harrison 
is an accountant with a CPA degree 
and a graduate in business administra- 
tion of University of Texas. He has had 
numerous assignments in connection with 
auditing of state agencies, serving as 
assistant state auditor and participated 
in a large number of investigations in- 
cluding that of the U. S. Trust and 
Guaranty Co. and CIT Insurance. He 
was former chief accountant with the 
State Treasury and was also chief audi- 
tor for the State Controller. He is a 
past president of Austin CPA’s was 
director of Texas Public Employes 
Association. 

Before the main NALU convention 
are a number of problems dramatic in 
nature, One has to do with the contro- 
versy over the building situation which 
caused a rift between the original build- 
ing planning committee and some of the 
officers of NALU. When the NALU 
moved its headquarters to Washington, 
after deciding not to take over New York 
City property on a site recommended by 
Julian S, Myrick, chairman of American 
College of Life Underwriters and for- 
mer president of NALU; or to move to 
Chicago where NALU could have ob- 
tained an attractive locale near Univer- 
sity of Chicago, it was thought that the 
site selected for Washington was all set 
and that building operations would soon 
start but this did not materialize as 
planned. 

The annual conventions of NALU have 
been growing in size and in number of 
events, sometimes being unwieldy. The 
General Agents and Managers Confer- 
ence, for instance, is now a large con- 
vention in itself with sessions packed 
to the doors. Their meetings are con- 
fined to sales and managerial problems. 
Apparently, these subjects, although con- 
stantly reviewed, are a considerable dis- 
tance from being solved. The speakers 
are successful men in the business and 
their views are eagerly heard. The 
Chartered Life Underwriters, the women 
agents and other groups are holding 
lunches or dinners and meetings of their 
own. 








competition-is the time for producers, 





September 12, 1958 
To Our Producer Friends: 
A. & H. and LIFE IS THE WAY! 


Now—in a period of increasingly keen 


espe- 


cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 
streamlined INCOME PROTECTION. 


We strongly urge agents and brokers, 


intent on building up a quality clientele, who 
are willing to accept the challenge of modern 

Selling and underwriting techniques, to bring 
your problems to us. 


We have the know-how and will help you replace 
commissions you have lost due to reductions in some 
of your other lines. 


All of our facilities are centralized 


UNDER ONE ROOF which enables our agents 
and brokers to render efficient service 
QUICKLY. 


Give close attention to the A. & H. and 


Life coverages, all the latest on the market, 
which are listed below. You can be certain 
that if you recommend them to your clients 
you will be adding to their security and 
peace of mind. At the same time your own 
commission earnings will increase. 


NON-CANCELABLE A. & H. 


GUARANTEED RENEWABLE 
Adjustable Premium 


SUBSTANDARD A. & H. 


LIFE INSURANCE—PAR or NON-PAR 
Quantity Discounts 


EMPLOYEE GROUP—A. & H. or LIFE 
AVIATION—COMMON CARRIER 


HOSPITALIZATION 
Individual or Family 


SPECIAL RISKS 
Jumbo Lines—Athletics 
Theatrical Productions 


CANCER—New Employee Group—and now 
MAJOR MEDICAL—Individual or Family 


Test our Services today! 


Yours sincerely, 
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GENERAL AGENTS ann UNDERWRITERS 


FIRE 


BONDS - CASUALTY - DISABILITY - MARINE - LIFE 
75 MAIDEN LANE, NEW YORK 38 


HAnover 2-4044 


Member of New York City Insurance Agents Association 
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Factors Making For Agent’s Success 


Horace R. Smith, CLU, Assistant Agency Vice President of 
Connecticut Mutual Life, Addresses Southwest 
Area Management Conference 


Dallas—There are four major factors 
which relate to the survival and to the 
success level which may be obtained by 
every man who undertakes a career in 
life insurance selling, Horace R. Smith, 
CLU, assistant agency vice president of 
Connecticut Mutual Life, told the South- 
west Area Management Conference in 
Dallas on Sept. 6. 

“The first factor is the early attain- 
ment and continuous maintenance of 
capacity in the building of an adequate 
market by the individual agent. This 
market will be peculiar to him and is 
influenced by many factors, including his 
background, experience, education, per- 
sonality, standard of living, hopes and 
dreams for the future—in fact, the whole 
of the man influences the whole of his 
marketing development problem. Some- 
times you label this activity under the 
prosaic term of ‘Prospecting’ but this 
does not adequately describe either the 
function or the process. In this area, 
you, the manager, must be at your best 
and rightly so, because, whéther your 
associate knows it or not, market de- 
velopment is 80% or more of the founda- 
tion for his success and continued pro- 
duction. 

“Here we have outlined quite briefly 
another great primary responsibility, and 
it is a continuing one as well. As your 
new associate begins to grow, he needs 
your ‘help and continued guidance in the 
development of markets appropriate to 
his skill. He needs your help also in 
learning how to become more imagina- 
tive, more resourceful, and more intui- 
tive in the job of finding and selecting 
those prospects and groups of prospects 
who will eventually comprise his clien- 
tele. 


Improvement of Sales Ability 


“The second major factor is the acquir- 
ing, maintenance, and improvement of 
sales ability. Selling and salesmanship 
are all things to all people. This is not 
the hour for the enlargement of this 
subject more than to remind you that 
Mark Twain’s definition of a salesman 
is the most appropriate one we could 
find for our work. In describing a man 
who called upon him, he said, ‘On his 
arrival he seemed well equipped with 
the oil of geniality and upon his de- 
parture I seemed to be unalterably per- 
suaded to his point of view.’ 

“Thus selling, insofar as it affects the 
prospect, involves only a change in point 
ot view and the function of the agent 
is to provide the enlightened point of 
view and then persuade the prospect to 
act upon it. I wish I might devote two 
or three hours to a discussion of pure 
salesmanship with you; matter of fact, I 
would like very much to do so because 
I am sure I would gain a lot, but let 
me leave this area with my own defini- 
tion, ‘Salesmanship is the stuff which, 
if you haven’t got enough of it, the 
sale can’t come off as well as if!’ 

“Here we have another primary re- 
sponsibility where you, as the manager, 
owe to your associate the best possible 
kind of training and guidance in his 
development as a salesman, and also in 
the molding of his attitude toward sell- 
ing as a function in the whole profes- 
sional process. 

“The third major factor influencing the 
success or failure of men is one which 
has been receiving more attention in 
the last ten years than in the previous 
40 years since the beginning of organ- 
ized education and training in-the-tife 
insurance bhysiness. This area. we. call 


Agent Self-Management. Actually, this 
is the most difficult solution of the 
three we have mentioned. You see, most 
life insurance men are either extroverts 
or ambiverts. Very few of them are in- 
troverts, Yet the psychiatrists tell us 
that the extrovert has a thorough-going 
dislike for records and details and the 
introvert, who is his very opposite, loves 
figures and likes to be up to his ears 
in detail, The ambivert is the fortunate 
man who either possesses or can acquire 
the best characteristics of both the ex- 
trovert and the introvert without losing 
any of the best of the qualities of the 
genuine extrovert. 

“Thus, by their very nature, the men 
we appoint are already pre-disposed 
against detail, self-regimentation, self- 
management, and records—yes, even rec- 
ords of achievement. But this problem 
must be licked, because our business is 
rapidly becoming more complex and the 
problems of seeing an adequate number 
of interesting people each day, week, 
and month are not getting any easier 
of solution. 

“Here again a primary responsibility 
of management. Either you will help 
your associate solve the riddle of self- 
management, and achieve personal effi- 
ciency, or you will have failed your 
associate in an area where he and you 
must both reach maximum effectiveness. 

“T hope you will agree that these 
three problems must be solved, to the 





THE LEE NASHEM AGENCY 


“The Major League Agency” 


Interested in Top Grade 
“AGENCY SUPERVISOR" 
experienced if possible, otherwise will 
train right man. 
Must have successful personal production 
record of quality business in executive 
class. 
Two of our recent Agency Supervisors are 
now General Agents. 
We are anxious to help men progress and 
will help you if you have the ability. 
Good Income — Confidential 
Call: Lee Nashem — OXford 7-2950 
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highest degree possible, because each 
problem which is not licked by the agent 
has a powerful effect upon him, even if 
he.is superior in the other two. 


Agent Attitude 


“The fourth factor is one of less tan- 
gible nature. This is the area of agent 
attitude toward the three factors I have 
just discussed, toward the life insurance 
business as a career, toward the Institu- 
tion of life insurance, toward his com- 
pany, toward your agency and his col- 
leagues, toward you, and toward the 
segment of the public which it is to 
be his responsibility to serve. Thus we 
make the full swing and come back now 
to you. May I remind you that every 
agency and every agent is but the 
lengthened shadow of the agency man- 
ager. Similarly, the strength of each of 
your fine companies lies only in the 
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composite strength of its field manage- 
ment and agent representatives and in 
the quality of their policyholders and 
clients themselves, ; 

“If you have positive conviction of your 
own abilities in the three factors first 
mentioned and if your attitude toward 
your job, your associates, your agency, 
your community and your company Is as 
fine and wholesome as it should be, then 
that spirit and that attitude will pervade 
your agency and you will find yourself 
possessed of transferrable techniques 
and negotiable talents to the end that 
your associates will catch your spirit, 
your conviction, your confidence, and 
therefore will respond with all they have 
to all of the leadership that you have. 





Hear Woman Attorney 

Dallas—The luncheon-meeting spon- 
sored by the Committee of Women 
Underwriters had as speaker a woman 
attorney of Houston, Billye N. Russell, 
president of the Pilot Club International. 

“With only 8 to 10 per cent of the 
population of the world,” said Miss 
Russell, “we own four-fifths of all auto- 
mobiles, half of all the telephones, half 
of all the world’s artificial silk, and about 
98 percent of all the mechanical washing 
machines and other household appliances. 

“We have thousands of acres of agri 
cultural land, as rich as God ever gave 
his children anywhere, iron ore in abun- 
dance, and coal and oil in unlimited quan- 
tities. In the comparatively short perio 
of 150 years, our country has_ acquire 
substantially all of the material bless- 
ings that go to make life liveable, pleas- 
ant and happy. With the exception of 
a few short periods, due to social and 
economic upheavals caused by our owt 
unwisdom, America has given us 4 
chance for a standard of living unknown 
to kings and queens of former days.” 
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1950 1952 


1946 
This ‘growth chart is based on the actual production 
of one of the nation’s leading life underwriters — a Chartered Life 
Underwriter representing The Union Central. What has CLU meant 
to him? Just look at a few figures. 
At the conclusion of 1946, his first year, his production was $167,419. 
In 1950, the year he entered the CLU program, his production 
jumped to $611,626. He was awarded his professional designation in 
1952, and by the end of 1955 his annual sales were in excess of 
$1,000,000. Last year, he earned his second consecutive qualification 
for the celebrated Million Dollar Round Table with an impressive 
production of $2,350,085. 
ency, Whether or not this young and talented Union Central underwriter 
y is as would have progressed as rapidly and as far as he has without the 
, then knowledge and confidence he acquired through the American College 
eo is, of course, a matter of speculation. The ownership of a CLU key 
to cannot point to absolute success any more than the lack of one can 
| that point to failure. 
itt 
_ But this fact remains — the Chartered Life Underwriter is 
’ have better informed and better equipped to expand his fields of 
nave, opportunity. Moreover, surveys have proved that almost all 
CLU’s make life insurance a_ successful and satisfying 
y lifetime career. 
spon It’s something to think about. 
omen 
seel 
ional. THE UNION CENTRAL LIFE INSURANCE COMPANY 
h a. whe : 
‘tis Cincinnati 


Security for the American Family since 1867 
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James F. Oates, Jr. Sees Need For 
Vast Amount Of Capital Formation 


Dallas — The United States and the 
Western World generally will be con- 
fronted in the future with the need for 
vast amounts for capital formation, in 
the opinion of James F. Oates, Jr., presi- 
dent of Equitable Society, who addressed 
the convention here. 

“These demands for increasing sums 
of capital, I am convinced, are going to 
be enormous beyond the bounds of our 
imagination,” said Mr. Oates. “In addi- 
tion to the vast sums which apparently 
must be provided for armaments, the 
peoples of this continent will be required 
to provide increasing amounts of foreign 
aid, and otherwise to stimulate foreign 
investment. 

“The living standards of hundreds of 
millions of people across the face of 
the world are disastrously low. Nehru’s 
so-called ambitious five-year plan for 
India is designed to raise the average 
per capita income of his people from 
$45 to $50 a year. The people of India, 
Africa, Asia and South America are 
beginning, because of our communica- 


tions with them, to know more and 
more about the living standards of 
western Europe and North America. 
We are going to have to earn their 


respect and support by our example and 
our provision of funds, by our stimulus 
to their own development and by our 
help as they exploit their own natural 
resources—if the way of freedom 1s 
going to prevail. 

“In addition, our domestic demands 
for capital funds are going to be in- 
creased substantially. In the not too 
distant future, we shall experience a 
‘population explosion’—the result of the 
‘baby boom’ a few years back. In terms 
of married couples, census estimates 
show that the ‘annual increase of cou- 
ples averaged only 291,000 during the 
period 1950 to 1955 but will range be- 
tween 722,000 and 857,000 by the early 
1970’s. The first large increase should 
take place between 1965 to 1970.’ 

“As a result, the demand for addi- 
tional housing will be upped sharply; 
more and more appliances and automo- 
biles will be required; the additional 
education facilities alone required by 
the peoples of the U. S. will be more 
than the monies put into educational 
physical facilities in the last 75 years. 

“Furthermore, many of our needs for 
public service facilities such as high- 
ways, sewers, etc., cannot be met by 
simply enlarging or extending the sys- 
tems we now have. We will require 
whole new and supplementary systems. 

“The increase in physical plant capac- 
ity necessary to meet all of this forth- 
coming demand will be tremendous. The 
increase will be tremendous even if our 
desires are only to keep pace on a per 
capita basis. But that should not and 
will not satisfy us. Instead it is generally 
expected that we will experience a con- 
tinuing rise in our per capita living 
standards. 


Changing Technology 


“Added to this will be the impact of 
changing technology, the sharp rise in 
research and development expenditures, 
and the rush of obsolescence. Take the 
airplane business alone. Pretty soon you 
fellows will not travel long distances in 
a DC-7; except for short flights you 
will want to be in a jet. The jet will 
go faster and get you there sooner and 
so, as a result, the market for DC-6’s 
and DC-7’s is practically non-existent in 
the United States. ‘ 

“Technological developments, through 
new sources of power, new products, new 


productive processes, and new methods 
of transportation will add to the demand 
for investment capital. New technical 
developments frequently make necessary 
the scrapping and complete replacement 
of entire plants. Predictions are that 
atomic plants will account for 21 to 38% 
of total power generation in 1980 and 
that three-fourths of all new power 
plant capacity built between 1975 and 
1980 will be nuclear. A prediction closer 
to the present is the expectation that 
12% of 1961 sales of domestic manufac- 
turing companies will be in new prod- 
ucts not made in 1957 and that industry’s 
spending to modernize plant and equip- 
ment will rise from 48% of total invest- 
ment in new facilities in 1957 to about 
two-thirds in 1961. 

“In fact we are in an age where al- 
most every day a new machine is in- 
vented. There has been an extraordinary 
development, as you all know, in the 
field of electronic data processing equip- 
ment. Already our IBM 705 machine is 
approaching obsolescence. 

“Then, of course, there are all the 
peripheral things that come with changes 
and newness—the increased expenses of 
maintenance, the increased leisure time, 
the higher requirements for recreation— 
even more golf balls will be lost. 

“T personally believe, in addition, that 
a vast expansion of world trade is in- 
evitable and that, if the productive ca- 
pacity of America is going to be made 
available for shipment around the world 
in exchange for the goods of the world 
to come back, then we are going to need 
staggering amounts of investment funds 
and we are going to have to build much, 
much more plants than we possess today. 
To satisfy the sum total of all these 
demands is going to take capital, lots 
of capital—more capital than we can 
dream of. 

“Tf there were no function to be served 
by life insurance other than the ac- 
cumulation of capital, it would be vir- 
tually essential for our industry to grow. 
The life insurance industry will and 
must play its part in assembling capital 
funds and in promoting thrift to meet 
these gigantic needs. Capital formation, 
through life insurance, will take place 
to the fullest degree only as we sell 
permanent ordinary life, with the sav- 
ings involved therein. 

“Now then the danger, of course, in- 
cident to this great need for additional 
capital is the inflationary effect which 
will follow its formation — if brought 
about simply through the creation of 
money by government fiat or through 
the creation of credit by borrowing 
from the commercial banking system. 
Massive spending by government cou- 
pled with the endless heart-breaking 
ratchet of higher wages and_ higher 
prices can have serious consequences.” 





Davidson MDRT Moderator 

Dallas—William D. Davidson, Equi- 
table Society, Chicago, chairman of MD- 
kT, was moderator for the MDRT Hour 
on the convention program Thursday 
morning. He reported that MDRT now 
las 2,987 members ~20 of whom are 
women, 





Special Meeting of LIC 


Life Insurers Conference will hold a 
special] meeting September 23 at Henry 
Grady Hotel, Atlanta, to consider the 
various proposals for federal income tax- 
ation of life insurance companies, it is 
announced by Richard B. Evans, presi- 
dent of the Conference. Mr. Evans is 
also president of Colonial Life of New 
Jersey. 


Amelia Reichert On Agent’s Function 


Dallas—Summing up the discussions 
on the Women’s Sellarama 
Amelia E. Reichert, agency secretary of 
New York Life, said there can be no 
terminal point for growth and develop- 
ment. Growth must be continuous and 
persistent and one of the fixed prices 
of growth is work. 

“Generally, the same methods which 
lead to the small or medium-sized buyer 
can be used to reach the larger buyer,” 
said Mrs. Reichert. “But, unless we 
deliberately raise our sights, we do a 
disservice to the public we serve and 
the great business we represent; we deal 
short measure not only to ourselves, 
but to our policyowners and prospects. 

“Each day you bring more to your 
prospects and policyholders because of 
your ever-growing experience and knowl- 
edge. But we do not serve people by 
giving good advice. We serve them only 
when we persuade them to ACT upon 
good advice. 

“But perhaps our responsibility is 
greatest in how we persuade them to 
act, We do not solve a prospect’s life 
insurance problems if we sell a ‘five’ or 
a ‘ten’ when it is clear that he needs 
a ‘twenty-five’ or a ‘fifty.’ 

“Experience helps acquire the confi- 
dence to talk in terms of $25,000, $50,000, 
$100,000, or even more, with all the 
casualness that we feel when we are 
talking about a $2,000, $5,000, or $10,000 
policy. 

“Your task is the rendering of a serv- 


session, 


Large Number Cases John Utz’s Secret 


Dallas—A young life insurance agent 
disclosed how he writes more than $1 
million of protection a year, yet his time 
for playing on his community’s softball 
and basketball teams, serving as presi- 
dent of his church trustees, coaching a 
boys’ basketball team, playing golf, boat- 
ing, and being vice president of a youth 
foundation. John Utz, 28, who represents 
Kansas City Life at Valencia, Pa., said 
his secret is that he calls on three pros- 
pects a day but spends three hours 
selecting them. 

“Three hours every day just to pick 
out three names gives me lots of time for 
screening, weeding, and studying why 
and how life insurance will be good for 
them,” he said. “They do not know I’m 
coming, but they are thot prospects as 
far as I’m concerned for I have definite 
reasons for them to buy, knowing about 
the new baby, or new job, or new home, 
or the need for savings.” 

Mr. Utz said he entered the life in- 
surance business in 1950 at the age of 
20 and qualified for the Million Dollar 
Round Table in 1954. “Each year since 
1954 I have continued to write more than 
200 cases a year,” he continued. “In 1958 
I've already topped my 200. I have a 
little over 1,400 clients, which makes the 
outlook for repeat business promising, 
but nevertheless I make it a point to 
write 100 entirely new cases each year, 
these being unrelated in any way to old 
clients or leads. 

“I was not very long in the business 
when folks told me that it was tre- 
mendously important to write a large 
number of cases. This was excellent ad- 
vice and has been the crux of my busi- 
ness. 

“In 1950, my first year, I wrote 133 
cases for a little over $330,000. My num- 
ber of cases rose each year until 1954, 
my first year in qualifying for the Mil- 
lion Dollar Round Table, when I wrote 
262 lives. Writing apps to me is like 
peeling potatoes—if you take them as 
they come you get little ones and big 
ones too, But if you walk over the pile 





AMELIA E. REICHERT 


icc that society needs—and winch only 
you can render. It is not a purely com- 
mercial activity. Your dedication to serve 
your prospects and policyholders must 
be soul deep. This feeling and purpose 
cannot be simulated. No amount of 
cleverness can substitute for unselfish 
and dependable service.” 


looking for just big ones, you are on 
wobbly ground and may slip and fall 
“Each year since 1954 I have con- 
tinued to write over 200 lives a year and 
my volume and premium have continued 








to grow. My total breakdown for 1957 
was one $100,000 case, 29 cases of $10,000 
or more for a total of $522,000, 64 cases 
less than $10,000 (excluding $5,000's and 
$1,000’s) for a total of $266,000, 73 $5,00 
cases for a total of $365,000, and 68 $1,000) 
cases for $68,000. Total number of lives, 
235; total volume of $1,321,000. 

“On new business I never use _ the 
phone to make an appointment. Because 
of this you may think I do a lot of 
unnecessary leg work and never have 
time for fun, but I do, I work three 
nights a week, so the evenings I work 
I take the mornings off to golf or go 
boating, attend to my duties as president 
of the Bakerstown Presbyterian Church 
board of trustees, or just anything that 
appeals to me. I have plenty of fun— 
and rewards.” 





New Study of Life Stocks 


The advantages that accrue to put 
chasers of life insurance stocks are cited 
in a “statist-a-graph” on securities 6 
various life insurance companies, as pre- 
pared by the investment firm of Dewey, 
King and Johnson, specialists in such 
equities. Copies of the study are avail: 
able upon request. , 

“The combination of a high ratio 
earnings assets to stockholders capital 
plus compounding of reinvested earnings, 
plus favorable tax status, makes life 1 
surance stocks the most desirable of a! 
growth stocks,” says Josef Morsoti 
author of the study. 

The “statist-a-graph” highlights the 
market performances of four typical lilt 
insurance stocks, and also points up the 
outstanding record of capital gains & 
perience by long term investors in stocks 
of ten life insurance companies. 
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New CLU Management 
Classes in 11 Cities 

REQUESTS FROM OTHER CITIES 

Instructors, Selected Locally, Will Con- 


duct Classes Under Guidance 
Of American College 








Classes have been assured in at least 
11 cities to begin preparatory studies 
this fall under the revised management 
educational program of the American 
College of Life Underwriters. 

Instructors have been selected locally 
and will conduct classes under the 
guidance of the American College, ac- 
cording to Dr. Thomas J. Luck, director 
of management education. Managers and 
general agents and others interested in 
life insurance management problems will 
meet during 30 weeks of the school year 
to prepare for examinations in June 
1959. 

The modernized management 
tion program of the American College, 
announced last April by Edmund L. 
Zalinski, CLU, executive vice president of 
Life Insurance Co. of North America 
who is chairman of the management 
education committee of the College, con- 
sists of five parts of which three are 
interchangeable with the CLU program. 
Successful completion of the five exam- 
inations will lead to the granting of 
the diploma in Agency Management. 

Following are the cities in which man- 
agement classes will be conducted this 
fall, together with the instructors: 
Atlanta, Dr. Kenneth Black, CLU, Geor- 
gia State College; Chicago, Turner 
Munsell, CLU, regional vice president, 
New York Life; Dr. Masterson, DePaul 
University; and Dr. Kasman, DePaul 
University; Dallas, Charles Gaines, CLU, 
director, Institute of Insurance Market- 
ing, Southern Methodist University; De- 
troit, Professor Harold Lyon, Wayne 
State University; Houston, Sam R. Hay, 
CLU, vice president, Great Southern 
Life; Indianapolis, Professor William J. 
Thompson, School of Business, Marian 
University; Los Angeles, Dr. Will Hind- 
man, University of Southern California; 
Newark, Dr. Armand Stalnaker, CLU, 
executive manager, Prudential Insurance 
Co., Ordinary agencies dept., and Benja- 
min S. Bucca, CLU, associate manager, 
Prudential Agency; New York, Dr. 
Robert Finkle, Psychologist, Metropoli- 
tan Life, and Bernie Samons, CLU, 
Samons-Press Agency; Philadelphia, J. 
T. Flanagan, CLU, general agent Fidelity 
Mutual Life, Rex Anderson, vice presi- 
dent of marketing for Life Insurance 


of North America, and Wallis Boileau, 
Jr., second vice president of Penn Mu- 


educa- 


tual Life; and Pittsburgh, Professor 
James A. Wilson, University of Pitts- 
burgh. 

Classes have been requested by a 


number of other cities, and some of them 
may be organized in time for fall enroll- 
ments. The original plan of the manage- 
ment education committee of the College 
was that not more than approximately 
ten cities would conduct classes during 
the first year of the new program. 

Parts of the new program that are 
peculiarly management are: Part M-3, 
susiness Psychology, Human Relations 
and Management Principles; and Part 
M-5, Sales and Financial Management. 
Parts I, II, and IV of the CLU program 
are equivalent to the corresponding parts 
of the Management Education program. 

For this reason, an individual who has 
already attained his CLU designation 
will be given credit for three of the 
five management examinations. 

The American College’s reconstructed 


management education program is based 
on several years of work capped by an 
intensive two-year industry-wide study 
of the agency manager’s job. The pro- 
gram, to quote Dean Herbert C. Graeb- 
ner, CLU, of the American College, “is 
founded on the premise that today’s 
manager or general agent is operating a 
complex business in a rapidly changing 
business climate.” 

Eligibility requirements for the man- 
agement program are similar to those 
for CLU. An applicant must be at least 
21 years of age, of good moral character, 
and he must have completed a_ high 
school education or its equivalent. 


Buckley General Agent in 
Nashville of Pan-American 


Appointment of Paul E. Buckley as 
general agent in Nashville for Pan- 
American Life of New Orleans has been 
announced by Kenneth D. Hamer, vice 
president and agency director. 

Mr. Buckley, a native of Springfield, 
Mo., entered the life insurance business 
in 1950 following a career in banking, 
accounting and sales. In 1950 he joined 
Phoenix Mutual as an agent and re- 


mained with that company until Septem- 
ber, 1954, at which time he joined Ten- 
nessee Life. At the-time he joined 
Pan-American Life, he was Nashville 
agency manager for Tennessee Life. 

Mr. Buckley is a graduate of the Life 
Insurance Institute of Southern Meth- 
odist University and the Life Under- 
writers Training Courses. Making his 
home in Nashville he is active in church 
work, serving as president of the Adult 
Bible Class of his Lutheran Church 
and serves on Christian Board of Educa- 
tion. He is also active in the Voters 
Assembly. 
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For many years, Continental 
American's high average 
policy size—both in new 
insurance written and 
insurance in force—has 
ranked this company 
consistently among the top 
five life insurance companies 
in the nation. This 

notable distinction is due in 
part to Continental American’s 
specialization in preferred 
class insurance, with 

resulting savings to purchasers 
of life insurance in larger 
amounts. It is also due to 

the generally superior 

quality of our product, and to 
the quality of our representation. 
These factors have produced 
facts. They appear in the 
chart below. They 

furnish convincing proof of 
our growth, stability, and the 
soundness of philosophy 

on which Continental 
American operates. 


Impressive Record of Continental American Progress 





CONTINENTAL AMERICAN LIFE 


INSURANCE COMPANY 


Wilmington, Delaware 
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Legal, Combination Section Programs - 


For ALC Annual Meeting 


tion, who is well-known throughout the 


Dudley Porter, Jr., chairman of the 
legal section, and Rufus E. Fort, Jr., 
chairman of ‘the combination companies 
section, have announced the programs to 
be given at their separate section meet- 
ings to be held during the 53rd annual 
meeting of the American Life Conven- 
tion at the Edgewater Beach Hotel, Oc- 
tober 6-10. The legal section, in accord- 
ance with tradition, will open the week- 
long gathering, on Monday afternoon 
at 1:30 o’clock in the east lounge. The 
section will also meet all day Tuesday. 

The combination companies section will 
hold its annual luncheon meeting on 
Wednesday, October 8. Both sections 
will elect officers for the coming year. 


Legal Section 


Chairman Porter, who is vice president 
and general counsel for Provident Life 
and Accident, has prepared the program 
for the two-day meeting of the legal 
experts of the life insurance business. 
He will open the first session on Mon- 
day afternoon with the chairman’s re- 
marks. Chairman Porter will then intro- 
troduce the first speaker, Arthur C. 
Rooney, senior vice president and gen- 
eral counsel, North American Life of 
Chicago, whose topic is “Considerations 
in the Defense of Life Insurance Cases.” 
The next paper will be “Insurable Inter- 
est and Tort Actions” by John W. 
Gilion, general counsel, Liberty National 
Life. The final paper of the morning 
session will be “Restrictions Affecting 
Insurance Company Pay Practices” by 
D. P. Cavanaugh, assistant general coun- 
sel, Aetna Life. At the conclusion of 
this session the nominating committee 
and the memorial resolutions committee 
will be appointed. 

The Tuesday morning session will be 
opened by Chairman Porter at 9:30. 
The first speaker will be C. Clark Bryan, 
assistant general counsel, American Life 


Convention, with his “Review of Life 
Insurance Litigation—1957-58.” He will 
be followed by Dwight Brooke, vice 
president and general counsel, and 


Harold Allen, second vice president and 
actuary, of Bankers Life Company, pre- 
senting a paper on “Functions of and 
Coordination Between Actuarial and 
Law Departments.” The last paper of 
the morning session will be “Eminent 
Domain and Life Company Investments” 
given by Churchill Rodgers, general 
counsel, Metropolitan Life. 

The annual luncheon for members of 
the legal section and their guests will 
be held at 12:15 o’clock in the south 
terrace. This year the speaker will be 
Robert Dechert, general counsel, De- 
partment of Defense, Washington, D. C., 
who is on leave as general counsel of 
Penn Mutual Life. His subject is “Ex- 
periences as a General Counsel of the 
Department of Defense.” 

The Legal Section will re-assemble at 
2:00 o’clock in the afternoon for the 
annual “Review of Life Insurance Legis- 
lation” to be given by Ralph H. Kastner, 
general counsel of the American Life 
Convention. Following Mr. Kastner’s 
presentation there will be an “Open 
Forum on Current Problems,” which will 
allow members to bring up problems 
from the floor for discussion by the 
whole group. 

The business session, at which new 
officers will be elected, will conclude the 
legal section meeting. 


Combination Companies 


Rufus E, Fort, Jr., chairman of the 
combination companies section, who is 
vice president of National Life and Ac- 
cident, has indicated that the section will 
continue its practice of limiting annual 
meeting activities to a luncheon meeting, 
which will be held on Wednesday, Octc 
ber 8. 

The speaker for the occasion will be 
Frank B, Maher, vice president of John 
Hancock. Mr. Maher is a former chair- 
man of the combination companies sec- 


industry. He is currently serving as 
president of the LIAMA. Mr. Maher 
began his life insurance career as a 
clerk with the John Hancock in 1923. 
He started his field career three years 
later, serving in many capacities, finally 


becoming regional supervisor in the 
greater New York territory. 
Mr. Maher went to the home office 


in 1941 as superintendent of agents, was 
elected second vice president in 1951 
and vice president in 1953. He has been 
a member of NALU for more than 25 
years, has served as president of LUTC 
and as trustee of American College of 
Life Underwriters. 

Following the luncheon, there will be 
a short business meeting, at which new 
officers will be elected. 

The programs of the agency section 
and the financial section as well as that 
of the general sessions will be an- 
nounced soon. 





Mass. Mutual Opens New 
District Group Office 


Massachusetts Mutual Life 
nounced the opening of a new district 
Group office in Cincinnati, with Douglas 
V. Simpson, district Group representa- 
tive, in charge of sales and service. The 
new Office will handle Group insurance 
operations in the district formerly 
serviced by the company’s Colum'us 
office, including Cincinnati, Columbus, 
Dayton, Indianapolis and Louisville. 

Mr. Simpson entered the insurance 
field in 1948 and had extensive sales 
management experience in both Ordinary 
and Group insurance prior to joining 
Massachusetts Mutual in 1955. He was 
district Group representative in Colum- 
bus at the time of his appointment to 
the Cincinnati post. He is a Marine 
Corps veteran and attended Colgate 
University, where he was president of 
Kappa Delta Pi fraternity. 


has an- 


and 





offices. A fine future 


93 Nassau Street 


GROUP UNDERWRITER 


Leading, progressive life insurance company with modern Home 
Office in New England offers an outstanding opportunity to an 
experienced underwriter with a background in Group Term and 
Casualty. Should have ability to assume immediate staff supervision 
of a unit handling all igang and new business for several field 

or the right man. Replies held confidential. 


BOX 2644 
THE EASTERN UNDERWRITER 


New York 38, N. Y. 











Fourth Annual Rose Show 
At Colonial Home Office 


The fourth annual rose show sponsored 
by North Jersey Rose Society, an affili- 
ate of American Rose Society, will be 
held at Colonial Life ‘home office build- 


ing, East Orange, N. J., September 27. 
The theme of this year’s show is 
“Pageant of the Rose.’ The _ exhibit 


will be open from 1:30 p.m. to 9:00 p.m. 
No admission charge will be made and 
the public is invited. Over 2,000 persons 
attended last year’s exhibit at the Col- 
onial building, 

The North Jersey Rose Society is com- 
posed of approximately 200 amateur and 
professional rose growers in North Jer- 
sey. A record number of entries are 
expected. There will be 71 horticultural 
rose classes and 17 arrangement classes. 
A special class will be open for compe- 
tition among Colonial Life employes. 
There will also be a special class for 
junior exhibitors. 

The North Jersey Rose Society Per- 
petual Trophy, the sweepstakes award, 
will be presented to the exhibitor scor- 
ing the greatest number of points in 
specimen rose classes. For “Queen of 
the Show,” the most outstanding in- 
dividual bloom in the rose show, the 
American Rose Society will award a Gold 


Certificate and the John M. Signaigo 
Perpetual Trophy. Also, another award 
—the Martin R. Jacobus’ Perpetual 


Trophy—will be given for the best rose 
of American origin. 

“King of the Show,” the second best 
rose in the show, will win for its 
owner the American Rose Society Silver 
Cerftificate. The American Rose So- 





ance profitably. 





Overhead up... 
profits down? 


If so, your Life Department can help you 
get them both going in the right direction. 


How? By increasing your Life, A& H, and Group busi- 
ness, without adding to your overhead expense. Your 
Life Department is ready to give you, the general insur- 
ance man, all the advice, specialized service, sales and 
promotion assistance you will need to sell Life Insur- 


For all the details, just call our nearest office or write 
Connecticut General Life Insurance Company, Hartford. 


CONNECTICUT GENERAL 


GS Life * Accident * Health * Group 

















FREE Desk Space Available 
FOR FIVE BROKERS 


in Beautiful Air-Conditioned Life 
Agency in exchange for nominal 
amount of Life Production. 


I. ARTHUR YANOFF 
202 W. 40th St., N. Y. C. 18 
LAckawanna 4-4469 








ciety Bronze Certificate will be awarded 
to the third best rose in the show. 
Special awards will be given for best 
arrangement in the show, for commercial 
florists’ best arrangements, for best ar- 


rangement in men only class and for 
other classes. 
Richard D. Nelson, executive vice 


president of Colonial Life represents the 
Colonial Life in handling arrangements 
with the show committee. Louis C. 
Gross, Paterson, N. J., is honorary chair- 
man of the rose show committee and 
Mrs, John Signaigo, Park Ridge, N. J. 
is chairman of the rose show committee. 


General American Change 


In Juvenile Policies 

General American Life announced that 
all juvenile policies issued at age 0 will 
henceforth provide a full death bene- 
fit from the date of issue of the policy. 
Previously, the death benefit on juveniles 
of insurance age 0 was one-fourth the 
face amount of the policy during the 
first policy year. The broadening of 
benefits is being accomplished without 
any premiums, dividends, or 
non-forfeiture values. 

Along with the more liberal death 
benefit on juvenile policies, several new 
underwriting rules have been effected: 
A child must be at least 24 hours old 


before an application can be written; 
agents cannot collect cash with the ap- 
plication on children less than 15 days 
old; the company cannot accept applica- 
tions on children born prematurely or 
below normal birth weight; and_ the 
exact weight of a child to be insured 
must be obtained if the child is less 
than three months old. 


change in 





North American Increase 

North American Life of Chicago an- 
nounced that new life insurance sales 
during August exceeded the total volume 
produced for the same month a yeaf 
ago by over 11%. This increase estab- 
lished a new peak August business 
record in the 5l-year history of the 
company. 

To a great extent, the new production 
record resulted from a special sales drive 
honoring North American’s chairman of 
the board, Paul McNamara. This wun- 
usually successful sales contest ended 
August 31, and marked Mr, McNamara’s 
42nd year ‘with the company. 
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Institute Ad Program 
To Reach 50 Million 


——_—_ 


THEME STRESSES FAMILY LIFE 





In addition To Using 570 Newspapers 
New Campaign Includes National 
Magazines; Starts In October 








A better informed public on the role 
of life insurance in family life is the 
primary objective of the sixteenth annual 
cooperative advertising program of the 
Institute of Life Insurance, according to 
Holger J. Johnson, president. The cam- 
paign will appear in 570 newspapers 
beginning in October. 

In addition, the Institute will for the 
frst time in its history use national 
magazine advertising on a_ sustained 
basis to supplement its other informa- 
tional activities in furthering public 
knowledge on the operation of the life 
insurance business for the public good. 

“The Institute also stands ready to 
adapt its advertising program whenever 
necessary to alerting the nation to the 
continuing dangers of inflation,” said 
Mr. Johnson. “The life insurance busi- 
ness has provided leadership in_ this 
fight ever since the founding of the 
Institute, and there is a continuing deter- 
mination in the business to do every- 
thing in its power to help prevent further 
inflation from sapping the purchasing 
power and savings of the American 
people.” 

Will Reach 50 Million Circulation 


The campaign on the role of life in- 
surance in family life will appear in the 
largest number of newspapers ever used 
by the Institute. The list includes 570 
newspapers with a circulation of over 
0 million. Every state including Alaska, 
as well as Hawaii, will be represented 
on this extensive list, with a maximum 
of 15 insertions scheduled between 
October and next May. 

The newspaper advertisements feature 
dominant illustrations of family scenes, 
while the text hails the owners of life 
insurance as “good providers” and sug- 
gests that they take the initiative in 
determining whether their families aré 
adequately protected. 

The Institute’s magazine campaign is 
designed to provide the readers of three 
national magazines of news and opinion 
with a number of basic facts about the 
oneration of the life insurance business. 
Among the topics to be covered will be 
the investment practices of the business, 
its diversification and size, the comneti- 
tive aspects of the business both within 
itself and in relation to other institu- 
tions of savings, and the ownership of 
life insurance in relation to income, place 
of residence, occupation and age. 





§ ing vrotps in 


These messages, presented in editorial 

stvle. will appear in Time. Newsweek 
and U.S. News & World Report thirteen 
times hetween October and May. The 
comhined circulation of these three pub- 
lications is over 4 million, and includes 
the nucleus of important opinion-form- 
the country. While the 
used these publications 
intermittently in) previous years for 
statements of policv, this is the first 
time the magazines are scheduled to 
receive a continuing campaign. 
_ The cooperative advertising program 
in the newspaners and magazines will. 
as usual, he supplemented by a variety 
of promotional materials, including re- 
Drints of the advertisements, posters, 
and premium stuffers. 


Thstitute has 





Conn. Savings Banks Hold 


Life Sales Conference 


Seventy-five representatives of 30 Con- 
necticut mutual savings banks attended 
the annual Savings Bank life insurance 
sales conference last weekend at Old 
Savbrook. The conference was spon- 
sored hy the Association of Life Insur- 
ance’ Department Managers of Con- 
necticut. 


Monarch Life to Move to 
Springfield F. & M. Bldg. 


Monarch Life, Springfield, Mass., has 
completed plans for moving from its 
present home office at 365 State Street 
to the home of its new affiliate, Spring- 
field Fire & Marine, at 1250 State Street. 


Involved in the move, scheduled to begin 
September 26 and end October 1, are 
some 500 home office employes. 


Up for sale as a.result of this shift 
are: Monarch’s modern home office 
building, a three-story limestone and 
brick structure which faces a portion 
of the historic Springfield Armory 
grounds and contains close to 54,000 
square feet of floor space; also a 
spacious training school building, con- 
taining a library, classrooms and second- 
floor dormitory; a separate storage 
building with over 4,000 square feet of 
floor area; and adequate parking facili- 
ties. 


All of Monarch’s home office property 
is located near the center of Spring- 
field’s main business district, while State 
Street is the main east-west artery for 
traffic going to and from Boston via 
— 20 and the Massachusetts Turn- 
pike. 

Situated at the upper end of State 
Street, the home office of Springfield 
Fire & Marine has ample space and 
facilities to meet the needs of approx- 
imately 1,000 home office employes of 
the Springfield-Monarch Companies. 





In your case...is waiting... 


PROCRASTINATING ? 


Ever find yourself waiting for the right prospect to fit the coverage you can offer? 
Ever miss a really good sales prospect because you couldn’t offer the coverage he wanted ? 


Security Mutual agents miss very few sales opportunities because they can offer complete 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 


Progressive training programs equip them to make best use of this complete coverage 
... help them do a bigger, better job; and their work is made 





security mutu 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 





agents is the measure of 


our achievement as a company. 


We figure that’s worth your 
looking into. Contact 
your nearest Security 
Mutual General Agent 
for the facts 
... today! 
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easier by dynamic sales aids that really help them sell! 
You see, at Security Mutual we believe the success of our 
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| life insurance company 
Security out (Uuluol 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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Dr. Paul Robinson Joins 
Metropolitan Life 


IN NEWLY CREATED H. O. POST 





Appointed by President Ecker as Medi- 
cal Relations Coordinator; Retired 
Major General, Army Medical Corps 





Dr. Paul I. Robinson, Major General, 
U. S. Army Medical Corps, retired, has 
been appointed by the Metropolitan Life 
as coordinator of medical relations, a 
newly created home office post, it is an- 


nounced by President Frederic W. Ecker. 
Dr. Robinson will coordinate health and 





DR. PAUL I. ROBINSON 


medical activities and promote closer 
association between the Metropolitan 
Life and those in the medical field. 

In naming Dr. Robinson, Mr. Ecker 
said, “The phenomenal demand in recent 
years for accident and sickness coverage 
of various kinds makes it more impor- 
tant than ever for the insurance industry 
and the medical and hospital professions 
to better understand and more closely 
cooperate with each other.” 

One of the nation’s most distinguished 
medical administrators, Dr. Robinson 
has been most recently the organizer 
and administrator of the Office for De- 
pendent’s Medical Care (Medicare) in 
the Office of the Surgeon General of 
the U. S. Army. He was appointed to 
this post by the Secretary of Defense 
in December, 1956. 

Among his other important assign- 
ments has been the command of three 
of the Army’s largest hospitals—Fitz- 
simons in Denver, Colo.; Madigan in 
Tacoma, Wash., and Letterman in San 
Francisco. 


His World War II Career 


During~ World War II, he served in 
the European Theater studying the prob- 
lems of redeployment of medical per- 
sonnel and material. In 1945 he was 
deputy chief surgeon with U. S. Army 
forces in the Far East. He began his 
third tour of duty in 1947 in the Surgeon 
General’s Office as chief of the personnel 
division. He was surgeon of the U. S. 
Eighth Army in Korea in 1954-55. 

General Robinson has been awarded 
the Legion of Merit with Oak Leaf 
Cluster, the Philippine Medal of Merit, 
the Republic of Korea Order of Military 
Merit Taiguk, and numerous defense, 
liberation and other ribbons. 

Married and the father of two daugh- 
ters, Dr. Robinson is a native of Wal- 
tonville, Ill, and a graduate of Wash- 
ington University School of Medicine 
in St, Louis. He is a Fellow of the 
American College of Physicians and of 
the American Public Health Association. 
Ife has also been recently elected to 
honorary fellowship in the American 
College of Hospital Administrators. 


Gen’! American Announces 


Annual PAC Commissions 

General American Life has announced 
that, as of September 2, agents will be 
paid or credited the full first year com- 
mission on new policies on its pre- 
authorized check plan. The commission, 
based on an annual premium, will be paid 
as soon as the first PAC check is cleared. 

“Less than 1% of all PAC checks 
drawn by the company since last Janu- 
ary 1 have not been honored,” said 
Frank Vesser, agency division vice pres- 
ident. “This excellent experience is what 
makes it possible for the company to 
advance full annual first year commis- 
sions, when only 2 out of the first 12 
month’s premiums have been received— 
the first month’s collected in cash with 
the application, and the second when the 
first PAC check clears. 

“Of course, if the case should lapse 
before the end of the first year,” con- 
tinued Mr. Vesser, “the unearned com- 
mission will have to be charged back. 
But, if past experience is a_ reliable 
guide—and we believe it is—such charge- 
backs should happen very seldom.” 


Previously, on PAC, as on other pol- 
icics, agents received commissions when 
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YES, We Have 
[1.] FAMILY PLAN 
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MORGAN O. DOOLITTLE, 


Presideat 





A FAMILY INCOME RIDER TO 65 ? 
($20.00 per Thousand ) 


THE EXECUTIVE POLICY 
($15,000 Minimum—First year cash value) 
GUARANTEED RENEWABLE 
(Health & Accident—Hospitalization) 
We Welcome Your Inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


An All New== 


DOUGLAS S. FELT 








Agency Vice Pres. 
= 





the policyowner paid the premium— 
monthly, quarterly, semi-annually or an- 
nually. 

General American Life has also an- 
nounced a new sales campaign, titled 
“Policyowner Service Sales Campaign.” 
continuing to October 17. Emphasis is 
on service calls on present policyowners 
to convert business on direct monthly 
and quarterly payment plans to PAC and 
on sales of new PAC business. 





HOW FAR AHEAD 
CAN YOU SEE? 


Forward-looking agents usually get 
ahead but sometimes their view is 
limited by their competition. 


ANICO elevates you head and shoulders 


above the crowd with outstanding 
competitive plans that serve every 


prospect and with commissions that 


inspire you to greater heights. 





Check Anico’s 
Brokerage line of 
COMPETITIVE POLICIES 
UNIQUE SPECIALS 


COMPETITIVE COMMISSIONS. 
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Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 





OVER 4 BILLIONS OF INSURANCE IN FORCE 


GALVESTON, TEXAS 





E. J. Nouri, CLU, Becomes 
Associate G. A., King Agency 





















EDMOND J. NOURI 


Wheeler H. King, CLU, general agent 
of New England Life in Midtown, New 
York, announces that Edmond J. Nouri, 
CLU, is now associate general agent in 
that agency. 

At the same time Andrew F. Kin- 
bacher, CLU, who has held the title ot 
agency supervisor in the King Agency, 
also assumes the rank of associate gen- 
eral agent. 

Mr. Nouri will assist Mr. King in the 
development of the agency which has 
recently moved to larger offices at 200 
East 42nd Street. 

Mr. Nouri was formerly with the 
Schmidt Agency of the New England 
Life where he developed a_ successful 
unit in addition to his large personal 
business. He is a life and qualifying 
member of the Million Dollar Round 
Table and a member of the New England 
Life’s Hall of Fame and Leaders’ Asso- 
ciation. 





Chicago CLU School Plans 


Walter G. Wegner, president, Chicago 
CLU Chapter, announced the schedule 
of this: year’s review courses in prepara 
tion for the CLU examinations to be 
given next June. The review courses 
leading to examinations in parts 
through IV would be offered this fall. 
Registration is at De Paul University, 
College of Commerce, September 18-1’, 
the Thursday or Friday immediately 
preceding the scheduled starting date 
of the courses, between noon and 8 p.m. 
Applicants for part V register on Jant 
ary 22-23. 
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Made Office Manager of 
George B. Byrnes Agency 








DONALD L. WEDGE 


Donald L. Wedge has been appointed 
ofice manager of the George B. Byrnes 
agency of New England Mutual Life at 
0 Park Avenue, New York City. He 
will be responsible for the administration 
of that agency’s more than $200 million 
of insurance in force and will also have 
charge of all personnel and purchasing 
for the agency. 

Mr. Wedge’s background is unusually 
fitted for his new responsibilities, as he 
was previously administrative executive 
for the Security-Connecticut Life in New 
Haven, where he directed the activities 
of the actuarial, accounting, agency and 
underwriting departments. Prior to his 
association with Security - Connecticut, 
Mr. Wedge was affiliated with Colum- 
bian Mutual of Binghamton, N. Y., as 
assistant underwriter and supervisor of 
underwriting, where he gained broad 
experience in life insurance procedures. 

Mr. Wedge attended University of 
Vermont and has continued his educa- 
tional interests with activities in the 
New York City Underwriters Group, 


agent Bthe Institute of Home Office Underwrit- 





New Bers, LUTC, and the Insurance Federa- 
Nouri, Btion of New York. He is married and 
at has three children, and has always been 

active in the civic affairs of his com- 
.. munity. During World War II, Mr. 

Kin- BWedge served for 3% years as combat 

le of Bnavigator with the Army Air Force in 

ency, g'te European Theatre. 

gen- 

n the §Suffolk Branch to Hear 

my _G. B. Tracy September 18 

t The September luncheon meeting of 
the Suffolk Branch of The Life Under- 

the writers’ Association of the City of New 

gland BYork will he held September 18, at 12:00 
ssful Bnoon, in the Hotel Patchogue, Patch- 
sonal ogue, L. 1, N. Y., according to an an- 
fying Bnouncement from Suffolk Branch Presi- 
ound Bdent Lambert G. Aloisi, general agent, 
zland Postal Life, Huntington. 

ASs0- Guest speaker will be Gerard B. Tracy, 
CLU, agent, National Life of Vermont, 
who will address the Suffolk group on 

ow To Succeed In Selling.” Mr. 
ns Tracy’s address will include a discussion 
cago rs Prospecting, proper approaches and 

-dule @'"e techniques of closing. 

vara: Mill: Tracy became a member of the 

o be all ton Dollar Round Table in his first 

arses My... Year in the business and a life mem- 

“a rer in his third year. He is the public 

fall. relations | vice president of The Life 

-sity, of see wtiters Association of the City 

8-19, Bor ae York; a member of the board 

ately rh Irectors of the Former Special 

date Me atsiai the FBI, City College Alumni 
oa ma also serving on the Cardinal’s Com- 

a“ ee of the Laity and the Pan Ameri- 


can Society of the U.S., Inc. 






























Equitable Society Names 
R. L. Zellman to New Post 


Equitable Life Assurance Society has 
named Robert L. Zellman production 
manager and department administrator 
of the city mortgage department, James 
F, Oates, Jr., president, announced. 

Mr. Zellman, who joined the company 
in 1939, has been in Equitable’s city 
mortgage department throughout his 
career with the Society. Originally an 
assistant on the vice president’s staff, 


he was named assistant to the vice pres- 
ident in 1946 on his return to Equitable 
from service as a captain in the Trans- 
portation Corps of the Army. In 1947, he 
was named superintendent and in 1952 
became production manager, the position 
he held at the time of his new appoint- 
ment. 

Before joining Equitable, Mr. Zellman 
had been with the Bureau of Foreign 
and Domestic Commerce in Washington 
and previous to that he was engaged in 
investment trust work in his native 
state of Wisconsin. 


MRS. HELEN EDMISTON DIES 

Mrs. Helen Duncan Edmiston, wife of 
Henry H. Edmiston, a director and vice 
president in charge of investments for 
Kansas City Life, died recently at home 
in Kansas City after a long illness. She 
is survived by her husband and four 
sons, Henry Duncan Edmiston, Spring- 
field, Mo.; Peter, John and James Ed- 
miston, all of the home; one grand- 
daughter, Virginia Edmiston, Springfield, 
Mo., and her mother, Mrs. Mary A. Dun- 
can, Norborne, Mo. 


















































THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK NEW JERSEY 





THE MAN FROM 
MUTUAL BENEFIT LIFE 
GETS THE BEST 


Whatever his profession, today’s specialist 
depends more and more upon new and better 
tools of his trade. The life insurance agent, 
for instance, needs increasingly specialized 
training and tools to diagnose a client’s needs 
and plan his future protection. 


The Mutual Benefit Life man not only 
enjoys the unique advantage of offering 
Mutual Benefit Life’s famed True Security 
—he also works with the most comprehen- 
sive sales aids in the life insurance field. 


For example, Mutual Benefit Life provides 
him with: 

Audio-visual presentations, each thor- 

oughly sales-tested before he gets them. 


-Mercharidising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides te the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 
idea to meet the needs of many businesses 
which find usual employee benefit plans 
inadequate. 


“Modern selling aids such as these assure 


the Mutual Benefit Life man of a more 
productive, and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


UTUAL BENEFIT 


The LI FE Insurance Company 
for TRUE SECURITY 
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S. L. Zeigen on Board of 


Estate Planners Quarterly 
Samuel L. Zeigen, CLU, well known 
New York City general agent for Provi- 
dent Mutual, has been appointed to the 
editorial board of Estate Planners 
Quarterly. 

Mr. Zeigen, a member of the New 
York bar, has written and lectured ex- 
tensively on estate planning. He has 
spoken before groups in almost every 
state of the union and his articles and 


reports have appeared in Estate Planners 
Quarterly, The CLU Journal, Trusts and 
Estates, Journal of Commerce and many 
others. Mr. Zeigen is also active in 
CLU and LUTC affairs and is immediate 
past president of the New York CLU 
Chapter and member of the contents and 
techniques committee of LUTC. 

Mr. Zeigen will join an editorial board 
consisting of Solomon Huber, CLU, 
editor and founder of Estate Planners 
Quarterly. Laurence J. Ackerman, Dean 
of the University of Connecticut School 


underwriting service of Mutual Benefit 
Life; Raymond W. Hilgedag, attorney 
in Indianapolis; Robert J. Lawthers, 
director of benefits & estate planning of 
New England Mutual; Hal L. Nutt, 
CLU, director of the Life Insurance 
Marketing Institute at Purdue Univer- 
sity; Sydney C. Winton, attorney in 
New York City. Lee Rosler is director 
of publications. 

Estate Planners Quarterly, a hard- 
cover book-publication of actual sales 
presentations, is published by the Farns- 
worth Publishing Co., Inc., 215 West 


of Business 
Byron Gordon, 


Administration ; 


George 


director of advanced _ rate is $10 per year. 


34th Street, New York City. Subscription 





















































General: insurance brokers and 


surplus writers are cordially 
invited to call their Guardian 


manager, or the— 


Regional Group Office 
150 Broadway 
BEekman 3-1720 


GUARDIAN Offers 


a 





GROUP 
MAJOR 
MEDICAL 


with the same features that 
have made our Individual 
Major Medical the talk of 
the industry! 






Lifetime Coverage available while policy is in force 

—Continued coverage for retired employees and their 
dependents provided under either the Group plan 
or by conversion to Guardian's Individual Major 
Medical. 

—Same conversion privilege for terminating employ- 
ees and their dependents, for dependents of 

deceased employees, and for dependent children 


reaching limiting age. 


No General Co-Insurance 


Per Iliness Maximum (aggregate maximum after age 65). 


May be superimposed on Blue Cross, Blue Shield, or any 
Guardian base plan—or written without a base plan. 


Written on groups as small as 10 lives, where permitted 


by law. 


thedem commission scale, including lifetime renewals. 


The GUARDIAN Life Insurance Company OF AMERICA 


A Mutual Company © Established 1860 


50 UNION SQUARE, NEW YORK 3, N. Y. 


W. Clement Mahoney Dead 


W. Clement Mahoney, secretary of 
Connecticut Mutual Life, died in Hart- 
ford September 7 after a brief illness, 

A native of Bridgeport, Mr. Mahoney 
joined the company’s accounting de- 
partment following his graduation from 
high school in 1917. In 1942 he became 
head of the accounting department and 
two years later was named to the com. 
pany’s official staff as assistant secretary, 
His promotion to secretary came jn 
1956 


Mr. Mahoney was a member of the 
Connecticut Chamber of Commerce and 
an associate of the Life Office Manage- 
ment Association. 

He leaves his wife and three children, 





Tibbott To Direct LAA 


Seminar at Montreal 


“Helping The Agent At The Local 
Level” is the theme of a seminar to be 
held October 21 preceding the annual 
meeting of the Life Insurance Advertis- 
ers Association at the new Queen Eliza- 
beth Hotel in Montreal October 22-24. 
Sponsored by the educational committee 
of LAA, the seminar will be under the 
direction of David W. Tibbott, director, 
advertising and public relations, New 
England Life. 

The seminar will feature three panels 
covering the following areas: advertising, 
sales promotion and public relations. 
These areas in turn will be covered from 
three viewpoints: the home office, the 
general agent or manager and the agent, 
himself. 

Moderating the panel on “Helping The 
Agent At The Local Level’ through 
advertising will be Robert B. Taylor, 
CLU, second vice president and agency 
manager, Jefferson Standard Life. The 
public relations panel will be moderated 
by H. Dixon Trueblood, vice president 
in charge of public relations and adver- 
tising, Occidental Life of California. 
Herbert J. Kramer, assistant manager, 
Travelers, will serve as moderator of the 
sales promotion panel. The panels will 
be made up of veteran LAA members, 
each an expert in his field. 





Mutual Benefit to Hold 


Supervisors Conference 


The 1958 Supervisors’ Conference of 
Mutual Benefit Life, Newark, will be 
conducted at Chicago’s Congress Hotel 
September 17-25. A series of panel and 
round-table discussions will cover all 
phases of the supervisor’s duties, includ- 
ing recruiting, selection, training, super- 
vision, planning and money management. 

Nominator recruiting interview  tech- 
niques will be demonstrated by Robert 
E. Bird, supervisor in the company’s St. 
Louis agency. Prospective agent recruit 
ing interview techniques will be demon- 
strated by Frank Ridge, CLU, super- 
visor for the Washington, D. C., agency. 

Various sales procedures will be dem- 
onstrated by Johnny S. Sierra, Dallas. 
Thomas W. Mahoney, Milwaukee; and 
John R. Solin, Chicago-Monroe. Round- 
table moderators will include members 
of the home office and the following 
fieldmen: John R. Solin, Chicago-Mon- 
roe, recruiting and selection; Harold E. 
Levine, New York-Huber, training; 
and William S. Walton, Pittsburgh, st- 
pervision. 

General Agents Raleigh R. Stotz, CLU, 
Grand Rapids, and Kenneth R. Bentley, 
Danville, as guest speakers, will discuss 
various phases of agency management. 

Director of Agencies H. Douglas 
Palmer, assisted by Director of Field 
Supervision Thomas J. Munn and As 
sistant Director of Training William F. 
McMurry are conducting the conference 
which will be concluded by a dinner 0” 
September 25. Other supervisors attend 
ing the conference are: Walter B. Mc 
Coy, Birmingham; Irving J. Heller, 
Boston-Berman; Edward F, McElwait 
Chicago-Monroe: Donald W. Robinson, 
Detroit; Robert P. Schnell, Indianapolis; 
and John W. Adair, Omaha. 
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Provident Field Changes 


Provident Mutual Life of Philadelphia 


has appointed F. Edgar Myers manager 
of its agency in Rochester, N. Y., while 
Stanley A. Davis, CLU, former Rochester 
manager, became manager of the New 





F. EDGAR MYERS 


Hampshire-Vermont Agency. Mr. Davis 
succeeds General Agent Raymond E. 
Holway who has been appointed asso- 
ciate general agent. 

Mr. Holway, a graduate of University 
ef Vermont, joined Provident Mutual in 
1928 and was appointed general agent 


STANLEY A. DAVIS, CLU 


in 1931, He is a member of the Vermont 
Junior College Council and the Alumni 
Council of his Alma Mater. In addition, 
Mr. Holway is a former director of both 
the Rotary and the Chamber of Com- 
merce of Rutland. 

Mr. Davis, who has been associated 
with Provident Mutual since 1946, was 
appointed a supervisor in 1951 and man- 
ager in Rochester in 1953. He is a grad- 
uate of Union College and has_served 
as a lieutenant (jg.) in the Navy. He was 
secretary of the Rochester Chapter, CLU, 
during 1956 and 1957 and formerly served 
as a director and vice president of the 
Albany Life Underwriters Association. 
~ will have offices in Concord, 


Mr. Myers, who received both his 
Bachelor’s and Master’s degrees from 
Ithaca College, became associated with 
Provident Mutual in 1955 as a special 
agent in the Rochester agency. He was 
named a supervisor in 1956 and has more 
recently been a member of the company’s 
Management Training Unit in Phila- 


delphia. 


National of Vt. Reports 
All-Time High July Sales 


National Life of Vermont had the best 
July sales record in its history as a re- 
sult of a contest which produced 184 
winners out of a nationwide field force 
of 578 fulltime agents. Paid-for business 
totaled nearly $24,500,000, an increase of 
approximately 4% compared to July 1957 
when a 50% gain was made over July 


1956. Premium income climbed more 
than 9% over July 1957 and 32% over 
July 1956. 

The fifteeen top winners in the con- 
test will receive expense-paid trips to a 
three-day educational conference to be 
held at the company’s home office in the 
Vermont state capital early in October. 
A highlight of the conference will be a 
special tour to view the Green Mountain 
state’s famed brilliant autumn dress. 

In addition to the top winners, 169 
agents exceeded their individual quotas 


and will receive special recognition in 
yr form of a unique made-in-Vermont 
gilt. 

Top winners are J. R. Fallon, Dallas; 
A. M. Kahn, W. R. Newton, W. L. 
Bradberry, Jr., and W. R. Herold, all of 
Atlanta; N. S. Andrews, Chicago; A. A. 
Kanter, Detroit; R. Hendrickson, 
Seattle; R. J. Long and M. L. Cartmill, 
San Diego; J. P. McCann, San Fran- 
cisco; E. O. Mershon, Jr., Louisville; 
J. F. Hamilton, Philadelphia; E. H. 
Beach, Binghamton, N. Y.; R. R. Casey, 
Albany. 





A 





Midland Mutual's Field Service specialists: David J. Trasin, Agency Secretary; Charles H. Elliott, 
Director of Sales Promotion and Advertising; E. R. Dare, Director of Education and Agency Finance. 


Firepower for Midland Manpower... 
. Supplied by Home Office Specialists 


Rare indeed is the personal insurance agent who can 
move ahead in this business without know-how and 
creativity. These things he must learn, and how well 
he learns them is vital to his future progress. 

At the Midland Mutual, we place a high premium 
on training, education and sales promotion. The 


personnel. 


Field Service Division of our Agency Department 
has developed a complete, effective program for 
equipping our field people with the skills and tools 
so important to successful performance. 


Among the highlights of this program: 
¢ Acomprehensive basic training course for new agents 


* Home Office Seminars 


¢ Field-proven sales tracks, implemented by poten 


visual aids 


* Inquiry-pulling direct mail prospecting service. 


. 


All this adds up to plenty of firepower for our sales 
force and a great asset to our field management 


Learn more about the home office support you 
can receive as a Midlander—write Charles E. Sherer, 
CLU, Vice President and Director of Agencies. 
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GERALD G. GRAY 


In a continuation of its sales expan- 
sion program, Mutual Of New York 
announced that two new agencies will 
be established in St. Louis and Minne- 
apolis on October 1. They will be the 
company’s second agencies in these 
cities. R. Edward Dix will be manager 
in St. Louis, and Gerald G. Gray will 
head the Minneapolis office, according 
to an announcement by Stanton G. Hale, 
vice president for sales. 

Existing MONY agencies in St. Louis 
and Minneapolis are managed by How- 
ard D. Basler and Leo H. Evart, CLU, 
respectively. The new agencies will be 
the 13th and 14th established by the 
company since January 1, and will bring 
the number of MONY agencies through- 
out the United States and Canada to 136. 

Mr. Dix has been in the personal 
insurance field since 1952. A graduate 





Allstate Life Anniversary 

The first anniversary of Allstate Life 
on September 3 found sales of more than 
$60 million, far greater than had been 
anticipated when the operation was 
launched in Illinois last year, according 
to President Judson B. Branch. Joining 
with officers and employes of the life 
operation for a first birthday party in the 
Allstate home office in Skokie, Mr. 
Branch declared, “Sales have been ex- 
panded into 42 states and the District 
of Columbia, and the amount of insur- 
ance issued already has passed the $60- 
million mark.” 

Mr. Branch recalled that the plan an- 
nounced a year ago called for entry into 
14 to 20 states by the end of 1958. 
“In contrast,” he said, “we will be in 44 
states, plus D.C., before the end of this 
year. The acceptance of the life insur- 
ance program has been exceptional, with 
sales increasing at a steady rate.” 

Allstate Life is a subsidiary of All- 
state Insurance Companies. ; 





O’TOOLE ASSOCIATES 


Incorporated 


Established 1945 
220-02 Hempstead Aveaue 
QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


















R. EDWARD DIX 


of Northwestern University, he was with 
the Bendix Aviation Corp. for a year 
in Kansas City before joining New York 
Life as an agent. Last February he 
joined MONY as a member of the home 
office sales staff where he has been 
undergoing special managerial training. 

Mr. Gray, a graduate of Concordia 
College in Moorhead, Minn., was a high 
school principal prior to joining Mutual 
Of New York in 1948 as a field repre- 
sentative in the Fargo, N. D. agency. 
He was advanced to assistant agency 
manager in 1951, and in September, 1957 
was promoted to the home office sales 
staff for managerial training. 





93 Nassau Street, New York 38. 





SUPERVISOR 


Established expanding agency of large New England company has opening 
for recruiting and training supervisor. 
successful background as an agent. Address Box 2642, The Eastern Underwriter, 


Management opportunity for man with 








NAIC Committee to Meet 


Cyril C. Sheehan, Minnesota Insurance 
Commissioner and chairman of the sub- 
committee on deficiency reserves and 
mortality tables review of the National 
Association of Insurance Commissioners, 
announces that a meeting of the above 
committee will be held in Minneapolis, 
September 29 and 30. 

At this meeting the industry actu- 
arial advisory committee will present a 
report which is now being prepared as a 
result of their meeting which took place 
in New York on August 18 and 19. 
This meeting is being held in conjunction 
with a meeting of Zone 4 Commissioners, 
which is to be held on September 30 
and October 1 and will be an open 
meeting to which the public is invited. 





Beneficial Names Lilley 
Group Department Manager 


James W. Lilley, Jr. has been ap- 
pointed manager of the new Group de- 
partment of Beneficial Standard Life 
it was announced by Alfred L. Gordon, 
vice president. 

Active in the field of Group insurance 
in the Los Angeles area for the past 
decade, Mr. Lilley has served as western 
regional Group manager for Union Cen- 
tral and Massachusetts Mutual. He is 
a member of the Group Manager’s Asso- 
ciation, Kiwanis Club, Masons, and 
Kappa Sigma Fraternity. He attended 
Mercer University in Georgia and UCLA. 
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*By NATURAL Businéss we mean your present clients who 
need and qualify for Mass. Indemnity’s fine Disability Income 


You know how you would feel if one of your clients were 
disabled and you had not provided him with this vital 
.Insure him now! 


Propose the MILICO Plan which suits him best! 
For additional information contact. ... 


Mass. Indemnity 


AND LIFE INSURANCE COMPANY 
BOSTON, MASS. 


If you are a full time agent for another Company we solicit only your surplus ; 
business. Liberal first year and vested renewal commissions are guaranteed PF | 
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HAIGHT, DAVIS & HAIGHT, Ine, 


INDIANAPOLIS OMAHA 
Consulting Actuaries 








Director of Agencies of 
Central National Life 
































































































































HAROLD E. STOUT 


Harold E. Stout has been named di- 
rector of agencies for Central National 
Life of Omaha, it was announced by 
Norman T. Carson, president. 

Mr. Stout has recently been eastern 
regional director of the Research Insti- 
tute of America, one of the largest pri- 
vate business advisory organizations in 
the country. He has also served over 
the years in the capacity of agent, dis- 
trict manager, and state supervisor with 
The Prudential, Bankers Life of Iowa, 
and Security Mutual Life of New York. 








MIRSKY AGENCY TO MOVE 

New offices for Leo P. Mirsky agency 
of New England Life are being planned 
by Michael Saphier Associates at 575 
Lexington Avenue. The agency will move 


from present quarters at 25 West 43rd 
Street to the new skyscraper which 1s 
scheduled for late fall occupancy. 


¥ 4 INNO G3 


FOR LIFE 


Representing 
“Canada L ife 99 


4 
GDI RNIN IP ARYLrv V'0 








Member of the N. Y. C. Insurance Agents Ass 


ee 





































September 12, 1958 Septet 


Jerr 
sales 
of the 
phia, | 
Instit 
will f 
of the 
of th 
F. Bi 
the | 
and w 
mend: 

m4 
Mr. (¢ 
since 
plann 
and 
Scher 
conta 
and s 
he we 
prom 
pany’ 
delph 

He 
the } 
social 
with 
throu 
engas 
Unive 


P; 

Pre 
and | 
its s 
vey 
insur 
surve 
top a 
and 
most 
intro 
chasi 
repo: 
aver: 


with 
age 
Also 






, 1958 September 12, 1958 é 











Page 25 








Joins Life Institute 













































































ed di- 
itional 
ed by 


astern 
Insti- 
t pri- 
ns in 
over 
, dis- 
- with 
lowa, 


York. 


'E 
rency 
nned 
575 
move 


43rd 
*h is 





Fabian Bachrach 
JERRY P. OLDS 


Jerry P. Olds, former advertising and 
sales promotion manager for a division 
of the General Electric Co. in Philadel- 
phia, has been named to the staff of the 
Institute of Life Insurance. Mr. Olds 
will fill the post of assistant director 
of the promotion and advertising division 
of the Institute, working with Donald 
F. Barnes, vice president, supervising 
the institutional advertising program 
and will be responsible for media recom- 
mendations. 

A graduate of Bucknell University, 
Mr. Olds has been with General Electric 
since 1952. He started as a promotion 
planning copywriter in Pittsfield, Mass., 
and in 1954 was transferred to the 
Schenectady office where he became a 
contact-copywriter for the advertising 
and sales promotion department. In 1956 
he was advanced to advertising and sales 
promotion manager of one of the com- 
pany’s industrial departments in Phila- 
delphia. 

He is a member of Delta Upsilon and 
the National Industrial Advertisers As- 
sociation. From 1946 to 1948 he served 
with the Navy on submarine duty 
throughout the Pacific area. He has 
engaged in graduate studies at Columbia 
University. 





Probe Surveys Subscribers 

Probe, edited by Ralph G. Engelsman 
and Halsey D. Josephson, recently invited 
its subscribers to participate in a sur- 
vey on “how they face their own life 
insurance problems.” A report on the 
survey in the recent issue of Probe of 
top agents, general agents and managers, 
and home office officials, showed that 
most successful life insurance men were 
introduced to insurance through pur- 
chase of a policy at an early age. The 
report also showed that although the 
average policy owned by home office 
people and managers is exceptionally 
high, the agent himself is the biggest 
buyer of life insurance, which bears out 
the life insurance man’s conviction and 
faith in his product. 

The most popular policies, within the 
business, the survey showed, are those 
with cash value and the greatest cover- 
age is bought on the whole life plan. 
Also annual or monthly premiums stand 
Out as most popular but the trend is 
definitely toward monthly premium 
Payments through check-o-matic or sal- 
ary allotment plans. 

The tabulated results of replies also 


brought out that the use of flexible settle- 


ment options are the order of the day, 
which would indicate that the industry 
as a whole is thinking in terms of less 
complicated selling. 


Equitable of Iowa Names 
Leon Field Training Asst. 


Edward W. Leon, CLU, has been 
appointed home office’ field training 
assistant for the Equitable Life of Iowa. 
A former Palo Alto, Cal., representative 
of the San Francisco agency of the 
company, Mr. Leon joined Equitable on 
a part-time basis in 1948 while still a 
student at Leland Stanford University. 
Following graduation in 1951 he spent 


two years in military service as a lieu- 
tenant, returning to Leland Stanford 
where he earned his Master’s degree in 
1955. His full-time association with the 
company commenced on that date. 
During the succeeding three years, 
Mr. Leon earned his CLU designation, 
qualified for his company’s production 
clubs, established a one-a-week club 
record of 136 weeks, and earned two 
successive National Quality Awards with 
increasing volumes of paid business. The 
last year he has served as agency as- 


sistant with training and _ supervisory 
responsibilities in the San Francisco 
agency. 






Franklin Has 29% Gain 


An upward trend in new business 
production by Franklin Life, Springfield, 
Ill, was reported by President Chas. E. 
Becker. Paid sales for the three months 
ending August 31 were over $206 million, 
a 29% increase over the same period last 
year. 

Franklin’s insurance in force (exclu- 
sively individual policies) recently passed 
the $3 billion mark, an expansion of $1 
billion in slightly over 2% years. 








Another MONY Service for Brokers! 
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| Brokers...! | 





Let MONY help you with Group selling aids, too! 
MONY services can help you tell your sales story clearly 
...and quickly ...can lead you to top-level commissions. 


Your inquiries are always welcome. 


MONY means 


Ge 


...for you 
...for your clients! 


New MONY portfolio helps you explain... 
and sell... family, close corporation, and 
partnership business insurance... 


ALL IN ONE KIT! YOURS FREE! 


Concise and complete, MONY’s “‘Approaching the Business Man” 

gives you an indispensable addition to your professional library. It’s 

a superb selling tool . . . containing needs analyses, proposal forms, and 
promotional literature. Send for your FREE copy today .. . write to: 
Mutual Of New York, Broadway at 55th St., New York 19, N. Y. 


Mow.iO- New York 


The Mutual Life insurance Company Of New York, New York, N.Y. 
t Offices located throughout the United States and in Canada 


For Life, Accident & Sickness, _ 
Group Insurance and Pension Pians 
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LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 





PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





IASA FALL MEETING 

The Insurance Accounting and Statis- 
tical Association will hold its fall board 
and committee meeting September 25, 26, 
27, at the Traymore Hotel, Atlantic City. 














THINK... 


WHY are you paid the same 
commission as the lowest pro- 
ducers in your agency when you 


are consistently a top producer? 
WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 


@ good producers to your agency? 


WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 


tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 
Health Division of All Ameri- 
can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 


panies. 
Casualty Company, having 


e started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 





WHY is All American Life & 


if you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 
ALL AMERICAN 
7 YC ( 


‘als ile-Vere) Dolson 


Csialty 


All American Building 


ILLINOIS 


General Offices 
PARK RIDGE, 











ARE YOU A SELF-STARTER? 


Top Long Island Life and A. & H. brok- 
erage general agency seeks live wire super- 
visor to promote the Department Store of 
Insurance Idea. Unlimited opportunity to 
share in present expansion program. Per- 
sonal production necessary. Address: Box 
2640, The Eastern Underwiter, 93 Nassau St., 
New York 38, N. Y. 














Named To Northwestern 


Examining Committee 
have been elected to the 


committee of policy- 
Mutual Life, 


Five men 
1958 - 59 examining 


holders of Northwestern 


Milwaukee. They are Elmer L. Ander- 
sen, president, H. B. Fuller Co., St. 
Paul; Werner P. Gullander, financial 
vice president, Weyerhaeuser Timber 
Co., Tacoma; Alex G. Jacome, president, 
Jacome’s Department Store, Tucson; 
Charles D. Gelatt, president, Northern 
Engraving & Manufacturing Co. La 


Crosse, Wis.; and Elmer Jennings, presi- 
dent, Thilmany Paper Manufacturing 
Co., Kaukauna, Wis. 

The annually-elected committee has no 
counterpart in the life insurance busi- 
ness. Its members, traditionally leaders 
in industry, finance and the professions, 
are chosen from among policyholders 
who have had no connection with the 
management or operation of Northwest- 
ern Mutual. 

The committee operates on behalf of 
more than a million policyholders of the 
mutual company. It conducts an inde- 
pendent annual review of management 
policies and practices, employing its own 
auditors and other personnel for its sur- 
veys, and reports its findings and sug- 
gestions to the policyholders and to the 
firm’s board of trustees. 





American Life Expanding 

Immediate plans for expanded sales 
and production activities in New York 
City and adjacent metropolitan territory 
for American Life of New York affiliate 
of American Surety Co., have been an- 
nounced by William E. McKell, president 
of both companies. 

The enlarged operation will be under 
the general supervisor of Vice President 
Paul E. Van Horn, CLU, who will move 
his headquarters from the home office 
to American Surety Group’s Metropoli- 
tan branch office, 111 John Street. The 
territory under his jurisdiction, in addi- 
tion to Greater New York, includes Long 


Island and Westchester, Rockland, 
Orange, Putnam, Dutchess, Ulster and 
Sullivan Counties in New York, to- 


gether with the northern half of New 
Jersey. 

Mr. McKell stated that the expanded 
program contemplates appointment of 
general agents by American Life of New 
York plus increasing emphasis on the de- 
velopment of life business through brok- 
ers and American Surety’s property in- 
surance agents now Serviced by the 
Group’s Metropolitan, Brooklyn, White 
Plains and East Orange offices. 





VALLEY FORGE NAMES SMITH 

Mayer Smith of Arlington, Va., has 
been appointed a general agent for the 
Valley Forge Life of Reading, Pa. This 
is the life affiliate of the American Casu- 
alty group. Mr. Smith will represent 
Valley Forge in Virginia, District of 
Columbia and Maryland. 





New Regional Home Office Posts for Austin and Lynch 














































Augusta Berns Bambercer Studio 


HOWARD A. AUSTIN, JR. 


New regional home office posts 
two top Prudential executives were an- 
nounced by Carrol M. Shanks, president. 

Howard A. Austin Jr., CLU, second 
vice president at the northeastern home 
office, Boston, will be assigned to the 
Canadian head office, Toronto. William 
P. Lynch, CLU, second vice president 
at the south-central home office, Jack- 
sonville, Fla., will be transferred to the 
northeastern home office to succeed Mr. 
Austin. The changes will be effective 
November 3. 

Mr, Austin has been with Prudential 
since 1938. He joined the company as a 
special agent in Kansas City. Shortly 
after returning from duty as a Navy 
officer aaa World War II, he was 


United Life deli cident 


Increases Capital Stock 

At a special meeting of its stock- 
holders recently, United Life and Acci- 
dent voted to increase its outstanding 
capital stock from 20,000 shares to 22,000 
shares with par value remaining at $20 
per share. This increased the total par 
value of outstanding capital stock from 


$400,000 to $440,000. 


Accelerated growth of the Concord, 
N. H., company in the past two and one- 
half years to the more than $300,000,000 
of life insurance it now has in force 
necessitated this action by the stock- 
holders. Currently in the third year of 
its long-range program of growth, United 
Life has added $100,000,000 of life insur- 
ance in force during this period. 

The additional 2,000 shares of capital 
stock was offered to stockholders of 
record as of August 29, in the proportion 
of one share of new stock for each ten 
shares of stock outstanding and at a 
price of $375 per share. Stockholders 
who exercised their rights of stock pur- 
chase under the plan were given the 
opportunity to subscribe for the remain- 
ing shares represented by unsubscribed 
eats 


for 










Augusta Berns Bamberger Studio 


WILLIAM P. LYNCH 








assigned to the home office in Newark. 
By 1952 he had risen to executive director 
of agencies, and for a time served in 
the company’s north central home office, 
in Minneapolis. He was elected a second 
vice president in 1956, and assigned to 
northeastern home office in 1957. 

Mr. Lynch joined Prudential as a 
Jersey City district agent in 1937. He 
became manager of a Long Island, N. Y,, 
district office in 1945, was assigned to 
the home office the following year to 
assist in launching an expanded sales 
personnel training program. He _ was 
advanced to director of the training 
organization in 1948, elected a_ second 
vice president in 1949, transferred to 
south-central home office in 1955. 


Mutual Trust Life Holds 


Midwestern Convention 


At the Mutual Trust midwestern re- 
gional convention held recently in Rock- 
ton, Illinois, O. I. Hertsgaard, general 
agent emeritus, and a member of Mutual 
Trust’s board of directors, was presented 
with a 45 year service pin by President 
Raymond Olson. Mr. Hertsgaard was 
formerly general agent in Minneapolis. 
He became a member of the board in 
in 1949, 

A record turnout of leading fieldmen 
was present at Mutual Trust’s midwest- 
ern regional convention. Featured at the 
business sessions was the introduction 
of the Mutual Trust pension trust poli- 
cies and new programming service. 
Among the speakers at the business ses- 
sions were President Raymond Olson; 
Charles H. Kiefer, vice president; Paul 
Hanson and Harold Gustafson, regional 
managers; Willis C. Laskey, leading 
agent with the Reynolds Agency in 
Chicago; General Agent Gerald Frank- 
sen of St. Paul. 

Rigdon Robb, CLU, member of the 
Million Dollar Round Table, of North- 
western Mutual Life, addressed the busi- 
ness sessions on the subject pension 
trust. 









— 





Philadelphia Life Holds 


Millionaires’ Conference 
Eighteen members of Philadelphia 
Life’s Millionaires’ Club, and their wives, 
attended the club’s annual millionaires’ 
conference held this year from August 
31 to September 3 at Whitehace Inn on 
Lake Placid, N. Y. The Plico Million- 
aires’ Club is composed of those Phila- 
delphia Life field representatives who 
personally produced one million dollars 
or more of business during the year. 
In attendance with their wives were 
Robert M. Brinley, Paramus, N. J.; 








Joseph A. Cimbala, Philadelphia; i 
Edelstein, CLU, Erlton, N. J.; 


Elmore, Sr., and I. D. Elmore, Jr., Se 
ter, ic "Russel G. Gohn, York, Pa.; 
Allen J. Hicks, Lebanon, Pa.; C. Peter 
Linsmayer, Minneapolis ; John a8 Lord, 
Bryn Mawr, Pa.; Paul H. Marsteller, 
Bethlehem, Pa.; Alexander Newsteit, 
Philadelphia; John F. Quigley, Yeadon, 
Pa: Harold J. Rich, Atlantic ef 
Harry E. Thoms, Norristown, Pa.; Jack 
Wardlaw, Raleigh, N.-G,.; Ira F. Weis- 
bart, CLU, Maplewood, N. J.; George H. 
Werl, Pittsburgh, and James W. Wil 
liams, Wilmington. 
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another year... 


another record 





56 New York Life women agents 


qualify for Women Leaders Round Table— 
largest representation ever for any company! 


For the fifteenth year in a row, New York Life has 
the largest representation of agents at the industry- 
wide Women Leaders Round Table. To each of these 
outstanding ladies goes the Company’s congratulations 
fer achieving one of the highest honors conferred by 
the insurance industry. 

We're very proud of this continuous leadership and 
feel it reflects credit on the exceptional abilities of our 
women agents. We also believe it vividly demonstrates 
the widespread acceptance given New York Life’s mod- 
ern line of insurance policies and the effectiveness of 
our Advanced Training Program. 
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New York Life 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance « 


Group Insurance « Annuities 


Accident & Sickness Insurance « Pension Plans 
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SELLING ALL LINES OF COVER 


Nearly every week the insurance press 
publishes statements by one or more 
life or property-liability insurance com- 
pany executives stressing the importance 
of agents handling all lines of coverage, 
rather than continuing to treat life and 
non-life business as distinctly separate 
in the production field. Numerous prop- 
erty insurance companies are buying or 
forming life insurance affiliates, some 
life insurers are acquiring non-life com- 
panies where possible, toward the goal 
complete package pro- 
both personal and 


of developing 
grams for buyers, 
commercial. 

This week Marshall B. Simms of the 
Continental Assurance developed this 
entire theme in an address to the New 
Jersey Association of Insurance Agents 
at Atlantic City. He pointed out that 
from an agent’s viewpoint the addition 
of life insurance to the service he 
renders may not only develop additional 
income and profit but protect his present 
business from being raided by other 
producers offering complete life- 
property-liability insurance protection. 

The question has been asked how the 
property insurance agent can 
take on selling life coverage without 
hiring an expert in the latter line. One 
prominent executive states that his 
property insurance group, in forming a 
life affiliate, feels confident that the 
group’s local agency force can rather 
readily adjust itself to selling of life 
without heavy additional expense. He 
holds that the average independent local 
agent can grasp the fundamentals and 
sales presentations of Ordinary life in- 
surance. When it comes to selling large 
tax and estate life insurance policies, 
and other complicated coverages, then 
surely expert life insurance men should 
handle such problems. But this executive 
feels that much life business in dollar 
volume, can be developed without en- 
countering these special situations. 

Mr. Simms, at Atlantic City this week, 
was blunt when he told the New Jersey 
agents that whether or not many of them 
are interested in balanced property and 
life production “you are already face to 


average 


face with the reality of this problem. 
Competition is going to force you into 
writing life insurance in order to protect 
your business.” 

He declared that about 80% of the 
Ordinary business of the Continental As- 
surance, a life company, is obtained 
through general insurance agents. This 
is so, he stated, because an agent’s life 
prospects are largely those whom he 
already serves in the non-life field. 
Hence he has the prospect’s trust, knows 
his needs, and in turn the client knows 
the agent and is willing to receive his 
counsel on life protection. This may save 
considerable time which might be ex- 
pended where the agent selling life 
insurance is a stranger to the prospect. 
Mr. Simms feels the packaging of life 
and non-life insurance is a natural de- 
velopment which should certainly be 
studied by agents who have not as yet 
developed contacts with life insurance 
companies. 





Louis F. Buck, assistant secretary of 
Reliance Insurance Co. and _ assistant 
manager of its New York branch office, 
retires at his own request on October 
1. He concludes a successful career in 
the property insurance field, which he 
has served for 45 years as agent, special 
agent, and executive. He has been asso- 
ciated with the company’s New York 
office since its establishment in 1930. 


* * * 


E. J. Parsons has joined the Atlantic 
Companies (Atlantic Mutual and Cen- 
tennial) as special agent in the central 
Illinois territory. Mr. Parsons for the 
past five years has been a special agent 
in Michigan and Wisconsin for another 
company. Prior to that he had several 
years experience with the Illinois In- 
spection Bureau. He is a native of Chi- 
cago and was educated_in Illinois. 


* * * 


Bertram J. Lannan has been named 
administrative assistant in the claims 
division of the Royal-Globe Insurance 
Group. A claims man in Chicago since 
1939, he became assistant claims man- 
ager of the branch office there in 1940 
and was promoted to claims manager 
in 1951. Mr. Lannan attended Loyola 
University and took his law degree at 
De Paul University. He is a member 
of the Illinois Bar. 








EUGENE A. SCHMIDT, JR. 


Eugene A. Schmidt, Jr., treasurer of 
Metropolitan Life has been named chair- 
man of the Professional, Financial and 
insurance Group in Manhattan and The 
Bronx, of the United Hospital Fund’s 
79th annual appeal for funds for 81 mem- 
ber hospitals. The appointment was an- 
nounced recently by William P. Worth- 
ington, chairman of Business and Pro- 
fessional Division. Mr. Worthington is 
president of Home Life of New York. 
Mr. Schmidt will lead 200 volunteers in 
the fields of insurance, finance and the 
professions in raising the Group’s quota 
of $176,000, toward the total campaign 
goal of $3,000,000. Mr. Schmidt is a di- 
rector of Chicago & North Western 
Railway, and is a member of the advis- 
ory board of the Chemical Corn Ex- 
change Bank. 

x 


William A. Jordon, Jr., has retired 
from the Royal - Globe Insurance Group 
after more than 36 years of service. He 
was state agent at Richmond, Va. He 
acted in a field capacity and traveled in 
Virginia since 1922. 

ee ig Le 


Waldo O. Hildebrand, secretary-man- 
ager of the Michigan Association of 
Insurance Agents, served as the official 
honorary starter for the 12th annual 
Michigan International Canoe Marathon. 
This was a 240-mile, non-stop race on 
the Au Sable river from Grayling to 
Oscoda, participated in by some 35 two- 
man canoe teams. It is one of the na- 
tion’s toughest canoe contests and draws 
entries from all parts of the United 
States and Canda. 


* * * 


Margaret E. Kane, who has been a 
correspondent for The Eastern Under- 
writer for several years and who for- 
merly was associated with The Insurance 
Advocate of New York, is sailing for 
Europe aboard the “Vulcania” on Octo- 
ber 4. She plans to visit Portugal, Spain, 
southern France and Italy. 


* * * 


Michael R. Carr has been appointed 
special agent for western Kentucky and 
southern Indiana by the Security-Con- 
necticut Insurance Group. Now residing 
in Louisville, Mr. Carr, until recently, 
was manager of a local agency in Wheel- 
ing, West Va., and prior to that time 
served as a fire underwriter and multipie 
line fieldman for six years in the Ken- 
tucky field for the National Union. Mr. 
Carr is a graduate of Duquesne Univer- 
sity. 





DAVID TURNBULL 


David L. Turnbull has been appointed 
controller of the United States branch 
of the London Assurance. He was also 
elected secretary of the Manhattan Fire 
& Marine. In addition, it is exnected 
that Mr. Turnbull will be elected resi- 
dent secretary of the Guarantee. Mr. 
Turnbull joined the London in February 
as eastern regional controller. He was 
previously associated with the SPAN 
Electronic Processing Center in Hart- 
ford, as director of research. 

* * * 

H. P. E. Skoglund, president of the 
North American Life and Casualty Co. 
of Minneapolis has been elected chair- 
man of the board of regents of St. Olaf 
college, Northfield, Minn. He is a 1925 
St. Olaf graduate. 





Sept 








DR. RICHARD ALT 


Dr. Richard Alt, director of fe 
search of New England Life, has beet 
designated by the Department of State 
as the U. S. delegate to the meeting 
the Working Party on Economic D& 
velopment and Planning of the Econom 
Commission for Asia and the Far East, 
being held in Bangkok between Septem 
ber 2 and 13. This meeting will bring 
together economic experts to consider 
the problems of industrialization and eco 
nomic development of the member coull 
tries located in Asia and the Far East. 
Dr. and Mrs. Alt will return to te 
United States by way of India, Cairo, 
Lebanon, Athens and Paris. 
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Conference October 2 on Individual 
Planning for Retirement 


A national conference on “Individual 
Planning for Retirement” will be held 
for business executives and community 
leaders in Chicago, October 2, at the 
Sheraton Hotel, President William A. 
McDonnell of the Chamber of Commerce 
of the United States announces. Its pur- 
pose is to encourage individual initiative 
in planning adequate income, good health 
and new interests for the years which 
lie beyond retirement. Over 300 persons 
are expected to attend. 

Speakers and their subjects will be: 
Dr. Edward L. Bortz, Chief, Medical 
Service, Lankenau Hospital, Philadel- 
phia, “Planning for Good Health”; Rob- 
ert Peterson, columnist, New York Jour- 
nal-American, “Life Begins at 40”; Dr. 
George E. Davis, director, division of 
adult education, Purdue University, 
“Planning for Useful Activity”; William 
C. Fitch, Department of Health, Educa- 
tion and Welfare, “Government Looks 
to the Individual.” 

A panel session on “Financial Plan- 
ning for Retirement” also is planned, 
with Benjamin B. Kendrick, assistant 
director, Life Insurance Association of 
America, New York, as_ introductory 
speaker. 

Panelists, all of the First National 
Bank of Chicago, will be: Presley L. 
Stevenson (moderator), Robert S. Swaim 
and Rollin B. Mansfield, all vice presi- 
dents, trust department; A. Burnham 
Converse, assistant vice president, sav- 
ings department, and Waid R. Vander- 
poel, trust officer. The concluding 
speaker will be George A. Bray, general 
personnel supervisor, Bell Telephone Co., 
Chicago. 

ar eet 


Few Skyscraper Fatalities 


_ Dozens of skyscrapers, are going up 
it New York to add to many completed 
inthe past couple of years. An amazing 
feature is that there have been so few 
eaths or serious injuries. Of course, 
there will always be accidents in work 
of this type, 

Wigton-Abbott Corporation, engineers 
and constructors, told The New York 
Times that the leading causes of mis- 
haps are falls, flying and falling objects 
and improper methods of lifting. Ac- 
cording to the company’s records other 


hazards include improper handling of. 


materials, hand-truck accidents, and im- 
Proper use of machinery and hand tools. 
_ One of the serious accidents occurred 
in July at the excavation in the insur- 
ance district of the 60-story Chase-Man- 
lattan Bank Building under construc- 
tion between Nassau and William and 
Liberty Streets. There a 70-ton crane 
trashed into a pit killing the operator. 

The situation is far removed from that 
of early days of the skyscraper building 
and bridge construction all of. which 
Were accompanied by fatalities. In the 
building of Prides there are still many 


Cases of serious cramps or “bends” 














among workers in the construction below 
the surface of the earth as the river 
is reached. One of the victims was the 
son of John A. Roebling, chief con- 
structor of Brooklyn Bridge, who was in- 
valided for life as the result of the con- 
stant inspection tours he was making. 


* * * 


Drivotrainer Consultant 


Dr. Herbert J. Stack, former director 
of the Center for Safety Education at 
New York University, has been ap- 
pointed a consultant on the Drivotrainer 
program by Aetna~Casualty & Surety. A 





HERBERT J. STACK 


pioneer in the driver education move- 
ment, Dr. Stack was presented the first 
Paul Gray Hoffman Award for “out- 
standing professional services to high- 
way safety” at the National Safety 
Congress last year. Author or editor of 
more than 100 publications in the safety 
field, he has also been awarded citations 
by the National Safety Council, Ameri- 
can Museum of Safety and the National 
Education Association. Aetna’s Drivo- 
trainer has now been adopted by high 
schools in 16 states. 


* * * 
Marine Midland Insurance Advice 


The Marine Midland Trust Company 
of New York in its monthly envelope 
containing cancelled checks of depositors 
is sending the following selection about 
their insurance protection: 

“Insurance protection is inadequate 
when it has not kept pace with rising 
costs and values, when it has not been 
increased to cover new purchases and 
improvements, or when it is not broad 
enough to cover the policyholder’s basic 
and special needs. 

“We are not in the insurance business 
but we suggest that you consult your 





independent local insurance agent or 
broker on the subject of insurance pro- 
tection. He will help you to protect your 
financial security with an insurance pro- 
gram tailor-made to fit your needs— 
one adequate to meet today’s costs.” 

* * * 


Joins Florida Public Relations Firm 

Mack Johnson, former newspaperman, 
has affiliated with Newman, Lynde & 
Associates, Inc., Jacksonville, Fla. as 
public relations associate of the adver- 
tising agency and public relations firm. 


MACK JOHNSON 


Prior to going to Florida, Mr. Johnsoa 
was executive vice president and a part- 
ner in the New York and Newark public 
relations firm of John Moynahan & 
Associates of New Jersey, Inc. He 
served almost ten years as national di- 
rector of public information of The 
Prudential before entering his own firm. 

Mr. Johnson was an Army major in 
the OSS during World War II and had 
wide experience as a newspaperman in 
New York, Washington, Europe and 
Latin America. He is an active member 
of the Public Relations Society of 
America. He will reside in Jacksonville. 

SS 


Governor Harriman Names Commit- 
tee for White House Conference 
on Youth 

Governor Averell Harriman on August 
11 announced the appointment of 
an interdepartmental committee to work 
out plans for the organization, operation 
and staffing of a youth survey to be 
conducted throughout the State in 1959 
in preparation for New York’s participa- 
tion in the White House Conference on 
Youth, scheduled for the spring of 1960. 

The Governor said that “a distin- 
guished citizen group representing the 
religious and lay agencies working with 
youth” would be formed to conduct the 
1959 survey, and that it would be pro- 
vided with a staff and would have the 
full cooperation of the State govern- 
ment. The White House Conference in 
1960 will be the sixth in a series of 
decennial Conferences on Youth that be- 
gan in 1909. Governor Harriman noted 
that “many of the most important serv- 
ices and safeguards provided for the 
youth of our nation” were first generally 
proposed at previous White House Con- 
ferences. 

The chairman of the State Youth 
Commission will serve as chairman of 
the interdepartmental committee. Other 
members appointed by the Governor are 
the Commissioners of Agriculture and 
Markets, Correction, Education, Health, 
Labor, Mental Hygiene and Social Wel- 
fare, and the chairman of the State 
Parole Board. The purpose of the com- 
mittee will be to work out plans for the 
organization, operation and staffing of 
the youth survey that will take place 
throughout 1959 and to develop recom- 
mendations from New York State to the 
White House Conference. 





Hine’s Insurance Counsel 


The 50th annual edition (1958-59) of 
Hine’s Insurance Counsel, Glen Ellyn, 
Ill., has just been published. The 581- 
page volume lists insurance and trans- 
portation defense counsel in the United 
States and Canada. All listees have been 
carefully selected on the basis of experi- 
ence and local reputation. 

Supplemental listings 
writing experts, insurance 
company groups, organizations, 
insurance officials, and transportation 
lines. 


include hand- 
companies, 
state 


* * * 


Wells, Insurance Editor, Named 
Blue Goose Head 


A well known Los Angeles publisher 
was elected to the highest office of the 
international fire insurance fraternity at 
Calgary, Alberta. Mark A. Wells, editor 
and publisher of “The Insurance Jour- 
nal” at Los Angeles, assumed the post 
of the most loyal grand gander of the 
Honorable Order of the Blue Goose, In- 
ternational, at that group’s annual con- 
vention. 

The 1959 convention of that organiza- 
tion, which numbers 15,000 members from 
65 communities throughout the United 
States and Canada, is scheduled for 


August at Los Angeles. 

Born at Cedar Rapids, Iowa, May 5, 
1908, Mr. Wells was a mere infant when 
his parents moved to Los Angeles. <A 
graduate of Manual Arts High School 
he later attended the University of 
Southern California. After leaving USC 
he was engaged in the newspaper and 
advertising business until 1930, during 
which time he served as resident sec- 
retary at Los Angeles for “The Under- 
writers Report.” In May, 1935, Mr. 
Wells purchased “The Insurance Jour- 
nal” which he has owned and published 
since. 

* * * 


Greater Demand for Whiskey Cover 


Insurance companies can anticipate de- 
mand for additional whiskey insurance 
on whiskey in bond, especially in Ken- 
tucky, which has been producing 75% 
or more of all whiskey made in Amer- 
ica, as a result of passage by the U. S. 
Senate, in Washington, August 12, of the 
controversial act to increase the bonded 
period for whiskey from eight to 20 
years. 

At least some whiskey men believe 
that it will mean increase of 25 to 50 
cents a gallon in the value of bulk 
whiskey, and some others figure 50 cents 
to $1 a gallon increase in valuations, 
based on the fact that whiskey has been 
selling in bulk at under cost of produc- 
tion. plus carrying charges. Increases 
in value of bulk whiskey are bound to 
show eventually in case goods, or bottle 
prices, and mean increased insurance 
valuations not only in bulk whiskey in 
warehouses, but distillers, wholesalers, 
and even retailers stocks of cased whis- 
key. 

In the whiskey industry it is believed 
that prices will advance to realistic val- 
ues. 

Federal records show that for the 
past two to three years whiskey produc- 
tion for the entire United States has 
been at about 119,000,000 gallons plus, 
in that it has been figured that it re- 
quired about 120,000,000 gallons of new 
production annually to meet require- 
ments for bonds, straights and blends. 

However, it is now believed that new 
production will go up to perhaps 130 to 
140 million gallons per annum for the 
next two or three years or more, if 
American distillers desire to accumulate 
a backlog of whiskey more than eight 
years of age. Many feel that market for 
over-aged whiskies can hardly be more 
than 2 to 5% of the total sales, and con- 
siderably less than Canadian or Scotch 
imports. 
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Jervey Retiring as 
America Fore Executive 


HEADS SOUTHERN DEPARTMENT 





Hughes, Now in New York Office, Will 
Succeed Him as Vice President 
and Manager at Atlanta 





J. Victor Herd, chairman and president 
of the America Fore companies of the 
America Fore Loyalty Group, an- 
nounces that Louis P. Jervey, vice presi- 
dent and manager of the America Fore 
Group's Southern department at Atlanta, 





Fabian Bachrach 
THOMAS D. HUGHES 
will relinquish active routine duties 


between now and the end of this year 
at the advice of his physician after 47 
years in the insurance industry, 38 of 
which have been with America Fore. 
He will continue to serve in a consulting 
capacity for the next several months. 

Effective October 1, Thomas D. 
Hughes, presently vice president in 
charge of the New York metropolitan 
area for the America Fore fire com- 
panies, will succeed Mr. Jervey as vice 
president and manager in charge of the 
Southern department. 

Louis P. Jervey 

A native of Atlanta, Mr. Jervey began 
his insurance career in 1911 with the 
Fire Association in Atlanta. Later he 
was with the Royal, Dargan and Hop- 
kins, general agents, and Jerome and 
Brown, general agents, until 1917 when 
he enlisted in the Aviation Corps of 
the Army. 

He joined the America Fore Group 
in 1920 as a special agent for the Fidelity- 
Phenix Fire in Virginia. In 1928 he 
came to the home office in New York 
City as agency superintendent. 

In 1930 the Southeastern department 
opened offices at Atlanta where Mr. 
Jervey went as an assistant secretary. 
In 1937 he was appointed secretary in 
complete charge of the Southeastern 
department and in 1940 he was made vice 
president in charge of the America Fore 
Group’s Southern department. 

Mr. Jervey has been chairman of the 
governing board of the North Carolina 
Rating Bureau. He is a past president 
of the Southeastern Underwriters Asso- 
ciation and a past chairman of many 
committees of that organization. He is 
a member of the Capital City Club, the 
Atlanta Chamber of Commerce and the 


Insurance Library Association of Atlanta. 

A native of Blackshear, Ga., Mr. 
Hughes attended New York University. 
He began his business career at the 
Bank of Camilla in Camilla, Ga. and 
entered the insurance field in 1919 with 
an Atlanta general agency. A year later 
he joined the Insurance Co. of North 
America as a special agent. 

He came to America Fore in 1924 as 
special agent for Continental in Missis- 
sippi and later in Florida. He was pro- 
moted to Florida state agent for the 
Fidelity-Phenix in 1936. He transferred 
to the home office in New York City 
in 1938 and was appointed a secretary 
of the Fidelity-Phenix with supervision 
over the New York metropolitan and 





LOUIS P. JERVEY 


brokerage departments. In 1951 he was 
appointed a secretary of the fire com- 
panies of the America Fire Group super- 
vising the New York metropolitan and 
brokerage departments and made vice 
president in 1955, 

Mr. Hughes is a director of the New 


(Continued on Page 43) 


Torrey Resident V. P. 
North America Cos. 


LOCATED IN NEW YORK CITY 

Has Been Marine Manheer Since 1947; 

Joined Companies Upon Graduation 
From Harvard; Active in Assns. 





Thomas M. Torrey, marine manager 
of the New York office of the North 
America Companies, has been appointed 
resident vice president in this city. 
Other changes announced by the com- 
panies this week are: 

Insurance Company of North America: 
William A. Francis, assistant secretary, 
promoted to secretary, personal multiple 
lines; Edgar R. Johnson, assistant secre- 
tary, promoted to secretary, commercial 


multiple lines, and Chapman _ Brown, 
clected assistant secretary. 
Indemnity Insurance Co. of North 


America: John C. Phillips, claims secre- 
tary of North America, elected claims 
secretary of Indemnity; Frederick J. 
Hislop, elected assistant secretary of 
Indemnity and North America, and 
Roger W. Thomas, elected assistant 
secretary of Indemnity. 

Mr. Torrey was born in New York 
City and joined Insurance Co. of North 
America upon graduation from Harvard 
University in 1933. He worked in various 
departments in the home office here for 
several years and has been in the New 
York office as assistant marine manager 
and marine manager since 1947, 

During the early years of World War 
II he was with the War Shipping Admin- 
istration as director of large vessel pro- 
curement. From 1943 to 1946 he served 
in the U. S. Coast Guard as a lieutenant 
commander. 

Mr. Torrey is a director of the Ameri- 
can Institute of Marine Underwriters, 
the Board of Underwriters of New York 
and the National Cargo Bureau. He is 
treasurer and secretary of the Marine 
Underwriters Association and chairman 
of the marine committee of the National 
Fire Protection Association. 





Collier Vice President 

The Reinsurance Corp. of New York 
announces promotion of Gerrit S. Collie: 
from secretary to vice president. Mr. 
Collier, a Dartmouth graduate and a 
Chartered Property and Casualty Under- 
writer, entered insurance in 1945 with 
the Hartford Fire and_ subsequently 
acted as a special agent for the Auto- 
mobile Insurance Co. and the American 
Insurance Co. before joining the Rein- 
surance Corp. in 1951. 
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NYFIRO Fights Allstate 


Proposal for Deviation 


The New York Insurance Department 
held a hearing Tuesday on application 
of Allstate Insurance Co, of Illinois to 
write non-residential fire risks in New 
York State at rates 15% below manual 
rates. The company became a subscriber 
of the New York Fire Insurance Rating 
Organization for those lines in June. 
The application for the 15% deviation 


was strongly opposed by the _ rating 
organization. 
The rating bureau, through Senator 


Abraham Kaplan, counsel, argued that 
Allstate is not entitled to any deviation 
because it has not written the commer- 
cial business long enough to build up 
creditable experience. NYFIRO feels 
there should be at least five years’ ex- 
perience before application for a rate 
deviation can be made. Allstate con- 
tended that it has sufficient experience 
to warrant the deviation. George Kline 
was counsel for Allstate. 

Deputy Insurance Superintendent Ar- 
thur F. Lamanda presided at the hearing 
which was adjourned to a later date not 
yet fixed. 





Mutual Agents’ Panel 
On Mass Merchandising 


The mutual agents of America plan to 
look the question of mass merchandising 
squarely in the face when William 
Woodland of Boston, editor of “The 
Standard,” moderates a panel on the 
subject, “Mass Merchandising versus 
Account Selling.” The panel will be a 
feature of the 27th annual convention 
of the National Association of Mutual 
Insurance Agents at the Commodore 
Hotel, New York City, October 20-22 

Hugh H. Murray, Jr. of Raleigh, N.C, 
past president of. the American Institute 
for Property and Liability Underwriters 
Inc. and Henry K. Duke of Cumberland, 
Md., CPCU, will speak on behalf of “Ac- 
count Selling,” while Harry E. Uhler o! 
Baltimore, CPCU, and Ralph B. Williams 
of Kansas City, immediate president 0! 
NAMIA, will offer the benefit of their 
experience in “Account Selling.” 

Claude P. Coates of Fort Worth, 
exas, will preside over the three day 
mutual agents’ convention. Earl A. Lamb 
of New York City is convention chait- | 
man. | 


Philip W. Barnes Dies 


Philip W. Barnes, former vice pres! 
dent in New York for the Fire Associa 
tion of Philadelphia—now the Reliance- 
died suddenly September 8 at his home 
in Short Hills, N. J. He was 67 years old 
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New Jersey Association Of Insurance Agents, Atlantic City, September 8-9 





A oma Commissions, NAIA 1959 Ad 


Campaign Top The Discussions 
By Eucene G. Downey 


Atlantic City, N. J., Sept. 9—The 65th 
annual conference of the New Jersey 
Association of Insurance Agents which 
closed at the Hotel Traymore here this 
afternoon was incident filled. It saw the 
unveiling of plans for the 1959 advertis- 
ing program of the National Association 
of Insurance Agents; vigorous discussion 
of the vital topic of agents’ commissions 
on auto liability business; the inaugura- 
tion of a press conference with promi- 
nent members of NJAIA executive com- 
mittee giving press reporters a chance 
to get valued views on current problems, 
and also the election to president of 
NJAIA, of Milton H. Grannatt, Jr. 

Though the NAIA ad campaign nat- 
urally created a great deal of interest 
for the producers, the convention pro- 
gram was geared to allow full discussion 
of the automobile commission question 
which is, for the agent at least, the heart 
of the production cost allowance factor 
in the filing of rates. 

Milton H. Grannatt, Jr., of Trenton 
was elected president of NJAIA, suc- 
ceeding Henry A. Franz of Clifton. Mr. 
Grannatt, whose family is widely asso- 
ciated with insurance industry, will head 
the association through a term that will 
see important developments in the auto- 
mobile insurance commissions area, de- 
velopment of ideas to combat direct- 
writer competition in the same market, 
and the continued implementation of 
Road Aid, New Jersey Agents’ demon- 
stration of the high degree of service 
which the independent agent can offer 
his insureds. 

A well-known figure in educational 
endeavors Ira F. Weisbart of Newark 
was elected chairman of the NJAIA 
executive committee, a position that is 
in effect president-elect, the holder 
usually proceeding to the presidency 
for the following term. 

Roy H. MacBean of Westfield was 
re-elected to his third term as state na- 
tional director. He has become on a 
national level one of the better-known 
figures among insurance agents. Bio- 
graphical and insurance career informa- 
tion on President Grannatt and Mr. 
Weisbart appear elsewhere in this issue. 
_ The New Jersey Association indicated 
its complete desire to allow its member 
agents freedom to negotiate their own 
contracts with the companies. In a panel 
discussion this morning entitled “Agency 
Economics,” which was followed by a 
keen question and answer session, it 
was suggested that NJAIA set up an 
advisory committee to help “smaller 
agencies who might not be in a position 
strong enough to bargain with the com- 
panies as successfully as larger agen- 
cies.” This suggestion was favorably 
received by those present. 


Agency Economics Discussed 


Participants in the panel. evenly mod-. 
erated by outgoing NJAIA President 
Henry A. Franz, were Milton H. Gran- 
natt, Jr. Rov H. MacBean, and H. Earl 
Munz, CPCU. Mr. Grannatt revealed 
answers of a questionnaire on the pres- 
ent market, especially the whole ques- 
tion of placing automobile lines; Mr. 
MacBean stressed the imvortance of 
agents knowing the state of their busi- 
ness from an accountancy viewpoint so 
they can fully understand their working 
expenses and therefore what return they 


| Tequire from the lines they sell. Mr. 


unz emphasized the inter-dependence 


of agents and companies and the value 


of essential conferences between com- 
pany heads and the producers’ repre- 
sentatives. 

The press conference, held for the 
first time, saw President Henry Franz, 
Messrs. Milton Grannatt, Ira F. Weis- 
bart and Sol S. Holland sit in for ques- 
tioning by the press. The session, an 
opportunity appreciated by reporters, 
opened with a discussion of the job of 
the NJAIA’s special committee on ‘com- 
missions, which is expected to report 
in 60 days. 

Mr. Franz indicated the association’s 
conservative attitude on the question of 
commissions, which this day and age as 
a subject essentially means commissions 
on automobile liability, by: stating it is 
desirable that companies and agents each 
be prepared to give a little in resolving 
the issue. 


Discussed at Press Conference 


The questioning brought out these 
points: NJAIA officers feel there is 
more to the production expense alloca- 
tion in a filing than agents’ commissions 
—there is also the companies’ profit 
factor; that the companies should re- 
view this portion of their filings and 
the agents should fairly adopt the view, 
of payments for services rendered for 
the company, and by inference compa- 
nies pay the man worthy of his hire. 

The question of company expense led 
to company operations. Mr. Grannatt 
commented on the changing character 
of the home office fieldman. The home 
office specialist, he believes, is becom- 
ing somewhat outmoded as he cannot 
answer the needs of agents regularly 
writing divergent fire and casualty lines 
day to day. “The fieldman’s services are 
not needed as much by the multiple line 
agencies,” he declared. 

The agents believe economies could be 
effected by elimination of duplication of 
work done by field forces and the home 
office of the companies. 

Asked if compulsory auto insurance 
would become a matter of fact in New 
Jersey, Mr. Franz said NJAIA had been 
successful in defeating such legislation 
to date. Did he believe this position 
would continue? “Yes,” he answered, 
“if industry men in neighboring states 
such as Pennsylvania and Delaware ac- 
tively oppose compulsory moves.” But 
he doubted that New Jersey could hold 
the line if its neighbors collapsed; pub- 
lic demands of “if they have it why can’t 
we have it” might become too great. 

In answer to questions about condi- 
tions for placing the agents’ business, 
Mr. Franz said New Jersey agents found 
difficulty with placement of general auto 
liability lines, and hotel and boarding 
house lines in Lakewood, N. J., where 
companies will not take certain types 
of insurance. 


Present Bowen Award at Banquet 


President Franz presided at last eve- 
ning’s banquet which was honored by 
the attendance of New Jersey Commis- 
sioner of Banking and Insurance Charles 
R. Howell. Also on the dais were James 
R. Matthews, director of advertising for 
NAIA; Herbert Brewer, president, New 
York State Association of Insurance 
Agents, and George E. Grotz, National 
Safety Council. 

Mr. Howell was warmly greeted. He 
noted that this was the fourth year he 
and his wife Inez have attended the 
banquet. Indeed, it should be noted that 
Commissioner Howell takes a keen in- 
terest in proceedings at general sessions 
of NJAIA conferences. In brief remarks 
he complimented the association on its 


agents’ qualification act and cited the 
role played by Henry G. Mather in 
preparing this legislation for passage in 
New Jersey. It will, Commissioner Howell 
said, be good for the business and for 
the insuring public. He expressed con- 
fidence that NJAIA “will be a force in 
this business for many years to come.” 

At the first session, yesterday morn- 
ing, James R. Matthews, director of ad- 
vertising for NAIA, revealed the weight 
of the agents’ ad campaign for 1959 in 
a big effort to defeat the competition of 
direct writers. 


Matthews on 1959 NAIA Ad Plans 


Mr. Matthews showed that the bulk 
of 1959 campaign funds will be “chan- 
neled” into television advertising. De- 
pendent on the amount of funds avail- 
able, magazine and Sunday-supplement 
ads are also contemplated. The NJAIA 
meeting was shown a film to demon- 
strate the form of the 1959 program. 
Appearing on the film were Joseph A. 
Neumann, Jamaica, N. Y., chairman of 
the NAIA ad committee, Louie E. Wood- 
bury, Jr., president of NAIA, and Archie 
M. Slawsby, vice president and executive 
committee chairman of NAIA. All urged 
the agents to support the campaign to 
the fullest, and get the best out of their 
investment by utilizing tie-in ads. 

Prominent figures who will help show 
the public the merits of insuring through 
independent insurance agents include 
H. V. Kaltenborn, distinguished news 
analyst, and Donald I. Rogers, financial 
editor of the New York Herald Tribune. 
Two famous sports figures, Stan Musial, 
St. Louis Cards baseball star and Gene 
Sarazen, one of the greatest personali- 
ties in golf, will also appear on TV pro- 
grams for NAIA. 

The reason for choosing these widely- 
known figures, Mr. Neumann said, is 
“that people are more likely to be con- 
vinced that they should buy their insur- 
ance through an independent agent if 
they hear about the advantages from 
someone who is an authority, or some- 
one who is eminent enough for them to 
trust... . All of these men have earned 
the respect Of the average American man. 
Also, they are mature enough to make 
their advice worth listening to. Many of 
them are authorities.” 

The ads will emphasize the advantage 
the independent agent has over direct 
writer companies—personal service. The 
television schedule envisions two plans— 
one for public relations, and one for 
advertising. Mr. Neumann elaborated on 
these. 

A 12-minute motion picture entitled 
“Your Career in Insurance” will be of- 
fered to TV stations as a public service 
feature. It is believed the film will be 
accepted widely for showing to the public 
over TV. Contributors to the campaign 
will have the film available for showing 
to such groups as Lions and Kiwanis, or 
groups interested in insurance prospects. 
The reason for investing the largest part 
of the NAIA ad budget in TV is that 
85% of U. S. homes have television, 
giving tremendous impact. 

It has been decided to choose an eve- 
ning news program, “among the highest 
rated TV shows, out-drawing such pro- 
grams as Lawrence Welk, Disneyland 
and I Love Lucy. There is one program 
that fits these requirements,” Mr. Neu- 
mann declared. “It is ‘The News of the 
World and of the Nation.’ ” 


Individual Agent’s Role 


He continued: “The commercials them- 
selves will be of two kinds. Some will 
be similar to the accident commercials 
we used previously in 1958. Others will 
be endorsement commercials. 

“The number of times these commer- 
cials will be shown in your community 
depends on you. The number of times 
the National Association will sponsor 
these news programs in your state de- 
pends upon how much money is raised 
in your state.” 

The NJAIA meeting got these further 
details. “The minimum number of one- 
minute commercials to be shown in any 
state will be 26. These 26 commercials 


Seatile Public Library 





will be shown once a week for two 13- 
week cycles if your state raises up to 
60% of its share of advertising funds. 
But if your state raises over 60% of its 
share of advertising funds, you get 13 
more programs. In other words, you get 
50% more television. If you raise 80% 
of your share in your state you will re- 
ceive 19 additional programs—averaging 
a program a week for 45 weeks. 

“If your state raises 100% of its share, 
the amount of television programming 
received by your state will be increased 
100% for a total of 52 programs or an 
average of one program every week. 

“Your national advertising program is 
designed to meet the national advertis- 
ing of your direct writer competition. 
But we want to do more than just meet 
the competition, we want to beat them.” 

Every contributor to the NAIA cam- 
paign will receive completely new bill- 
board posters, a selection of newspaper 
mats, a booklet on auto insurance for 
distribution to customers and prospects, 
and other advertising ideas including a 
program of classified telephone directory 
advertising. 

Mr. Slawsby urged agents to invest 
their fair share in this movement “which 
is dedicated to and designed to protect 
your future against the onslaughts of 
direct writers. 

“We hope you will make plans to sup- 
port our national advertising with your 
own. We know you will want to identify 
yourself with the Big ‘I’ to indicate that 
you are the Independent Insurance 
Agent of whom the shouting is about! 

“Only if you are an investor in the 
1959 program will you receive the wealth 
of tie-in advertising materials and mer- 
chandising ideas,” he warned. 

“Take full advantage of this oppor- 
tunity to advance your agency’s interest. 
Your investment in this national adver- 
tising program will pay you big dividends 
in prestige, local impact, and strength- 
ened agency position, and assist you in 
your competitive fight for business,” 


Agency Economics Panel 


The “Agency Economics” panel aroused 
the liveliest interest this morning. NJAIA 
members had been asked to fill out a 
questionnaire containing information 
about their business practices and what 
improvements they believe could be made 
in their operations with regard to com- 
panies. Mr. Grannatt emphasized that 
answers were received from only about 
10% of the full NJAIA membership, but 
even at that there were divergent opin- 
ions of what agents wanted. 

Roy H. MacBean delivered an informa- 
tive commentary on “Bob. Battles’ 
Primer,” which Mr. BacBean urged 
agents to read and re-read. Robert E. 
Battles, past president of the NAIA 
wrote this primer some months ago, and 
it is considered a handbook for the inde- 
pendent agent on the operation of an 
agency. Mr. MacBean, having read the 
Primer several times and he said gained 
something more each time, brought out 
18 principal points of interest. 

A full report of Mr. MacBean’s com- 
mentary and the remarks of the other 
panelists will appear in The Eastern 
Underwriter, September 19. Mr. Mac- 
Bean also presented results of an analy- 
sis he made in his own agency based on 
figures for the fiscal year ended June 30. 

At this closing session Mr. Franz told 
the members that the automobile com- 
mission question is receiving careful 
study from a committee appointed for 
that purpose. If necessary, he said, 
NJAIA will call a extraordinary meeting 
of the membership to discuss the problem 
at a later date. “We can help you but 
we cannot bargain for you,” concluded 
President Franz. 

Mr. Jim Matthews of NAIA at the 
closing luncheon presented the Wilson 
Cup awards for public relations work. 
The entries, he remarked, testify to the 
excellence of the programs bei:g carried 
out by the county associations. Bergen 
County won the trophy. with Hudson 
County second, and the Passaic Associ- 
ation third. 

(Continued on Page 46) 
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General Lines Agents Need Life 
Insurance Business NJAIA Told 


Marshall B. Simms, Multiple Line Director, Continental Assur- 
ance Tells Why; Shows Agents How to Pick 


a Life Insurance Co. to Build Business 


Atlantic City, N. J., September 9— 
Producers attending this morning’s ses- 
sion of the New Jersey Association of 
Insurance Agents 65th annual conven- 
tion were informed of the advantages, 
indeed the need nowadays, for general 
lines’ agents to handle their clients’ life 
insurance needs. The speaker, Marshall 
B. Simms, director of multiple line de- 
velopment for Continental Assurance, 
discussed important aspects of the busi- 
ness “In Days Like These.” 

He declared: “Although you may not 
be particularly interested in the addi- 
tional income from life insurance, it is 
your obligation or duty—in fact a pleas- 
ant duty—for you to tell your client 
about life insurance. Furthermore, the 
addition of life insurance to the ‘insur- 
ance service’ you offer is a means of 
protecting your present accounts—indi- 
vidual as well as industrial. 

“Think of all the fire and casualty 
companies that have gone into the life 
business. Your fire and casualty com- 
petitors are in the life business now— 
no ‘ifs,’ ‘ands’ or ‘buts.’ Life insurance 
can increase both sales and net earn- 
ings—it will help, at least, offset losses 
caused by direct writer competition. 
And, it will help stop ‘profit leaks’ and 
keep you ahead of increasing overhead 
costs,” he told the audience. 

Mr. Simms indicated that not all the 
business problems — particularly of a 
service business like insurance—are at- 
tributable simply to “Days Like These.” 
A lot of the trouble has arisen, he said, 
“because we have forgotten a lot of the 
basic fundamentals and because we have 
become so complacent, lethargic, success- 
ful and affluent that we have stored our 
‘independent abilities’ behind the door. 


Putting Life in the Agency 


“You have to see them—tell them— 
show them—sell them ... and you have 
to be there, using your God-given tal- 
ents. You should be in full possession 
of all your ‘independent abilities’ and 
use them. Above all, get off your big 
fat renewals—put some life in your 
agency.” 

Mr. Simms pointed out that clients 
particularly commercial accounts are 
now examining their insurance coun- 
selors to “determine the management 
depth.” Agencies which have _ not 
bothered to add young manpower have 
lost sizeable insuance accounts they have 
been servicing for years. The speaker 
reinarked on this point: “I don’t believe 
that the average man starting a business 
does so with the. ultimate purpose in 
mind of building a monument to _ his 
memory; but looking at it from purely 
a practical standpoint anyone who has 
developed an agency volume sufficient 
to provide an average or better than 
average standard of living, should be 
giving serious thought to agency per- 
petuation. Aside from many selfish mo- 
tives, it is just darn good business for 
any one to have a second line of de- 
fense—particularly ‘in days like these.’” 

The insurance agent, Mr. Simms sug- 
gested, should consider what would 
happen to his agency in case he should 
die. Has he an up-to-date will? If he is 
a partner what will happen to ‘his inter- 
est in the business? These matters are 
deserving of the independent agents’ 


serious attention. 

The speaker then turned to other and 
more pressing problems; the downward 
trend in multiple line premiums’ due to 
new package policies, inroads being made 





by direct writers and other competition, 
and against this, ever-climbing agency 
costs. Mr. Simms proposed life insur- 
ance as a means to, at least, achieve some 
semblance of balanced production. 

“Whether you are just beginning to 
recognize this as a potential problem, 
or are already face to face with the 
reality of it, I think you should deter- 
mine what life insurance can do toward 
providing a solution,” Mr. Simms told 
the agents. 

“Tt is not so much a question as to 
what you may think about a general 
lines agency doing a life business but, 
more important, the fact that competition 
is going to force you into writing life 
insurance in order to protect your busi- 
iness,” he declared. 


The Union of Life With General Ins. 


There is no longer a question whether 
there can be a profitable union between 
life and general insurance, Mr. Simms 
indicated. Today it is an accomplished 
fact, and these are examples of fire- 
casualty companies which have gone into 
the life insurance business: 

1. Allstate Life formed by Allstate, 
2. Colonial Life acquired by Federal 
in an exchange of stock, 3. Fidelity 
Zankers Life formed by the Markel 
Group, 4. Fidelity Life Association affili- 
ated with the Kebper Group, 5. General 
Life formed by the General of Seattle, 
6. Hartford Life formed by the Hartford 
Fire Group. 

7. Life of North America formed by 
Insurance Company of North America. 
8. Motor Club of America Life formed 
by Motor Club of America, 9. Safe- 
guard Life formed by Safeguard of 


London & Lancashire Group, 10. Peo- 
ple’s Life—control purchased by the 
Home, 11. Security-Connecticut Life 


formed by Security of New Haven, 12. 
Western Life acquired by St. Paul Fire 
and Marine by an exchange of stock. 

He predicted that if the present trend 
continues one can expect to see “thou- 
sands of fire and casualty agents and 
direct writers enter the life insurance 
field with great zest and zeal” and prob- 
ably at the expense of the agent who 
fails to shop promptly for life insurance. 
“When some life companies iron out some 
legal wrinkles they will form alliances 
with fire and casualty companies and 
then you'll be in double trouble,” he 
warned the agents. 

Continuing, Mr. Simms said that many 
general lines producers are asking these 
questions: 

“Where do I look for an increase in 
both sales and net earnings?” 

“How can I offset losses in business 
caused by the competition of direct 
writers ?” 

“How do I meet the problems of profit 


leaks and keep ahead of overhead 
losses ?” 
About Gen’! Lines Agent Entering Life 


Insurance 


Mr. Simms revealed that Continental 
Assurance is currently obtaining 80% of 
its new. Ordinary business through fire- 
casualty agents. He. devoted consider- 
able time discussing the entrance of the 
general lines agent into selling life in- 
surance. 

Roughly 50% to 80% of the life under- 
writer’s time is spent prospecting, a task 
already accomplished by the general 
lines agent. His clients are already doing 
business with him.. They know and trust 
him and he knows his client’s needs, his 


age, income, business, family and prop- 
erty status, and in general where his 
client is headed. He has already estab- 
lished prestige and confidence. The client 
knows him and is willing to receive the 
counsel of his general lines agent. 
Choosing a life company, as a fire-cas- 
ualty producer, Mr. Simms had these 
suggestions: “I would select one which 
is dedicated to save my time, help me to 
serve my clients and increase my income. 


Time cannot be saved by representing 


a company that is lukewarm to a general 
line philosophy, a company that isn’t in 
complete harmony with the fire and cas- 
ualty producer or a company that does 
not have a sympathetic understanding of 
the fire and casualty man’s problems and 
his method of operation. 

“A good life insurance company is 
valuable not only because of its size, 
stability and traditional background— 
but because of some unusual quality in 
its service, which should enhance your 
prestige in your community. 

“Td want a company with an un- 
paralleled record of growth and progress 
along with stability. I’d try to choose 
a company offering unlimited life insur- 
ance sales facalities. 


Facilities Required of Life Co. 


These facilities should include the fol- 
lowing: The broadest selection possible 
of Ordinary policies, perhaps both par- 
ticipating and non-participating, All 
forms of Group insurance. Pension 
plans (preferably tailor-made plans). A 
wide range of age limits (some com- 
panies have 0-75), A progressive under- 
writing department (it means more pol- 
icies issued and a better break for 
clients). Maybe non-medical within 
reasonable limits. 

Life insurance need not be compli- 
cated, he said. The life company should 
build its service on simplicity. Stream- 
lined applications — simplified manuals. 
Special sales aids make the sales job 
in life so easy. 

“A company offering self-contained 
sales package plans eliminates the need 
tor rate manuals and figuring and learn- 
ing sales presentations. 

“Short ‘punchy’ sales packages! <A 
company furnishing premium ‘stuffers’ 
and other material to bring in business 
—that will build my office as a Life 
headquarters,” he declared. 

Continuing his valuable advice, Mr. 
Simms indicated his preference for the 
general lines agent, rather than seeking 
a general agent contract, to join a life 
company with a well equipped local 
agency office, staffed with experienced 
life insurance sales engineers. The staff 
should have a reputation for progressive 
thinking, action and competitive spirit, 
and a staff with the philosophy of “how 
much can we do for you.” 

He further told his audience: “If you 
have made a connection with a good 
company geared to cooperate with fire 
and casualty men and represented by 
well managed professional life insurance 
men in a local agency or branch office, 
every last one of them will break his 
neck to help you get started. They first 
will set about getting you licensed and 
enroll you in a basic life insurance 
course—a Licensing Course—so to speak. 
You can complete it as ‘home work’ if 
you wish. Actually, the best place to 
learn is through a training class espe- 
cially designed for fire and casualty 
agencies, No fee should be charged and 
you should get full brokerage commis- 
sions, 

“By this time you have discovered 
that there really isn’t so much mystery 
to the life insurance business as you 
thought there was—and you ate on your 
way with the counsel and guidance of a 
local general agent or manager, After a 
while, you will be discussing life insur- 
ance with your clients forcibly and con- 
vincingly.” 

During his 35 years with Continental 
Assurance, Mr. Simms said the company 
has not deviated from the premise 


* 


adopted by its founders in 1911—that 
general insurance. men could profitably 


QUALIFYING REVISIONS 


Mather Tells Convention of Leading 
Features of New Law, Including 
Education and Enforcement 
Atlantic City, N. J., Sept. 8—Past Pres- 
ident Harry G. Mather, as chairman of 
the agents’ qualification committee, re- 
ported on passage into law in June of 
the association’s qualification bill amend- 
ing and improving the licensing law. The 
major objectives of this new law are as 

follows: 

1. To establish a program of studies 
by regulation of the Commissioner, to 
be completed by the applicant prior to 
the examination presently required. 

2. To strengthen the restrictions goy- 
erning the payment of commissions to 
other than a licensee. 

3. To grant the Commissioner addi- 
tional reasons and powers for suspend- 
ing and revoking licenses. 

4. To provide the Commissioner with 
additional powers to conduct investiga- 
tions, interrogate licensees, issue sub- 
poenas, and compel witnesses to answer 
at any hearing. F 

“At the present time our committee,” 
said Mr. Mather, “is in the process of 
ascertaining the available educational 
facilities in our New Jersey schools; 
also, we are compiling data concerning 
the courses currently available at insur- 
ance company schoo's. This information 
is being compiled for the Department of 
Banking and Insurance which, from the 
very beginning, has given us to under- 
stand that we will play a major role 
in establishing the required program of 
studies. 

“Our association feels that the pas- 
sage of this bill constitutes a major 
achievement in the insurance industry. 
Not only is the educational feature of 
great importance, but the other provi- 
sions, granting the Department addi- 
tional powers for enforcing the law, will 
prove beneficial to the agents, the com- 
panies and the general public.” 








Catastrophe Committee 


Sees Company Confusion 


Atlantic City, N. J., Sept. 8—Some 
criticism of company procedure in hand- 
ling claims of a catastrophic notar 
was contained in the report of F. A 
Hoadley, chairman of the catastrophe 
committee of the New Jersey Association 
of Insurance Agents. He told the con- 
vention today it is fortunate no catas- 
trophes have occured in the last two 
years. In event of a disaster he foresaw 
action by the agents’ county committee 
and “it does not appear that there would 
be any difficulty in starting action by 
the various committees, with the state 
committee acting in a liaison and: direc- 
tive capacity in conjunction with the 
field clubs. 

“However, your chairman is in some 
doubt as to the cooperation and assist 
ance that will be rendered by the various 
companies. It is becoming increasingly 
plain that each company determines Its 
own individual policy towards loss settle- 
ment and procedures, and through this 
attitude, confusion is becoming more and 
more prevalent during severe storms an 
other accidents of a catastrophe nature. 

“Your chairman will, in all likelihood, 
call a meeting of the entire state com- 
mittee, including all the local boards 
some time after the convention to detet- 
mine what action can be taken to allevi- 
ate this situation.” 


— 





and effectively handle the life insurance 
needs of their clients. The punchline 
—proving “the company’s theory was 
given by Mr. Simtms- who’ said that ™ 
35 years Contitiental Assurance grew 
from $40 million in forcé to $5. billion, 
and that over 80% was developed by 
general lines agents. 
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International Marine Union Meeting 


(Continued from Page 1) 


AIU and chairman of the Council’s Cargo 
Loss Prevention Committee, reported 
that poor packing continues to be a 
source of heavy commercial losses. He 
urged shippers to exercise greater care, 
io provide detailed packing lists and 
urged port authorities to weigh merchan- 
lise leaving their premises to cut down 
on pilferage. 

Godwin on Nuclear Powered Ships 
Still unresolved in the field of nuclear 
powered vessels is the problem of lia- 
bility for damage caused to the ship’s 
cargo, passengers, crew and to external 
property and persons, Richard P. God- 
win, nuclear projects officer of the Mari- 
time Administration and chief of the 
maritime reactors branch of the Atomic 
Energy Commission, declared at Salz- 
burg. 

He explained to the council of the In- 
ternational Union of Marine Insurance 
that existing marine insurance is ade- 
quate only to cover the owners of the 
ship itself and the cargo it carries 
against physical loss or damage resulting 
from a nuclear incident. Attending the 
conference were marine insurance under- 
writers from 28 countries. 

Mr. Godwin said that the American 
Institute has been contributing its tal- 
ents to the solution of the problems of 
liability coverage for nuclear vessels. His 
topic was “The Impact of Nuclear Pro- 
pulsion on Merchant Shipping.” He dis- 
cussed the N.S. Savannah, the world’s 
first nuclear powered merchant ship cur- 
rently under construction and scheduled 
for completion in 1960. 

Suggests International Convention 


As an “adequate’ solution to the lia- 
bility insurance problem, Mr. Godwin 
suggested an international convention of 
the major shipping nations of the world 
to establish a uniform standard so that 
ship operators of any nation would know 
their rights and liabilities. 

Until an international agreement is 
reached, the A.E.C. official said, the op- 
erator of a nuclear ship will in all prob- 
ability be “forced to look to his govern- 
ment for indemnity for those nuclear 
incidents resulting in public liability 
which would be in excess of the opera- 
tor’s financial abilities to assume risk.” 

He pointed out that the United States 
Congress passed Public Law 85-602 in 
August which provides up to $500 million 
of indemnity to the builders and opera- 


tors of the N.S. Savannah for each 
nuclear incident which involved third 
parties. He told the maritime insur- 


ance men that they “will occupy a pivotal 
position in the future development of 
Private nuclear ships.” Mr. Godwin pre- 
dicted that in the “near future” nuclear 
ships will become economically practical 
and thus will be constructed in relatively 
large numbers. 

He also said that he saw a trend 
toward larger vessels with a greater in- 
stalled nuclear power capacity than their 
conventionel counterparts. Moreover, he 
said, there will be. a trend towards 
greater remote operation of the nuclear 
Propulsion plant, improved handling and 
oading equipment, and greater integra- 
tion of land-sea transportation systems. 

Sees Nuclear Ships Becoming Less 

Costly 

Mr. Godwin gave several reasons why 
he believed nuclear ships would become 
less costly. He explained that because 
the industry is still in a pioneering stage, 
the Savannah was built with a higher de- 
Sree of flexibility than will be found 
in future vesels. 


He also noted that since the Savannah 


is the first ship of its kind, a large: num- 
er of the components had to be newly 
designed. He said the propulsion. plant 
or a second ship would cost-only about 
© as much as that of the prototype. 
he International Union of Marine In- 
surance is composed of marine insurance 
underwriters _from_ most of the major 
paritime ations. It serves as a forum 
or the discussion of technical problems 
tien ke interest to marine insurance 
: ‘rom various countries. Among 
aise represented at Salzburg—in 
addition to the United States—were 


Great Britain, India, Israel, Norway, 
Pakistan, Sweden, Turkey, Belgium, 
Switzerland France, Germany, Holland, 
Italy and Denmark. 
Pease on Hull Values 

With the earning power of ships and 
their world market value in serious de- 
cline, many shipowners are making large 
reductions in their hull values for insur- 
ance purposes in some instances as much 
as 25-to-50% off expiring values. Such 
reductions—particularly on marginal ton- 
nage—are “drastic in the extreme.” 

Paradoxically, the prices of goods and 
services continue to rise, including steel 
and wages of shipyard workers, while the 
upward trend in repair costs may be 
temporarily arrested in consequence of 
the shipping depression, a real decline in 
the cost of repairs is not anticipated. 

Madoe M. Pease, president of, the 
American Institute of Marine Under- 
writers, made this observation last week 
before the council of the Union. In ex- 
treme cases, he explained, this reduction 
in insured values makes it possible to 
declare a constructive total loss with 
payments of the increased value insur- 
ance, even though the casualty would fall 
far short of such a claim if the vessell 
was valued at near its replacement cost. 

To minimize these situations, he con- 
tinued, underwriters in the American 
marine insurance market are increasingly 
coming to the conclusion that insurance 
should be placed entirely on the hull 
when the aggregate value for total loss 
purposes reaches a critically low level. 
He termed this a-S‘logical and proper” 
approach to the problem. 


Problem of Small Claims 


Mr. Pease also commented on the mul- 
titude of small claims and discussed the 
advisability of increases in the fran- 
chise to a point where it would, as it 
did 30 years ago, eliminate small damage 
losses, most costly to adjust than essen- 
tial in protection. 

The American practice of studying 
five-year loss ratios on both an actual 
and an “as if” basis was described as 
a valuable underwriter’s tool bringing 
clearly into focus adverse trends and 
practices requiring attention as well as 
favorable trends in past loss ratios which 
can be given appropriate recognition. 

Before the same organization, John 
T. Byrne, chairman of the council’s com- 
mittee on freedom of insurance, and a 
member of AIMU, reviewed the develop- 
ments of the past 12 months. On the 
credit side he reported that the United 
States government has negotiated trade 
treaties with six countries which con- 
tain a provision prohibiting restrictions 
on the placing of marine insurance be- 
tween the buyer and seller of the sign- 
ing countries, The treaty countries are 
West Germany, The Netherlands, Japan, 
Korea, Nicaragua, and Iran. 


Cuban Restrictions Hit 


On the debit side, Mr. Byrne referred 
to the disturbing action last March by 
the Government of Cuba, calling Decree 
+503 a highly restrictive measure whose 
net effect is to force all purchases in 
Cuba, except those accomplished clearly 
on CIF (cost, insurance and freight) 
terms, to be insured through agents in 
Cuba with companies authorized to do 
business in that country. 

He urged member associations to make 
their views on freedom of insurance 
known to local trade associations and to 
their government officials in charge of 
commercial relations betweent countries. 
He warned that restrictive measures on 
the parts of governments breed more 
restrictive measures. 

“Reinsurance,” he stressed, “cannot go 
on forever absorbing the abuses to sound 
direct underwriting practices.” 


York on Nuclear Problems 


Miles F. York, president of the At- 
lantic Companies of New York, prepared 
a valuable paper on “Marine Insurance 
and Nuclear Power—Some of the Prob- 
lems from the American Point of View,” 
which was read by Emil Kratovil, second 
vice president of the American Institute. 


In his address Mr. York stated: 

“The keel of the ‘N. S. Savannah’ was 
laid at the New York Shipbuilding Yard 
in Camden, N. J., on May 22 and it is 
anticipated that the launching will take 
place toward the middle of 1959. 1 would 
expect that soon thereafter the vessel 
would be fueled and become critical. 
Sometime during 1960 she should be 
commissioned and we will then have the 
first atomic powered commercial steamer 
sailing the seas. 

“I am speaking from the American 
point of view and of the situation as it 
exists in the United States, It should also 
be understood that these remarks repre- 
sent my personal views, atlhough I dare 
say these are shared by most of my 
associates in the American marine mar- 
ket. 

“Any understanding of American prob- 
lems would be impossible without an 
understanding of the Price-Anderson 
Act, which I am told is the first legisla- 
tion passed by any government affording 
indemnification in the event of accidents 
to atothic installations. I will review 
briefly the salient features of this act 
passed by the Congress of the United 
States as an amendment to the Atomic 
Energy Act of 1954. Operating in con- 
junction with the Price-Anderson Act 
are the insurance pools and these will 
also be reviewed. 


Price-Anderson Act 


“The Price-Anderson amendment pro- 
vides in general that as a condition of 
obtaining a license for any commercial 
activity the licensee must ‘have and main- 
tain financial protection of such type and 
in such amounts as the Commission shall 
require to cover public liability 
claims. It further requires that ‘the 
amount of financial protection required 
shall be the amount of liability insurance 
available from private sources,’ although 
under certain circumstances of smaller 
installations, etc., the Commission may 
specify a lesser amount. 

“The financial protection required ‘may 
include private insurance, private con- 
tractor indemnities, self-insurance, other 
proof of financial responsibility, or a 
combination of such measures.’ Beyond 
the amount of financial protection fixed, 
the Commission is required to indemnify 
and ‘hold harmless the licensee and other 
persons indemnified from public liability 
arising from nuclear incidents in an 
aggregate amount for all persons indem- 
nified not exceeding $500,000,000. 

“The act further provides that the 
aggregate liabilities of persons indemni- 
fied shall not exceed the sum of $500,- 
(000,000, together with the amount of the 
financial protection required, and the 
bankruptcy courts are given the power 
to stay payments of claims or executions 
of judgments and to apportion the pay- 
ments to be made to claimants from the 
total indemnification provided,” Mr. 
York said. 

“Even before the Price-Anderson Act, 
American insurers had been urged by 
the government to pool their resources 
to provide maximum coverage against 
public liability arising from atomic oper- 
ations. As a result, the stock companies 
formed a pool, known as the Nuclear 
Energy Liability Insurance Association 
(NELIA), which has now an available 
capacity limit, including reinsurance, of 

500, The mutual companies 
formed a mutual pool, Mutual Atomic 
Energy Liability Underwriters (MAE- 
LU), having a capacity of $13,500,000. 
The maximum capacity of the pools pro- 
vides a combination total limit of $60,- 
000,000. 
Wide Scope of Insurance 


“The insurance provided by the pools, 
as well as the indemnity supplied by-the 
Atomic Energy Commission, is of unpre- 
cedented scope. While the policies are 
issued to a specifically named assured, by 
policy definition the word ‘insured’ in- 
cludes not only the named insured but 
‘any other person or organization with 
respect to his legal responsibilities for 
a nuclear incident.’ 

“The liability of anyone responsible 
for a nuclear incident in respect of a 
named facility is covered, and it has 
been pointed out that even if a passing 
airplane should fall on an atomic installa- 


tion causing an atomic incident, the lia- 
bility of the operator of the plane would 
be covered. The assumption is that if 
an atomic incident occurs someone will 
be liable for the ensuing damage and that 
compensation for that damage will be 
substantially automatic even though in 
form the policy is a liability policy. 

“One of the problems which American 
insurers must consider in writing atomic 
risks is the extent of their prior com- 
mitments to NELIA or MAELU. Most 
if not all of the companies writing marine 
risks are also participants in one of these 
liability pools and many of them con- 
sider that their maximum permissable 
exposure with respect to any single inci- 
dent is thereby committed. Consequently 
some of them do not consider that they 
are in a position to commit themselves 
to additional exposure to the risks of any 
single incident through the writing of 
marine insurance. 

“Tt is probable that in many cases 
rights of subrogation against NELIA or 
MAELWU assureds would reduce such 
double exposure, but they hesitate to 
assume the burdens, risk, and expense 
of the enforcement of such subrogated 
rights, and in some cases subrogation 
might not be possible. 

“On the other hand, since the govern- 
ment plan for indemnity for losses re- 
sulting from nuclear hazards through 
NELIA and MAELU insurance and 
government indemnity is so comprehen- 
sive and practically automatic, a sub- 
stantial question is raised as to the 
needs of assureds for additional protec- 
tion against atomic risks,” continued 
Mr. York. 


Coverage on the Hull 


“The first problem is coverage on the 
hull itself. This will involve, of course, 
both the nuclear powered, as well as the 
conventionally powered vessel. In so far 
as the latter is concerned, it seems un- 
likely that anything particularly chal- 
lenging will be encountered. It is true 
that there will be some additional haz- 
ards to contend with in this period of 
atomic vessels. 

“The first which comes to mind is the 
risk of collision with a nuclear vessel 
and, if this should result in contamina- 
tion or other damage to the vessel in- 
sured, it would seem to be recoverable 
under the standard hull policy. There 
is also the risk of contamination resulting 
from the explosion of a reactor, whether 
ashore or at sea; presumably this would 
be recoverable under: the standard pol- 
icy conditions. 

“It must be recognized that a catas- 
tropic loss probably could occur in one 
of the world’s great ports but, I think it 
may be assumed that marine under- 
writers will be able to handle the usual 
hull risks on non-nuclear vessels with- 
out difficulty. 

“As respects the nuclear powered 
vessel, however, the situation is some- 
what different. Quite apart from the 
large values which will be involved— 
for atomic plants don’t come cheap—the 
reactor itself probably presents a sub- 
stantial hazard. It is true that for 
some period now atomic submarines of 
the United States Navy have been oper- 
ating with notable success and without 
serious incident. 

“However, in the case of a ship, the 
reactor cannot be physically removed 
from the rest of the vessel as a shore- 
based reactor can be from other valuable 
installations and an accident at sea be- 
comes that much more serious. Never- 
theless, despite these factors, there is 
every reason to believe that the tradi- 
tional marine markets can and will 
assume the cover against the risk of 
physical damage to the vessel itself. 


Problem of Collision 


“It is in the area of collision liabilities 
insured under the hull policy where’ | 
feel the first real: problem arises. This 
comes about by reason of the possible 
pyramiding of liabiilties because of the 
products liability cover on the reactor. 
Probably this will be given by the nuclear 
pools previously mentioned and _ it. is 
by no means inconceivable that there 


(Continued on Page 40) 















Page 34 






THE EASTERN 











September 12, 1958 








Librarian of New York 
Ins. Society Library 





HARRY S. WEEKS 


Athur C. Goerlich, president of the 
Insurance Society of New York, Inc., an- 
nounces appointment-of Harry S. Weeks 
as librarian of the Society’s Library at 
107 William Street. The library, held to 
be the most complete general insurance 
library in the country, has been without 
a head librarian since the resignation of 
Mrs. Ruby E. Breitner several months 
ago. 

Mr. Weeks holds the degrees of Master 
of Science in Library Service from the 
Columbia University School of Library 
Service and Bachelor of Science in Social 
Science from the City College of New 
York. For 10 years he was associated 
with The New York Public Library in 
various capacities. For the last three 
years he was principal assistant librarian 
of the Donnell Library Center, 20 West 
53rd Street, New York City, the largest 
library in The New York Public Library’s 
system of eighty branches. Mr. Weeks 
helped to organize and open this library 


in 1955. Since then he was in charge 
of the Adult Circulation Unit and also 
assisted in the administration of the 
ether nine public service units in the 
Donnell Library. 

He is a member of the American 
Library Association, Special Libraries 
Association, Adult Education Association 


of the U.S.A., and a director of the 
Adult Services Section of the New York 
(State) Library Association. 


Four NAIA Convention 


Speakers Are Announced 


Four more speakers for the annual 
convention of the National Association 
of Insurance Agents in New Orleans 
October 6-8 are announced by President 
Louie E. Woodbury, Jr., of Wilmington, 
N. C. The speakers will be on the “New 
Developments in Insurance” Workshop 
program Tuesday, October 7. 

Harold K. Philips, manager of the 
public relations department of the Asso- 
ciation of Casualty and Surety Compa- 
nies, New York, will speak on “The 
Public Must Be Told—Information Serv- 
ices of the Association of Casualty and 
Surety Companies.” 

Dr. Edwin S. Overman, assistant dean, 
American Institute for Property and 
Liability Underwriters, Philadelphia, will 
address the convention on “Develop- 
ments in x 

Thomas Glavey, vice president, Chase 
Manhattan Bank, New York, will speak 
on “Insurance From a Buyer’s View- 
point.” 

Harry F. Perlet, general manager, 
Multi-Peril Insurance Conference, New 
York, will speak on “The New Con- 
solidated Homeowner’s and Comprehen- 
sive Dwelling Policies.” 





America Fore 


(Continued from Page 30) 


York Board of Fire Underwriters and 
chairman of the laws and legislation 
committee, a director of the Greater New 
York Safety Council, first vice president 
of the Rotary Club of New York, mem- 
ber of the Chamber of Commerce of 
the United States, member of the Feder- 
al Grand Jury Association, vice president 
and a member of the executive board of 
the Manhattan Council of the Boy 
Scouts of America, vice president and 
a member of the board of managers of 
the American Society for the Prevention 


-of Cruelty to Animals, and a member 
of the New York Chamber of Com- 
merce, American Legion and Downtown 
Athletic Club. 

Testimonial Luncheon 

Fifty-eight leading insurance execu- 
tives, bankers and businessmen will at- 
tend a luncheon at the Biltmore Hotel 
in Atlanta today, September 12, to honor 
Mr. Jersey. Mr. Herd will be toast- 
master. 

In addition to America Fore officers 
from the Atlanta office and the home 
office in New York City, officials from 
the following organizations will attend: 
Southern States Chemical Co., Sinclair 
Oil Corp., First Southeastern Corp., 


First National Bank of Atlanta, Citizens 














Great American producers can provide 


overseas coverage for customers who travel 


or do business abroad. For information, 


write to our Foreign Department, AFIA, 
161 William St., New York 38, N. Y. 


“Stavis/ vou /riasee 


a / 
YOUR! MM idipenden 
Insurance /AGENT 


Great American 


GROUP. OF 


INSURANCE COMPANIES 


FIRE - MARINE - AUTOMOBILE - CASUALTY - SURETY 


Great American - 


Great American Indemnity - American National Fire 


Detroit Fire & Marine - Massachusetts Fire & Marine « Rochester American 


x Standard Stock Company Protection * 





& Southern National Bank, Southern 
Freight Tariff Bureau, Retail Credit Co., 
Adams, Holmes & Thorpe, South-East- 
ern Underwriters Association, Under- 
writers Salvage Co., General Adjustment 
Bureau, Hartford Fire, Fireman’s Fund, 
Commercial Union Fire, Aetna Casualty 
& Surety, Reliance of Philadelphia, 
North British & Mercantile and Crum & 
Forster. 


Royal-Globe Advances 
Roberts in Chicago 


The Royal-Globe Insurance Group an- 
nounces appointment of William F. 
Roberts as special representative in 
Chicago specializing in inland marine, 
burglary, glass, ocean marine and avia 
tion insurance. Mr. Roberts, prior to 
his promotion, was an underwriter in 
these classes. He is a graduate o/ 
Upsula College and the Royal-Globe 
training school in New York. 








Research, Development 


Units of Fireman’s Fund 
Establishment of research, develop- 
ment and sales units at the home and 
departmental offices of Fireman’s Fund 
Insurance Company is announced by 
James F. Crafts, president. 

Vice President Woodward Melone has 
been assigned executive supervision of 
The Fund’s home office research, devel- 
opment and sales unit. RDS units at the 
departmental level will be under the 
management of Bradley Palmer, Pacific 
department, San Francisco; Clemens A. 
Fortman, Southern California depart- 
ment, Los Angeles; Charles S. Cooner. 
Eastern department, New York; Cecil 
Pool, Southern department, Atlanta, and 
Tim J. Wilson, Southwestern department, 
Dallas. Further announcements cover- 
ing the appointment of personnel as- 
signed to RDS units in other departmen- 
tal offices will be made as organization 
of these units is completed on a nation- 
wide basis. 


Three Field Changes by 
Buffalo Insurance Co. 

Edward W. Snell has been appointed 
multiple line state agent for central 
New York for the Buffalo Insurance Co. 
He will be in charge of the service 
office located in Syracuse. Mr. Snell 
has had over 18 years of experience as 
a field representative in New York 
State. He has also had experience as an 
adjuster. Mr. Snell, a native of Brook- 
lyn, attended New York University. 

Denzel M. Feweil has been appointed 
multiple line state agent for the In- 
diana-Michigan territory, with head- 
quarters in South Bend. He has had 
over 18 years of experience on the com- 
pany level as salesman and sales man- 
ager in Indiana. He recently has been 
engaged as insurance manager for a 
South Bend, Ind. agency. 

Spencer A. King has been appointed 
multiple line special agent in San Fran- 


cisco. He will work with Robert W. 
Dinsmore, branch manager, northern 
California, in San Francisco. 





Delaware County Agents 


Honor Volunteer Firemen 


The Delaware, N. Y. County Associa- 
tion of Insurance Agents presented a 
first, second and third prize to the 
Volunteer Fire Department in Delaware 
County for the best fire prevention ex- 
hibit at the Walton Fair. Judging was 
done by the firemen and first place with 
a prize of $12 went to Bloomville: sec- 
ond place with a prize of $8 to Sidney 
Center and third prize of $5 went. to 
Bovina with Walton, Sidnev and South 
Kortright receiving honorable mention. 

The Delaware County Association 
which is one of the 62 local associations 
of insurance agents affiliated with the 
New York State Association of Insur- 
ance Agents, plan to make this award 
an annual recognition of the fine work 
being done by the volunteer firemen in 
Delaware County. 
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Robert A. Turner has been appointed 
regional manager of Motors Insurance 
(Corporation in charge of the San Fran- 
cisco region. He succeeds R. W. Schacht 
vho has been transferred to the business 
department of the executive 













relations 
yffice. 

Mr. Turner has been regional man- 
ager in charge of the Detroit region. A 
graduate of Southern Methodist Univer- 
sity, he began his service with Motors 
in 1936 in Shreveport, La. 

Theodore O. Kuhl has been appointed 
regional manager in charge of the De- 
troit region. He succeeds Mr. Turner. 
Mr. Kuhl has been manager of the 
Jackson, Fla., branch office. 

A graduate of Colgate University, Mr. 
Kuhl began his service with Motors 
in 1936 in the Albany, N. Y., office. He 
was promoted to claim examiner in 1946 
and was appointed to the executive office 
staff in 1948 as regional adjuster for the 
New York region. Mr. Kuhl was pro- 
moted to branch manager in 1949. He 
has been manager of the Jamaica, N. Y., 
and Jacksonville, Fla. offices, 





Ralston and Clovis 


Hardy L. Ralston has been appointed 
wanch manager in charge of the Jack- 
sonville branch, He succeeds Mr. Kuhl. 
Mr, Ralston has been manager of the 
Raleigh, N. C., branch. 

Arthur Clovis, Jr. has been appointed 
Mbranch manager in charge of the Raleigh, 
N. C., branch. He succeeds Mr. Ralston. 
Mr. Clovis has been manager of the 
Charleston, W. Va., branch where he be- 
san his service with Motors Insurance 
Corporation in 1935, 

Paul J. Martas has been appointed 


branch manager in charge of the 
Charleston branch, succeeding Mr. 
Clovis. Mr. Martas has been manager 


~ the Johnson City, Tenn., branch. A 





American Underwriters’ 


Gift to London Lloyd’s 


A gift of a suite of table glassware 


rom the American Institute of Marine 
@nderwriters to Lloyd’s was presented 


xy Madoe M. Pease, president of the 
American Institute, in the Lloyd’s Com- 
nittee Room in London on August 26. 
It was received by Sir Walter Barrie, 
hairman of Lloyd’s. 

Mr. Pease congratulated the committee 
wf Lioyd’s on their courageous anticipa- 
Zion in planning the new Lloyd’s build- 

ng. “Confidence based on centuries of 


mxperience,” he said, “enables you to 
Mhallenge unopened chapters of history.” 


Whe entire commercial world would gain 
trength from the action of Lloyd’s in 
mrecting the new building, he said. 

Sir Walter thanked Mr. Pease and 
mhe American Institute for “this wonder- 
ul gift.” There had always been friend- 
ship between Lloyd’s and marine under- 
Writers across the ocean, though there 
vas also healthy competition, he noted. 
_The tableware is of Royal Brierley 
rystal, carrying the Lloyd’s cipher in 
A special design. With Mr. Pease were 
John T. Byrne, Harold Jackson and 
Jwen E, Barker, past presidents of the 
American Institute; Emil Kratovil, 
Becond vice president, and Carl E. Mc- 
Wowell, executive vice president. 





MONTANA AGENTS ELECT 

Ed W. Thomas of Missoula was elect- 
ed president of the Montana Associa- 
ion of Insurance Agents, succeeding 
A. L. LaBar of Billings. John Braun- 
eck of Mile City was chosen vice pres- 
ident and Gardner C. Waite of Bozeman 
‘tate national director succeeding Ever- 
{tt North of Billings. James E. Driscoll 
. Butte was reelected secretary-treas- 
urer, 


Motors Names Several New Managers 


graduate of the University of Michigan, 
he began his service with MIC in 1934 
at the Detroit office. 

Robert C. Johnston has been appointed 
branch manager in charge of the John- 
son City branch. He _ succeeds Mr. 
Martas. Mr. Johnston has been manager 
of the Springfield, Mo., branch. He was 
employed by Motors Insurance Corpora- 
ation in 1939 in Kansas City. 


N. Y. Board Losses Drop 


There were 702 losses for $1,806,255 
assigned in July to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters. This com- 
pares with 894 losses for $2,874,487 in 
July, 1957, a drop of 21.48% in number 
and 37.16% in amount. For the first 
seven months of 1958 Secretary E. C. 
Niver reports 7,971 losses for $17,514,346 
assigned, against 5,477 losses for $17,870,- 
273 assigned in the same period last 
year. The increase of 45.54% in number 


McCORMICK LOSS CHAIRMAN 

J. P. McCormick, assistant U. S. man- 
ager of the Royal - Liverpool Insurance 
Group, has been elected chairman of the 
committee on losses and adjustments to 
the New York Board of Fire Under- 
writers and also a member of the board 
of directors. F. G. Buswell, vice presi- 
dent of the Niagara, is named vice chair- 
man of the committee. 





of claims was accompanied by a drop 
of 2% in dollar volume. 





~ SON- 


é 


ea 


"TV, 


INSURANCE. 





WANT A BETTER BUSINESS TO PASS TO YOUR SON? 





Then build it sound—on the good 


risks— 
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The HOME 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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Property Protection since 1853 
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O’Brien Agency, South Orange, N.J. 
To Merge With Merrill, Applegate 


The oldest established insurance agency 

in South Orange, N. J., the Charles 
O’Brien Co., will merge with Merrill, 
Applegate & Co., effective October 1. 
Established in 1890, next door to the site 
of its present offices at 10 Sloan Street, 
in South Orange, N. J., the Charles 
the J. Charles O’Brien Co. has become 
one of the best-known agencies in the 
area, having represented many leading 
insurance companies for 68 years. Its 
present officers, Mr. and Mrs. Donald 
P. O’Brien and Edmond V. O’Brien have 
continuously managed the insurance busi- 
ness for 32 years. 

In an announcement letter, the O’Brien 
agency said that this move would provide 
more complete insurance service, includ- 
ing life insurance, through the broader 
facilities of the Merrill, Applegate or- 
ganization. It stressed, however, that the 
J. Charles O’Brien company would con- 
tinue its real estate activities as a sepa- 
rate operation. Mrs. O’Brien will con- 
tinue with the combined insurance 
operation at the Merrill, Applegate of- 
fices. 

Merrill, Applegate & Co., under the 
name of its founder, Joseph C. Thoms, 
first came into being in Newark in 
1924. Its present president, Deane W. 
Merrill, CPCU, has been with the firm 
since 1935, and became a partner in 
1946, with the name of the firm then 
becoming Thoms, Merrill & Co. In 1953 
the organization moved to South Orange 
into the quarters it now occupies at 
25 West South Orange Avenue, and in 
1957 the corporate name was changed 
to Merrill, Applegate & Co. The firm’s 
vice president, Frederick S. Applegate, 
CPCU, a former casualty fieldman with 
the Indemnity Insurance Company of 
North America, has been with the firm 
since 1950. 

Both Mr. Merrill and Mr. Applegate 
hold the professional insurance designa- 
tion of Chartered Property Casualty Un- 
derwriter, and both are past presidents 
of the New Jersey Chapter of Chartered 
Property Casualty Underwriters. Mr. 
Merrill is also a past national president 
of the CPCU Society, a past president 
of the Essex County Insurance Agents 
Association, and immediate past presi- 
dent of the South Orange Rotary Culb. 
He also serves on the board of the 
South Orange Community House and is 
Secretary of the Orange Lawn Tennis 
Club. 

Mr. Applegate is the author of sev- 
eral articles published in insurance trade 
journels, is an instructor in advanced 
casualty insurance courses at Rutgers 
University Extension Division, and has 
appeared frequently as a panel speaker 
at insurance educational gatherings in 
Northern New Jersey, New York and 
Connecticut. He is a member of the 
Maplewood Club, and is on the Board of 
Director of the South Orange Rotary 
Club. 

Under the terms of the merger, all the 
mechanical functions and the manage- 
ment of the combined businesses will be 
handled at the present Merrill, Apple- 
gate offices on South Orange Avenue. 
Within a few months, after renovations 


DEANE W. MERRILL 


are completed, the entire operation will 
move into the O’Brien offices at 10 Sloan 
Street. 





PITT AGENCY PRESIDENT 


Heads Rose & Kiernan of Albany; Peter 
D. Kiernan, Jr., Exec. Vice Pres.; 
Vice Presidents Named 
Harry N. Pitt, Jr., executive vice pres- 
ident of the Rose & Kiernan, Inc., 
agency in Albany, N. Y., since 1948 has 
been elected president, succeeding the 
late Peter D. Kiernan, who died July 18. 
Mr. Kiernan’s son, Peter D. Kiernan, 
Jr., has been elected executive vice pres- 

ident and general manager. 

Mr. Pitt, a native of Albany and 
graduate of Albany Academy and Union 
College, joined the firm as a salesman 
in 1925. He was elected secretary in 
1929, a director in 1937, second vice pres- 
ident in 1938, first vice president in 1940 
and executive vice president in 1948. 

Chairman of the Town of Colonie 
Zoning Board of Appeals, he is a di- 
rector of West End Federal Savings & 
Loan Association and Albany Boys Club. 
He also is vice president of the Rose 
& Kiernan Life Corporation. 

Mr. Kiernan, born in Albany 35 years 
ago, was graduated from the Canter- 
bury School and Williams Co‘lege. Join- 
ing the firm in 1946, he was named 
assistant to the president that year, 
elected a director in 1948 and vice pres- 
ident in 1950. He is president of 30 
Lodge St. Inc. and the Rose & Kiernan 
Life Corporation. 

Mr. Kiernan is president of Albany 
Hospital for Incurables, a member of 
the advisory board of St. Peter’s Hos- 
pital, a director of Albany Boys Club, 
Albany Civic Music Association and Al- 
bany Garage and a trustee of Mechanics 
& Farmers Savings Bank. 

Also elected were four new vice presi- 
dents—James G. Kiernan, another son of 
the late Mr. Kiernan; Frank J. Leonard, 
Luke J. Henry and John W. Mielke. 
The last three are former secretaries 
of the firm. 

Two new secretaries, Carl W. Mueller 
and Thomas W. Smith, were elected. 





W. CHARLES TRUNCER DIES 
W. Charles Truncer, 80, retired west- 
ern New York agent of the St. Paul 
Fire & Marine, died August 21 in his 
Buffalo, N. Y., home. He had been the 
St. Paul agent 27 years prior to retire- 
ment six years ago. 





“Joe, see that Jaffe Agency gets this Business Interruption 
line — They sure rate it. An article in their Points & Viewpoints 
about including Leakage on Interruption policies came in handy last 
week. Hit the client just right when I put it to him. 


“T like to do business with the people at Jaffe. They have ideas and 


don’t pull punches.” 





JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 


LZ aZ7,. JOHN STREET, NEW YORK 38, N. Y. BArclay 7-8900 





Inland & Ocean Marine, Automobile, Liability, Compensation, Disability, 
Fire, Burglary, Glass, Bonds, Water, Boiler & Machinery, LIFE 


Walter Beinecke Dies; 
Head of John C. Paige Ci 


Walter Beinecke, 70 years of ag 
board chairman and chief executive { 
the New York insurance brokerage fi 
of John C. Paige & Co., died last weg 
after a long illness. He had been wil 
the firm for 45 years. He joined t 
Paige firm in 1913 when it was 
Boston company, set up its New Yo 
office. and served as treasurer un 
1926 when he became president. 
1953 he assumed the posts held at | 
death. 

Mr. Beinecke was also a director a 
chairman of the finance committee 
the Sperry & Hutchinson Co., one of i 
oldest trading stamp firms. He h; 
served as president of the 920 Fift 
Ave. Corp. sirce its 1948 formation, 

A leading bridge expert, he had beg 
rated as one of the top 10 players 
the world in the 1920s. He was a men 
ber of the International Laws Co 
mittee on Contract Bridge. He al 
was a vice president of the Whist Clu 
which formerly set the rules for bridg 
play in the United States. 

A former student at Yale Universit 
he and his brothers, Edwin J. a 
Frederick W., set up a fund for t 
purchase of books for the Yale Libra 
in 1948. As a long-time summer res 
dent of Nantucket Island, Mass., 
was a founder of the Sankaty He: 
3each Club as well as a former preside 
of th Sankaty Head Golf Club. 

Surviving, aside from his brothe 
are his wife, Mrs. Katherine Sper 
Beinecke; a son; a daughter and fi 
granddaughters. 


Weghorn Backs Courses 
Available to Broker 


In view of changing conditions, t 
insurance industry must be geared 
cover all the problems and _ needs « 
business, according to John C. We 
horn, president of the John C. Wegho 
Agency, Inc. New York City. It 
necessary, therefore, he said, for me 
bers of the industry to “constantly r¢ 
fresh their knowledge of the busine 
and keep themselves educated on ne 
developments.” 

In a speciai letter, just released | 
brokers in the metropolitan area, M 
Weghorn urged them to take advantag 
of industry - sponsored — education 
courses now being offered by the Scho 
of Insurance of the Insurance Socie! 
of New York, Inc. 

He advised brokers that since the Ne 
York State Insurance Department hi 
recently cleared the way for the develoj 
ment of package-policies for commerci 
enterprises the society’s course on Co 
mercial Multiple Lines is especial 
timely. “We are fortunate, indeed, 
have an educational institution supporté 
by the industry, where over 130 cours} 
are available for study,” he said. 


















Alpha Agency Leases 
Space at 123 William $ 


Alpha Agency, insurance underwrite 
has leased the north side store wu 
containing 2,200 square feet of space ! 
the new 26-story air-conditioned offi 
structure recently completed by Ivor } 
Clark and Erwin S. Wolfson, ownel 
builders, at 123 William Street in t 
downtown insurance district. The long 
term agreement was negotiated } 
Robert D. Murdock, vice president 
Charles F. Noyes Co., Inc., broker. 

With the leasing of space to Alp 
Agency and the large ground floor ut 
to Atlantic Bank of New York, @ 
nounced several days ago, the new {4 
office structure is virtually fully rente 
Only one tower floor in the 400, 
square foot building still remains aval| 
able for tenancy. 

Alpha Agency is now at 99 Jol 
Street. The firm will take possession ‘ 
its new space later this year. 
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Pennsylvania Agents 
Hold Annual Meeting 


PRES. GRAUL REPORTS ON YEAR 





Fight on Compulsory Continues; Infor- 
mation Center for State Planned; 
Client Referral Plan in Use 


The Pennsylvania Association of In- 
surance Agents, which recently revised 
ts name to become the Pennsylvania 
fssociation of Independent Insurance 
Avents, held its 69th annual meeting this 
week at Bedford Springs Hotel, Bedford. 
President William J. Graul presided and 
in his annual address reviewed activities 
of the year and outlined some plans for 
the future. 

He told the convention “that pressure 
for compulsory automobile insurance 
continues in Pennsylvania. Although it 
was killed at the last session of the 
legislature, it occupied a considerable 
portion of the time of the president, 
State National Director George Mar- 
graff, Secretary-Manager Frank Moses, 
and several board members. We_ had 
meetings with other associations and 
individuals in an effort to find a work- 
able solution to this problem. We have 
benefited by these meetings and have 
secured information on the effects of the 
law in New York and Massachusetts. 
Our state national director met with an 
all industry committee several times on 
this important topic. At one of these 
meetings one of our members advocated 
a Pennsylvania Insurance Information 
Center, and I am most happy to report 
that every effort is being made to have 
this center in operation in the very near 
future. 

Agent-Company Relations 


“In April our executive committee with 
other committee heads met with William 
Brewster, National Bureau of Casualty 
Underwriters, for the purpose of dis- 
cussing proposed new rate filing that 
may include reduced acquisition cost 
factors. Here we learned more of the 
difficulties the companies were encoun- 
tering. This was a very refreshing ex- 
perience and our executive committee 
was most enthusiastic about agent-com- 
pany relations if future meetings are 
held on the same plane as this one,” 
President Graul said. 

“A committee was formed to study 
road aid to ascertain if the Pennsylvania 
Association could benefit from it. The 
directors decided for various reasons to 
table the plan for the present. 

“Many of our agencies are assisting 
nationally in the flat cancellation survey 
presently conducted as well as_ the 
agency costs survey being conducted by 
the agency management committee ably 
chairmanned by Pennsylvanian Floyd 
Rice of Warren. Two other Pennsyl- 
vanians are members of national com- 
mittees. Seymour Nogi of Scranton is 
on the educational committee and State 
National Director George J. Margraff 
of Philadelphia is on the finance com- 
mittee. 


Regional Chairman, NAIA Ads 


“Your president has been invited and 
accepted the post of regional chairman 
for the 1958-1959 advertising funds 
solicitation, having under his jurisdic- 
tion Pennsylvania, Maryland and Dela- 
ware. The area chairman for the east 
is Morton V. V. White, a national ex- 
ecutive committeeman. 

“We have decided wherever possible 
the continuing fight against the growing 
xroup insurance problem. It is obvious 
that larger and stronger groups are in 
formation and if we are to preserve the 
business of the independent local agent, 
it may be necessary to implement the 
insurance laws of our state and also to 
continue vigilantly reporting the solici- 
tation of these groups to our Insurance 
Department so that proper action can 
be taken. 


Client Referral Form 


“A client referral plan born in Pitts- 
urgh was developed in the Harrisburg 


office for national use. Our files. contain 
many letters in commendation of this 
plan of referring insureds who are mov- 
ing from one locality to another to the 
independent agent in their new locality. 
Procedure and forms have been dis- 
tributed nationally and the plan is work- 
ing in orderly fashion. 

“Insurance Commissioner Francis R. 
Smith’s All Industry Examinations Com- 
mittee includes six members of our asso- 
ciation, This committee is chairmanned 
by Richard O. Hass of York. Also serv- 
ing are Vice Presidents Feinerman and 
Trimbur, Past President Willison, Thorn- 
ley B. Wood of Philadelphia and Robert 
E. Reinhart of Allentown. 

“Our membership now stands at 1,704 
member agencies which is the second 
highest total in the history of our asso- 
ciation, being exceeded only by 1,721 in 
1956. Two new boards were formed, one 
in Franklin County and the other in 
Somerset County.” 


N. Y. Agents’ Programs 
For Regional Meetings 


Arthur F. Blum of Rockaway Park, 
executive vice president of the New 


York State Association of Insurance 
Agents, announces the detailed program 
for the first two regional meetings of 
the association to be held September 15 
at the Tupper Lake Country Club in 
Tupper Lake and September 16 at the 
Locomotive Club in Schenectady. The 


Tupper Lake program will start at 1:30 
with dinner at 6:30. and the Schenectady 
meeting will start at 1:00 with dinner 
at 6:30. 

Regional Vice President Sidney Mang 
of Sidney will be in general charge oi 
the two programs with the attendanc« 
at Tupper Lake expected to exceed 150 
agents from the counties of St. Law- 
rence, Jefferson, Lewis, Franklin, Clin- 
ton, Essex and Hamilton, and_ the 
Schenectady meeting to exceed 200 from 
the counties of Schenectady, Oneida, 
Herkimer, Otsego, Fulton, Montgomery, 
Schoharie, Warren, Washington, Sara- 
toga, Albany and Rensselaer. 

The afternoon programs at both meet- 
ings will be identical with the agents 
listening to talks by Edward J. Earle, 
counsel of the National Bureau of Casu- 
alty Underwriters, on statutory protec- 
tion against the uninsured motorist; Ed- 
ward C. Johnson, superintendent of the 
farm and hail department of the America 
Fore Loyalty Group, on the farm under- 
writing problem, and Lawrence F. Smith, 
director of education of the National 
Association of Insurance Agents, who 
will discuss the 1958 agency cost survey. 
Elsa Macdonald, senior damages evalu- 
ator of the Motor Vehicle Bureau, will 
discuss the financial security certificate 
problem. 

Herbert S. Brewer of Lockport, presi- 
dent of the association, will be the main 
evening speaker at both meetings with 
Sergeant William Steckles, traffic man- 
ager, Troop B, New York State Police, 
on the program at Tupper Lake, and 
George C. Peacock, vice president of the 
Agricultural Insurance Co. in Water- 
town, on the program at Schenectady. 

The chairman of the local committee 
for the Tupper Lake meeting is Harold 
Nichols with George E. Nelson and 
Gertrude Hickey. At Schenectady the 
local committee consists of Gary - J. 
White, chairman; John A. Holland and 
Thomas J. Blakey. 


UNITED BENEFIT IN MASS. 


The Massachusetts Insurance Depart- 
ment has issued the United Benefit Fire 
Insurance Co. of Omaha, Neb., a full 
multiple line fire and casualty license. 
When Stewart Smith took over the com- 
pany in 1953 it had authority to write 
fire only in 15 states, and fire and auto- 
mobile. in 19 other states, Hawaii and 
District of Columbia. Now the company 
writes in 45 states, District of Columbia, 
Hawaii and Puerto Rico. In most states 
the United Benefit is licensed for mul- 
tiple lines. 












ADVERTISED IN 


September 27th issue 


The Saturday Evening 
















“steves/ vow /frast~ 
Py 


you ndependent 
Insurance /AGENT 





For complete protection with 
complete confidence consult the 
agent who represents Royal-Globe! 


The Royal-Globe agent in your community is a rather special man in 

the insurance field. He represents one of the largest fire, marine and 
casualty insurance groups in the world. He represents a group that has 
served America for well over 100 years with an exceptional record of 
efficiency and integrity. And most important, he represents the group that 
offers insurance to meet every industrial, commercial and domestic 
requirement—except life. Whatever your insurance needs or problems, 
consult the man who represents ROYAL-GLOBE and get complete 
protection with complete confidence. 


ROYAL-GLOBE 


INSURANCE GROUP 


New York 38. N. Y. 


CASUALTY « FIRE + MARINE » SURETY 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY + GLOBE INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY + AMERICAN AND FOREIGN INSURANCE COMPANY + THE BRITISH & 
FOREIGN MARINE INSURANCE COMPANY LTO. + THAMES & MERSEY MARINE INSURANCE COMPANY, LTO. 
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Regulation 27-B of New York Dept. 
On Property Risks Sold on Credit 


The New York Insurance Department 
has issued two regulations covering in- 
surance sold in connection with small 
loans, installment purchases and other 
credit transactions. The new rules are 
embraced in Regulations 27-A and 27-B. 


Insurance Superintendent Julius S. 
Wikler states that the new regulations 
stem from an extensive investigation 


conducted by the Insurance Department 
into the insurance marketing practices 
of automobile dealers, vendors, of 
financed consumer goods, finance and 
small loan companies, and agents and 
insurance companies, servicing this busi- 
ness. 

The study revealed a number of mal- 
practices, among them the sale of un- 
necessary insurance to the consumer, 
failure to refund premiums when the 
debtor paid up in advance, excessive 
charges for insurance, failure to disclose 
to the debtor the amount he was paying 
for insurance, and avoidance of claims 
by failure to ‘furnish debtors with evi- 
dence of insurance. 

“In view of the unfé avorable bargain- 
ing position of the consumer,” the Super- 
intendent stated, “the creditor was able 
to dictate the choice of insurance cover- 
ages, premium rates, insurer and agent.” 

Regulation 27-A, which deals with 
credit life and credit accident and health 
insurance, was published in The Eastern 
Underwriter last week. Regulation 27-B, 
concerned with insurance on financed 
personal property, follows in full 


Regulation No. 27-B, Insurance- 
Covering (a) Debtors or (b) Per- 
sonal Property Purchased on Install- 
ment or Deferred Payment Plans 

This regulation is application to all 
fire, casualty and marine insurers and 
other licensees of this Department and 
to all persons, firms and corporations 
coming within the jurisdiction of this 
Department in respect to insurance other 
than credit life and credit accident and 
health insurance on risks located within 


the State of New York covering (a) 
debtors or (b) personal property pur- 
chased on installment or deferred pay- 


ment plans. 

Section 1. Definitions: 

For the purpose of this regulation: 

“Creditor” means the lender of money 
or vendor of goods, property, rights or 
privileges, for which the payment of the 
indebtedness arising therefrom is ar- 
ranged through a credit transaction or 
any successor to the right, title or in- 
terest of any such lender or vendor, and 
an affiliate, associate or subsidiary of 
any of them or any director, officer or 
employe of any of them or any other 
person in any way associated with any 
of them. 

“Debtor” means a borrower of money 
or a guarantor of such borrower or a 
purchaser of goods, property, rights, or 
privileges for which payment is arranged 
through a credit transaction. 

“Tdentifiable charge” means the amount 
a creditor charges a debtor or collects 
from him for insurance other than credit 
life and credit accident and health in- 
surance in addition to any other stated 
charges, including interest or discount, 
permitted by the banking and personal 
property laws of this state. 


Must Disclose Full Data 


Section 2. All policies, certificates or 
other evidence of insurance issued in this 
state insuring debtors or personal prop- 
erty pledged to or security for creditors, 
or personal property purchased under 
an installment sales agreement or any 
deferred payment plan or its equiva- 
lent, the premium or cost of which is 
paid as an identifiable charge, in whole 
or in part by the debtor (hereinafter 
referred to as “debtor’s policy or poli- 
cies”), must be written for the full term 
for which the premium is charged and 
must contain full and complete informa- 


tion respecting: 

(a) Kind or kinds of coverage; 

(b) Amount of insurance covering the 
article purchased or offered as security; 

(c) Amount of the gross premium 
charged for each kind of insurance and 
the aggregate premium charged for all 
coverages; 

(d) Effective and expiration date or 
dates of insurance to be provided; 

(e) Classification and rating informa- 
tion for motor vehicle collision and lia- 
bility insurance coverages. 

All changes in policy terms and condi- 
tions shall be evidenced by an endorse- 
ment forwarded directly by the insurer 
to the debtor and the creditor. 

Cover Not to Exceed Value of Property 

Section 3. In the case of installment 
or deferred payment sales, no policy shall 
provide in any one kind ‘of coverage an 
amount which exceeds the value of the 
property insured. In the case of a loan, 
no policy shall provide in any one kind 
of coverage an amount which exceeds 
the value of the collateral or security for 
the loan. No debtor’s policy shall be 
extended beyond the period of the loan 
or finance arrangement of the next an- 
nual expiration date following the termi- 
nation of the loan or finance arrangement 
except that, at the request of the in- 
sured such a policy may be written for 
a longer period. 

Section 4. No debtor’s policy shall be 
cancelled without due notice by the in- 
surer to the debtor unless the cancella- 
tion is at the request of the debtor. A 
request for cancellation shall be inopera- 
tive when made by a director or their as- 
signs pursuant to an authorization ex- 
ecuted by a debtor on or before the 
inception date of the coverage being 
cancelled unless and until the insurer 
shall have given to the debtor 10 days 
notice in writing of such request for 
cancellation. 

A written designation by a debtor of 
a creditor or their assigns as the person 
to whom notice shall be given of can- 
cellation for non-payment of premium 
shall not excuse an insurer from giving 
such notice to the debtor also as herein 
provided. 

Repossession 

Section 5. In the event of cancellation 
of a debtor’s policy on repossession, the 
insurer shall submit a notice directly to 
the debtor which accurately states the 
amount of premium returned to the 
creditor. 

In situations wherein a repossession is 
preceded by a total or constructive total 
loss, the insurer shall compute its loss 
liabiity in accordance with the policy 
provisions and shall forward a notice di- 
rectly to the debtor or to his estate 
which accurately states the amount of 
its liability under the loss, the computa- 
tion basis thereof and the amount of 
loss payment to the lender or lienholder. 
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The hallmarks of 


Providence Washington Insurance Co. 
20 Washington Place - Providence, Rhode Island 





Progressive Protection Since 1799 





Section 6. The insurer, after due no- 
tice of satisfaction of lien, shall return 
any unearned premium on a debtor’s pol- 
icy to the debtor and if a policy covering 
such personal property is issued by a 
mutual insurer or a participating stock 
insurer the debtor shall be entitled to 
the benefit of any dividend paid under 
an individual policy. 

Complete Rating Information 

Section 7. The insurer shall maintain 
comp!ete classification and rating infor- 
mation of the transaction to which this 
regulation applies, for at least the period 
between statutory examinations by the 
state of domicile. 

Section 8. No insurer or representa- 
tive thereof shall— 

(a) Agree with or permit any person, 
firm or corporation other than its own 
employes or licensed attorneys or ad- 
justers to adjust or pay any claims un- 
der debtors’ policies. 

No agent, broker or other person hav- 
ing a retrospective commission arrange- 
ment or other beneficial interest in such 
policy shall partake in the selection, des- 
ignation or employment of, nor shall 
any office facilities be provided for, any 
insurance carrier’s employe, licensed ad- 
juster or attorney. Nor shall such agent, 
broker or other person having a retro- 
spective commission arrangement or 
other beneficial interest in such policy 
act in any capacity directly or indirectly 
in the adjustment of a loss, in behalf 
of the insurance carrier. An insurer, in 
individual cases, may permit an agent to 
negotiate automobile glass losses or other 
property losses not exceeding $100. 

(b) Enter into or renew any agree- 
ment with any agent, broker or other 
person which permits the retention or 
withholding by such person for the pur- 
pose of payment of losses, or loss or 
adjustment expenses of any portion of 
premiums collected under policies is- 
sued by the insurer. 

Nothing herein shall prohibit reason- 
able contingent commission arrange- 
ments based on underwriting results. 

Single Interest Coverage 

Section 9. Where a policy provides in- 
surance solely for the interest of the 
creditor and a licensee of this Depart- 
ment has either actual or constructive 
notice that identifiable charge for the 
policy has been made to the debtor: 

(a) The insurer issuing such policy 








Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 








shall provide notice to the debtor that 
the debtor's interest is not protected; 
and, 

(b) Any agent or broker who arranges 
for or obtains such insurance shall pro- 
vide that the debtor be clearly advised 
in writing of the fact such insurance is 
for the sole protection of the creditor. 

Such policies also shall provide, except 
for wilful acts or omissions, an express 
waiver of subrogation against the debtor 
or his assignee. 

This regulation, which is made pursu- 
ant to Section 21 of the Insurance Law, 
shall take effect after filing with the 
Secretary of State, on October 1, 1958 
and together with Regulation 27-A is 
promulgated on August 28, 1958, replac- 
ing Regulation No. 27 which took effect 
November 7, 1952. 





BERNARD CARTER RETIRES 


Leaves Post as Manager Virginia- 
Carolina Branch of London; Kinnett 
Is Named as Successor 

Retirement of Bernard Carter, resi- 
dent manager of the Virginia- Carolina 
branch office of the London Group is 
announced by company officials in New 
York. The office is located in Richmond, 
Va. 

Mr. Carter, who has been in insurance 
for 39 years, will be succeeded by H 
Kinnett, his assistant. Robert N. Great- 
head has been advanced to assistant 
resident manager. 

Mr. Kinnett began his insurance ca- 
reer with Mr. Carter in 1935. Mr. Great- 
head, whose insurance career began in 
1923," joined Mr. Carter in 1946. Mr. 
Greathead has also worked for the South- 
eastern Underwriters’ Association and for 
Marsh & McLennan, insurance brokers. 

The Virginia-Carolina branch was 
opened by the London in April, 1957. 
previously had been a managing general 
agency, the B. P. Carter Company, Inc. 
As a managing general agency it had 


been representing the London Group 
since 1900. 
Mr. Carter started in the general 


agency business in 1929 after a 10-year 
career as a State agent in Virginia, the 
District of Columbia, and North and 
South Carolina. He has been a managing 
general agent in Richmond for 28 years. 


St. Paul Advances Martin 


The St. Paul Fire and Marine has ap- 
pointed Harlan R. Martin as an addi- 
tional agency superintendent in the 
home office in St. Paul. He will work 
with Agency Superintendent J. A. 
Dokmo, under the general supervision of 
Denver W. Swanson, secretary, who 
heads the agency department. 

Mr. Martin joined the Saint Paul i 
1947 as a fieldman in Kansas, and i 
1955 was transferred to the O eay'l 
Aberdeen office where he has been man- 
ager for South Dakota since June 1, 


1956. 








DINGLE IN IOWA FIELD 

The St. Paul Fire and Marine an- 
nounces appointment of William F. 
Dingle as special agent in southwestern 
Iowa territory, with headquarters in 
Des Moines. Mr. Dingle has been asso- 
ciated with the Saint Paul for five years, 
his latest assignment being that of 
special agent traveling the south- central 
Illinois territory out of the company’s 
Decatur, IIl., office. 
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Skandia Shows Profit For 1957 


The Skandia Insurance Co. of Stock- 
holm, Sweden, reports for 1957, its 103rd 
business year, assets of 272,216,116 
kronor, an increase of nearly 9,000,000 
kronor in that year. A consolidated bal- 
ance sheet of the group, including the 
Skandia and its subsidiaries, the Norden 
and the Skandia-Freja Reinsurance Co., 
show year-end assets of 312,413,674 
kronor, an increase of about 12,600,000 
kronor over 1956. J. A. Munro is United 
States manager, the company doing a 
reinsurance business here. 

Net profit for 1957 amounted to 4,172,- 
320 kronor, compared with 4,026,310 
kronor in 1956. 

The annual report for 1957 states that 
“gross premium income from non-life 
insurance operations of the group during 
1957 amounted to 128.5 million kronor, 
of which 63.8 million for direct insurance 
in Sweden and 647 million for direct in- 
surance abroad and reinsurance. Com- 
pared with 1956 the gross premiums 
increased by 3.2 million kronor. The real 
increase in premium income was greater, 
however, than these figures indicate. Ow- 
ing to changes in the system of accoun- 
tancy for reinsurance business, the pre- 
miums deriving from a_ considerable 
portion of this business could be shown 
only for three quarters of the year in 
the present balance sheet. If the re- 
maining quarter could have been_ in- 
cluded, the premium income would have 
been about 6 million kronor higher. 

“In this year’s accounts, as in the 
accounts for many years back, a rate of 
exchange of Kr. 3.70 to the dollar has 
been applied in respect of the business 
from the U. S. branch, which amounts 
to slightly above 24 million kronor of 
the recorded premium income. Other 
foreign currencies have been converted 
at rates not exceeding those quoted at 
the end of 1957. 


Premium Income 


“Certain reductions were made in the 
premium level for Swedish fire and acci- 
dent insurance during the vear. The 
Premium income from Swedish direct 
business in these categories nevertheless 
increased by 2.4 million kronor. The 
number of motor vehicles insured by 
Skandia increased, but consequent on 
the premium rebates introduced in traf- 
fic insurance (compulsory third party) 
during 1956 and 1957 the premium in- 
come from this account remained un- 
changed. The premiums from other forms 
of motor insurance on the other hand, 
tose by 0.2 million kronor. As regards 
other direct insurance operations of the 
group in Sweden the premium income 
rose in all branches, in total by 0.9 
million kronor. 

“The retained premium income of the 
Skandia Group amounted to 90.4 million 
ge against 90.2 million kronor in 


“At the end of 1957 a change was 
introduced in the rate structure of for- 


est insurance, which will lead to consid- 


erably lower premiums. 
‘ . . 
‘A new form of insurance as driver’s 


NARAMORE MUTUAL DIRECTOR 
H. Burling Naramore, president and 
director of Bridgeport Fabrics, Inc., 





Bridgeport, Conn., has been elected to the - 


New England advisory board of Federal 
Mutual Insurance Co., it is announced by 
James S. Kemper, chairman of the com- 
pany. Mr. Naramore also is president 
and director of Bridgeport Fastener 
apes, Inc.; chairman of the board of 
onahue Corporation of Canada Limited. 
and director of Connecticut National 
Bank and the Red Star Co. 





SCOUT SUCCEEDS SHEEHY 

he Great American Group has 
tamed Vance L. Scout as special agent 
in eastern Pennsylvania to succeed John 
J. Sheehy, resigned. Mr. Scout has trav- 
eled the territory for. several ‘years. 





insurance, was introduted in February, 
1957. This is an accident insurance for 
drivers of motor vehicles and tractors 
in conjunction with the compulsory third 
party insurance. It has met with a good 
response among vehicle owners. 

“At the beginning of 1957 Skandia 
commenced direct non-life insurance 
business in India. 

“The premium income from non-life 
insurance operations of the group dur- 
ing the last ten years is tabulated be- 
low, the amounts being given in thou- 
sands of kronor. 


Fire, antl TOTeSt i91SUtAnCe 6 si <4.0.5.6 sine: 
Third party liability, burglary, water pipe damage 


and other branches 


Machinery and engineering ....... Se ocelete 


Motor insurance . 
Traffic (compulsory third party) 


FR Nh inn eat a au svete o eiale Becesets 


Marine and transportation 
Personal Accident 


“The loss ratio in Sweden in respect 
to fire insurance, the most important 
branch of the group’s business, was fa- 
vorable during 1957. In the other 
branches of the group’s business the 
loss development varied but as a whole 
was unsatisfactory. 


Loss Ratio in U. S. Satisfactory 


“The loss ratio in U.S.A., which for 
the majority of noft-life insurance com- 
panies was the worst experienced in 
many years, was not unsatisfactory for 
Skandia’s business. On the other hand 
Skandia shared the experience of other 
companies in Canada, where the high 
loss ratio of 1956 rose still further in 
1957. The remaining reinsurance busi- 
ness has been severely affected by the 
setting aside of full amounts to loss re- 
serve in some exceptionally heavy losses 
regarding which the liability is at dis- 
pute. The loss ratio in respect of the 
direct foreign business of the group was 
satisfactory.” 





Registration Forms for 


Anglo-American Award 


Registration forms will be available 
October 1 for candidates for the Anglo- 
American Fellowship offered by Agency 
Managers, Ltd., through the School of 
Insurance Society of New York, Inc. All 
applicants, in order to be considered for 
this award which consists of a six-week 
trip to London for the purpose of study- 
ing methods and procedures of the 
British reinsurance market, must not be 
over 35 years of age, must be students 
during the 1958-1959 year in the School 
of Insurance, and citizens or permanent 
residents of the United States, according 
to an announcement by Leslie 


Leonard, Dean. 
The candidates will also be required 
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1948 1956 1957 

errs 43,443 83,448 84,363 
dbadee 4,598 12,419 12,628 
Jchlacs | 130 2,099 2,508 
ans 2,122 7,775 7,776 
pee 3,122 10,853 11507 
aah 741 5,303 5,476 
ees 2,388 3,364 4,214 
Total 56,544 125,261 128,472 





Morrill to Address 
Mutual Agents’ Meeting 


Recognizing that there are two oppos- 
ing views on the subject of insurance 
merchandising, the mutual independent 
insurance agents have obtained the serv- 
ices of an advocate of their competition 
to speak at the 27th annual meeting of 
the National Association of Mutual In- 
surance Agents. The meeting is to be 
held in New York City, October 20-22. 

Thomas C. Morrill, vice president of 
the State Farm Automobile Insurance 
Co. of Bloomington, IIl., will address the 
convention on the subject “The Price of 
Success.” Mr. Morrill, as an executive of 
a company which uses the direct sales 
method, has expressed the opinion that 
the direct-writer company such as _ his 
serves the family market in the fire and 
automobile field. He believes the agency 
system writers, such as are represented 
by the members of the National Associa- 
tion of Mutual Insurance Agents, serve 
principally the insurance needs of Amer- 
ican commerce and industry. 

Convention chairman for the occasion, 
Earl A. Lamb of New York City, is 
laying plans for 800 mutual agents from 
all parts of the country to attend the 
three day annual meeting. 





to write an essay on some phase of re- 
insurance and submit it by May 1. To be 
considered for this year’s fellowship 
award, candidates must have their regis- 
tration forms completed and submitted 


to the administrative office of theSchool * 


of Insurance by March 1, 1959. This 
fellowship is offered through the School 
of Insurance by Ben D. Cooke, presi- 
dent, Agency Managers, Ltd., and will 
be available each year for at least the 
next five years. 


Hartford 3, Conn. 








INS. SOCIETY’S NEW COURSE 





For Casualty Claim Adjusters Starts 
Sept. 15; Deals With Preparation and 
Trial of BI Claim Cases 

The prespectus for the fall semester of 
the Insurance Society’s School of Insur- 
ance lists a new course for medico-legal 
jurisprudence for casualty claim adjust- 
ers. 

This new advanced course emphasizes 
the preparation and trial of cases in- 
volving bodily injury claims. Subjects 
covered in the new course include: 

Medico-legal phase of trauma; mal- 
practice suits; skilled and expert testi- 
mony involving medicine and related 
subjects; qualifying the medical witness; 
use of medical texts; the hypothetical 
question; and use of X-rays at trial. 
Verbatim excerpts from reported direct 
and cross-examinations of witnesses are 
also included in this course. 

Other courses listed include Liability 

and Property Insurance Claims: A basic 
course in casualty claim adjusting. 
Policy coverages; law; purposes and 
procedures in investigation work; han- 
dling of third party liability cases. 
_ Compensation Insurance Claims: The 
investigation and adjustment of claims 
under compensation policies. Coverages; 
law; writing of reports; occupational 
disease; casual relationship. 

Anatomy and Physiology: A detailed 
presentation of human anatomy and 
physiology and a discussion of the prin- 
ciples of medical nomenclature. 

Trauma and Disease: A general pre- 
sentation and discussion of trauma and 
the common diseases occurring in the in- 
dividual parts and organs of the body. 

September 12 is the last day of regis- 
tration for the courses which commence 
September 15. 





Fire Safety for Hospital 
Operating Rooms 


Hospital operating room safety has 
been measurably improved since the 
issuance of the Recommended Safe 
Practice for Hospital Operating Rooms 
published by the National Fire Protec- 
tion Association. Consistent with its 
usual practice of keeping such tech- 
nical standards up to date, the Associa- 
tion has issued a 1958 revision of its 
pamphlet on this subject. 

Hospital administrators will be parti- 
cularly interested in the change in this 
standard which eliminates branch cir- 
cuits supplying fixed lighting fixtures 
above the 5-foot height from the re- 
quirements that they be on “unground- 
ed” circuits. The new rules authorize 
these fixed lighting fixtures to be sup- 
plied from conventional grounded elec- 
trical systems, and apply to all such 
fixtures other than ceiling suspended 
surgical lighting fixtures. 

A number of other changes have been 
made in the 1958 Hospital Operating 
Room pamphlet, including other electri- 
cal revisions and new guidance on test- 
ing conductive flooring, furniture and 
equipment in hospital operating rooms. 

Copies of the pamphlet (NFPA No. 56, 
52 pages, 25 cents) are available from 
the National Fire Protection Associatio‘, 
60 Batterymarch Street, Boston 10, Mass. 
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Newly Designed Fire-Fighting Suits 


Twenty thousand new  aluminum- 


coated, heat-protective suits, which were 
developed and tested by Air Force engi- 
neers and which may revolutionize fire- 
fighting and rescue procedures, have 
been ordered by the Air Force for its 
emergency crews at domestic and foreign 
hases. 

The coat and trousers of the three- 
piece suit are worn as “shells” over exist- 
ing bunking clothes. (The liner of the 
present coat will be removed.) All three 
pieces—including the hood—are coated 
with a micro-thin layer of aluminum 
less than six-millionths of an inch thick 
which provides increased protection by 
reflecting 90% of the radiant heat away 
from the wearer. 

This reflective characteristic may in 
time change present fire-fighting and 
rescue procedures, according to Minne- 
sota Mining and Manufacturing Co., St. 
Paul, Minn., which developed the alum- 
inum-coating process. 

For example, the wearer can now enter 
a hot area without being “wet down” or 
covered with foam (the former frequently 
caused steaming within the suit, the 
later impaired visibility by splashing on 
the wearer’s visor); he can stand closer 
to intense heat, permiting more effective 
and economical use of water; he can 
enter a hot area sooner, and he can stay 
longer. 

During laboratory tests, the aluminum- 


coated fabric withstood 25-second ex- 
posure to the intense radiant heat eman- 
ating from a source heated to 2,550 
degrees F. (Called the “Globar” test, the 
fabric is suspended at the focus of the 
eliptical reflector behind the heat source 
—about 3%4 inches away— which is the 
hottest point.) By comparison, conven- 
tional heavyweight underwriter’s grade 
asbestos fabric exposed to the same heat 


would char to uselessness within five 
seconds. 
Besides protection from heat, the 


fabric is also designed for flexibility in 
action, light weight, and ability to oper- 
ate in frigid temperatures. The tough, 
micro-thin coating of aluminum is on an 
asbestos-cotton-glass fiber material, and 
is used on all three pieces of the new 
Air Force suit (trousers, type MB-1A; 
coat, type MA-1A; hood, A-1B). 

The thinness of the aluminum coating 
permits the high heat-reflective qualities 
of aluminum without adding bulk, weight 
of inflexibility. Weight of the entire 
three-piece suit, including the head fit- 
tings and visibility shield in the hood, is 
about 11 pounds. 

Specifications for the suit were de- 
veloped by Air Force engineers at 
Wright-Patterson field. Testing included 
operational use at Air Force bases for 
nearly two years, following laboratory 
experiments to develop materials and 
design. The suits are being made by 
Plaikins, Inc., and Albert Turner and 
Co., Inc., both of New York City. 





1957 Premiums and Loss 


Ratios on Texas Business 


Stock, mutual and reciprocal insurers 
operating in Texas in 1957 showed an 
overall earned-incurred loss ratio of 
49.97% and a written-paid ratio of 48.08% 
according to figures released last week 
by the Texas Board of Insurance. | 

The tables. broken down into six 
classes of business, showed total earned 
premiums of $173,357,222 and incurred 
losses of $86,623,473, along with written 
premiums of $183,094,001 and paid losses 
of $88,028,928. The incurred loss ratios 
ranged from a low of 16.58% on Home- 
owners to a high of 82.15% on growing 
crops. 

Earned premiums and incurred loss 
ratios for the several classes are as 
follows: fire, $87,967,871, and loss ratio, 
41.70%; extended coverage, $53,914,049, 
and loss ratio, 54.86%; Homeowners, 
$2,924,708, and loss ratio, 16.58%; grow- 
ing crops, $6,721,692, and loss ratio, 
82.15%; inland marine, $20,891,369, and 
loss ratio of 54.30%, and other allied 
lines, $937,533, and loss ratio of 34.43%. 





Bunn Federal Director 


Election of Howard S. Bunn, executive 
vice president of Union Carbide Corp., to 
the board of directors of the Federal 
Insurance Company is announced by 
Hendon Chubb, chairman. Mr. Bunn is 
a director of Union Carbide, Buckeye 
Pipe Line Company, a trustee of Mor- 
ristown Memorial Hospital and Lehigh 
University. 





Joel Sundstrom Retires 


Joel Sundstrom, secretary-treasurer of 
the O’Gorman & Young, Inc., agency of 
Newark, N. J., has retired after more 
than 48 years’ service. He started with 
the agency as a youth, working for the 
late Robert O’Gorman. When the firm 
was incorporated in 1918 he became sec- 
retary-treasurer and also office manager. 


FORMOSA RISKS EXCLUDED 


Johnson & Higgins, international in- 
surance brokers, advises that London in- 
surance underwriters have added For- 
mosa and Formosa Straits to the world- 
wide exclusions in all hull war risk insur- 
ances arranged on and after Septem- 
ber 5. 





Marine Union Meeting 


(Continued from Page 33) 


could be a total loss under the collision 
clause and a very considerable additiona! 
claim under the products liability cover. 

“Tt is questionable whether the limita- 
tions of liability statutes would apply to 
the products liability and underwriters 
who have exposed their full capacity in 
the nuclear pools will probably want 
some assurance that they aren’t going 
to have an additional liability under the 
hull policy. Just how this situation can 
or will be resolved is still not clear and, 
while I am sorry to say little progress 
is being made at the moment, it would 
seem that something probably will have 
to be done soon. 

“The next problem is that builder’s risk 
insurance. This involves the cover on 
nuclear and non-nuclear vessels. In 
addition to the ‘N. S. Savannah,’ they are 
presently building in the United States 
in commercial yards an atomic-powered 
aircraft carrier and a cruiser. None of 
the vessels have as yet become ‘critical’ 
but, when they do, there may be a very 
serious exposure to other ships building 
at the same yard, whether nuclear pow- 
ered or conventional, with catastrophic 
possibilities by reason of the huge lia- 
bilities involved. 

“It is perhaps too early to attempt 
to predict how the various questions 
involved will be dealt with, particularly 
so because as yet the position of fire 
underwriters on shore-based property 
has not been finally resolved. It may be 
that the extensive liability cover afforded 


PLAN TO MARK HUB CAPS 
Serial Number of Car to be Stamped 
On Caps to Deter Stealing; Will 
Be Service of Gas, Auto Dealers 
Identification marks on auto hub caps 
as a deterrent to thefts will become a 
reality soon it was revealed at a lunch- 
eon meeting of the Automobile Claims 
Association of New York, held Tuesday 
at DePalma’s Restaurant. Vice President 
Mario R. Cacace, American Plan Corp., 
presided in the absence of President 
Walter Schaefer, Sun Insurance Office. 
James F. Arbuckle, Jr., Industrial In- 
surance Co., told the meeting that with 
the cooperation of the National Auto- 
mobile Theft Bureau, the claims associa- 
tion, automibile dealers, police, oil com- 
panies and others a combined effort will 
be made to solve the problem of hub 
cap stealing. Dealers and gas stations 
are expected to announce soon that as 
a service to customers they will mark 
hub caps of a car with the serial number 
of the engine. The marking will be 
inconspicuous, but readily found, and 
will be done with stamping machines de- 
signed to prevent complete removal of 
a number even with abrasive material. 
This was viewed by the auto loss men 
as a definite step forward, but the asso- 
ciation went a step further, passing a 
resolution asking that car manufacturers 
undertake to make relatively theft-proof 

hub caps. 

One member of the Claims Association 
stated he is not paying for hub cap 
losses unless claimants can prove they 
have reported such losses to the police. 

The association admitted two new 
members. They are John J. Mulvehill 
and Ralph A. Work, independent ad- 
justers. 





by the nuclear pools and the Price- 
Anderson Bill will be all that will be 
required, This situation is complicated, 
however, by the fact that builder’s risks 
policies usually name the builders as an 
assured. Accordingly, unless the builder’s 
risks policies exclude the nuclear risk 
even on conventionally powered ships, 
the difficulty of preserving subrogation 
rights against the yards, and through 
them against the nuclear pools, will be 
apparent. 
Protection and Indemnity 

“Thus we come to the third important 
class of insurance in connection with the 
hull. This is the protection and indem- 
nity cover and, here again, we have a 
problem which is of no easy solution. 
In the United States protection and 
indemnity insurance is written in signifi- 
cant amounts by only selected groups of 
companies which by no means comprise 
the entire marine market. 

“It is my understanding that these 
have taken the position that they cannot 
assume any liabilities arising out of the 
nuclear hazard and, if this is maintained, 
then possibly the nuclear pools would 
be prepared to extend their cover beyond 
the confines of the United States. In 
the event, the Price-Anderson Bill would 
probably also have to be extended as 
this does not persently apply to any 
vessels at sea except the ‘Savannah,’ this 
latter being accomplished through a re- 
cent amendment,” Mr. York revealed. 

“It might be well to put forward the 
thought that the operator of a nuclear 
vessel may not be able to avail himself 
of the limitations provided by the ship- 
owner’s limitation of liability acts of the 
various countries. This is for the reason 
that liability might be based on _ the 
owner’s operation of a dangerous instru- 
mentality, a type of liability as to which 
the owner could hardly deny privity and 
knowledge. This probably indicates that, 
before atomic powered vessels become 
too commonplace, it may be necessary 
to agree upon some worldwide limitation 
of liability through the medium of an 
international convention. 


Cargo Insurance 
“Finally, we come to the last major 
class of marine insurance, cargo insur- 
ance. Here the exposure on goods in 
transit could range from being very 
great to very nominal. Certainly goods 
at risk aboard a nuclear powered vessel 
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would appear to be more seriously ex- 
posed than if shipped by conventionally 
powered craft. However, there would 
always be the danger of collision with 
a nuclear vessel and, of course, in the 
ports you can envision all sorts of 
losses, prominent among them radiation 
or contamination damage. 

“Again, there is the possible exposure 
of cargo to radioactive goods. In the 
United States only recently we had a 
case where some tea arriving at San 
Francisco had an unusual amount of 
radioactivity, probably sustained during 
the period of growing or curing. For- 
tunately this did not prove to be very 
serious and apparently no other cargo 
was damaged but the incident points up 
the possibility of exposure to other 
goods. 

“A great part of the cargo moving 
today in the world’s trade is insured on 
‘all risks’ terms and where these prevail 
any damage caused by a nuclear incident 
would no doubt be covered. In the 
American cargo form of policy the risk 
of explosion is usually specifically in- 
sured and, even in the absence of an 
‘all risks’ clause, this would probably 
serve to provide indemnity for contamin- 
ation caused by the eruption of a reactor. 
It probably would not, however, extend 
to cover contamination resulting from a 
mere leakage of radioactive material, 
although the United States Courts in 
recent years ‘have been very liberal in 
interpreting the term ‘explosion.’ 


Need for Research 


“Despite these additional hazards, | 
would expect that for the foreseeable 
future cargo would continue to be insured 
as it has in the past—at least during the 
period in which it is in transit under 
the warehouse-to-warehouse clause 
and I look for no real problem in this 
regard, I think the incident of the tea, 
which I previously mentioned, and the 
increasing movement of radioactive iso- 
topes, nevertheless indicates the need for 
much research in the susceptibility of 
goods to radiation damage. Possibly, too, 
we ought to attempt to get some measure 
of the extent of liability in dollars in 
such a port as New York, but all of this 
will take time to be brought about. 

“T should make it clear that any of the 
remarks I hhave heretofore made have 
not contemplated any nuclear incident 
within the scope of the war risk clauses 
because that presents an entirely differ- 
ent situation, which I am not prepared 
to discuss. 

“We all have much to learn and much 
of what we learn will be by the trial 
and error method. Nevertheless, marine 
underwriters for centuries past have, one 
way or another, met the challenges pre- 
sented to them and I ‘have no doubt but 
that the situation which we have beet 
discussing will be solved to the satis- 
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faction of all parties. It is true that in 
some instanees we may need govern 
mental help in meeting the huge liabili 
ties which may be involved but, by and 
large, I expect marine underwriters will 
spearhead the disposition of the prob- 
lems which the developments of this 
miraculous age present to all of us.” 
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. Y. State Fund Setup 
Defended by G. A. Moreu 


RESPONDS TO AUG. 22 ARTICLE 





Amer. Assn. of State Funds President 
Says N. Y. Fund Was Not Created to 
Insure Risks Declined by Private Cos. 





G. Atiles Moreu, president of the 
American Association of State Com- 
ensation Insurance Funds, takes issue 
ith the statement with respect to the 
Jew York State Insurance Fund on 
‘age 31 of our August 22 issue. The 
‘rticle in question brought out that “the 
state Insurance Fund was an agency set 
ip by the state in 1914 to insure workers 
n hazardous occupations—workers that 
ommercial insurance companies declined 
o insure as poor risks... 
Mr. Moreu, who is manager of the 
uerto Rico State Insurance Fund, de- 
lares that “anyone familiar with the 
istory of the New York workmen’s 
ompensation law must know that the 
state Fund was not established merely 
o insure the hazardous or poor risks 
eclined by the private companies.” In 
ustice to the thousands of insurance 
brokers who place business with the 
‘und and to over 70,000 employers in- 
ured in the Fund, he presents the 
ollowing statement of the State Fund’s 
osition in this respect: 


A Competitive Setup 

“The workmen’s compensation law 
rovides primarily for insurance in the 
State Fund and permissibly in stock 
ompanies, mutual companies and self- 
msurance. This competitive plan places 
ach form of insurance on its merits 
vith the success of each to be measured 
y its ability to furnish insurance at a 
wer cost and with better service than 
s competitors. 

“Under the system provided, the obli- 
ation was placed on the State Fund 
0 provide insurance to any employer 
vho applies for it. The cr ation of the 
und was a necessity as private insur- 
nce companies cannot be compelled to 
nsure risks if they do not desire to do 
o. Without the Fund to provide the cov- 
rage that the law requires them to have, 
mployers who cannot obtain insurance 
n private companies and who are unable 
O meet the requirements of self-insur- 





ess in New York State. 

“Year after year, the State Fund has 
aved private insurance great embarrass- 
ent with regard to risks that were 
eemed undesirable, and as to which 
Tivate insurance declined to assume any 
esponsibility. Except for the State Fund 
nsuring these risks, they couid not have 
pperated, with a consequent loss to com- 
merce of the state, and the added burden 
f unemployment. During nearly 45 
ears, there have been striking instances 
f risks, and entire industries being re- 
used insurance by private insurance 
arriers. 

“The Association, of which I have the 
lonor of being president, considers that 








air play demands a correction of the 
misunderstanding which the quoted 
xcerpt leaves in the minds of your 
eaders. We are prepared to furnish 
he documentary history of our asser- 
ons, as well as the facts about the 
erformance of the New York State 
Nsurance Fund through the years.” 


nce would be unable to carry on busi- 





Casualty Cos. in Mass. 
Seek 12% Auto Rate Rise 


ON 1959 COMPULSORY BUSINESS 





Advise Commissioner Humphreys of 
Average Loss of $1.97 on Every 
Private Car Insured in 1957 





Casualty Insurance Companies 
Serving Massachusetts have asked 
Joseph A. Humphreys, Insurance Com- 
missioner, for an average 12% incrtase 
in compulsory automobile B. I. rates 
for private passenger cars for 1959. The 
Commissioner was advised that there 
was an average loss of $1.97 on every 
private car insured last year, whether 
it was involved in an accident or not. 

The rates, annually set by Commis- 
sioner Humphreys, are expected to be 
announced soon. 

The number and cost of death and 
personal injury claims arising from acci- 
dents caused by Massachusetts motorists 
in 1957 reached the highest level in the 
history of the commonwealth’s com- 
pulsory insurance system, the companies 
said. 

The total dollar cost of personal in- 
jury claims, the companies reported, ex- 
ceeded the Commissioner’s allowance in 
the 1957 rates to pay claims by $2,600,000. 

Boston’s portion of this deficit figured 
out to an average loss of $8.54 for every 
car insured, regardless of whether it 
was involved in an accident, the casualty 
firms reported. 

Similar losses in the other principal 
rating territories were highest in Spring- 


The 


MOBILE. 


MOBILE service. 





Introducing A Fine New Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work, 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25°/, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call 


GLASSMOBILE 


Circle 5-9091 


Director of American Re. 





WILLIAM PIEL, JR. 


William Piel, Jr., partner in the New 
York law firm of Sullivan & Cromwell 
and member of the New York bar, has 
been elected to the board of directors 
of American Re-Insurance Co. 


D. R. HEYN TO PITTSBURGH 

D. R. Heyn of St. Louis, has been ap- 
pointed chief inspector in Pittsburgh 
area by the Hartford Steam Boiler, 
effective September 17. He succeeds W. 
C. Nicol who is being transferred to 
Hartford to serve as home office engin- 
eering consultant. 








field, $16.60; Chelsea $12.58; Revere, 
ho Somerville, $640, and Quincy, 
69. 











Stanley C. Morris Heads 
ABA Insurance Section 


J. J. WICKER CHAIRMAN-ELECT 


Recent Annual Meeting in Los Angeles, 


Most Successful to Date; Attended 
by Over 1,000 Insurance Lawyers 








Stanley C. Morris of Charleston, 
W. Va., has succeeded L. J. Carey of 


Detroit as chairman of the section on 
insurance, negligence and compensation 
law of American Bar Association. Elec- 
tion took place at ABA’s recent annual 
meeting in Los Angeles. 





STANLEY C. MORRIS 


Mr. Morris, prominent nationally as 
a partner in the Charleston law firm 
of Steptoe & Johnson, was educated at 
Marietta College, University of Wiscon- 
sin and West Virginia University. He 
is a member of Phi Beta Kappa and 
Order of the Coif and is active in the 
bar associations of Charleston, W. Va., 
and District of Columbia. He is a fellow 
of American College of Trial Lawyers 
and a past president of International 
Association of Insurance Counsel. Pre- 
vious to his current ABA election, he 
was chairman-elect of the section and 
also served in the past as vice chair- 
man, member of the Council and chair- 
man of several of the section’s com- 
mittees. 

John J. Wicker, Jr., of Richmond, Va., 
elected chairman-elect, is senior partner 
of Wicker, Baker & Goddin. A graduate 
of the University of Richmond, he is a 
member of the Virginia and Richmond 
Bar Associations, American Judicature 
Society, International Association of 
Insurance Counsel and Federation of 
Insurance Counsel. A charter member 
of the American Legion, Mr. Wicker is 
a former Virginia state senator. 


Pierson and Hobson Named 


Welcome D. Pierson of Oklahoma 
City, Okla., succeeds Mr. Wicker as 
vice chairman. A graduate of the Uni- 
versity of Oklahoma, he is a member 
of Oklahoma County Bar Association 
and Oklahoma State Bar Association, 
International Association of Insurance 
Counsel and Association of Attorneys. 
He is editor-in-chief of “Defense Law 
Journal” and a prominent speaker on 
insurance litigation. 

Robert P. Hobson of Louisville, Ky., 
was elected secretary of the section. 
However, he resigned as secretary due 
to other commitments in the American 
Bar Association, and Lowell D. Snorf, 
Jr., of Chicago was elected to succeed 
him. Mr. Snorf is general counsel of 
Lansing B. Warner, Inc. 

Newly elected members of the Council 
are Cecil C. Fraizer of Lincoln, Neb., 
and John R. Dixon of St. Louis. Mr. 
Fraizer, former Nebraska Director of 


(Continued on Page 49) 
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Joe Crider Points To Hoover Dam — 
As The Daddy of All Joint Ventures 


Joe Crider, Jr., of Los Angeles, past 
president of the Bar Association of that 
contributed a paper on “Joint Ven- 
tures” at the fidelity and surety law 
section of American Bar Association’s 
recent annual meeting in Los Angeles in 
which he defined a joint venture as it 
exists today and discussed the rights and 
liabilities of the members of a joint ven- 
ture as between themselves and towards 
third persons. 

At the outset Mr. Crider said that the 
latest and one of the best descriptions 
of a joint venture is found in the case 
of Lindner v. Friednash, 160 A.C.A. 549, 
550, decided May 15, 1958. Judge Julius 
Patrosso, who wrote the decision in this 
case, defined a joint venture as follows: 


Described as Akin to 
Limited Partnership 


city, 


“A joint venture is a special combina- 
tion of two or more persons, where in 
some specific venture a profit is jointly 
sought without any actual partnership or 
corporate designation, or as an associa- 
tion of persons to carry out a single 
business enterprise for profit, for which 
purpose they combine their property, 
money, effects, skill and knowledge. 

“The relationship of joint venture is 
that of a mutual agency, akin to a lim- 
ited partnership. 

“Substantially the same rules with re- 
spect to principal and agent applicable 
to members of a partnership apply to 
members of a joint adventure with re- 
spect to contracts with third persons 
within the scope of the joint enterprise, 
and a joint adventurer may bind his 
associates by a contract that is in fur- 
therance, or within the scope, of the 
joint enterprise. 

“A joint adventurer, holding or ac- 
quiring title to property for the joint 
adventure, is a trustee for his co-adven- 
turers although he buys and pays for the 
property with his own funds. 

“Where one joint adventurer purchases 
personal property pursuant to the joint 
venture agreement, the property belongs 
to the joint venture, there is liability 
for the purchase price against all adven- 
turers, and delivery of the property to 
one joint adventurer constitutes delivery 
toil: ... .” 

It was further pointed out that in a 
joint venture “one party may contribute 
money, another his skill or ‘know-how’ 
with reference to the undertaking, or an- 
other may contribute his sales ability or 
a valuable and unique patent.” 


The Daddy of Joint Ventures 


Further along Mr. Crider said that 
although joint ventures have existed for 
a long time as far as surety companies 
are concerned, “the building of the 
Hoover Dam was the daddy of joint 
ventures. Since the time of that project 
joint ventures have become increasingly 
popular... .” 

Describing the setup of this vast proj- 
ect Mr. Crider explained: 

“Although, technically, the legal en- 
tity which built the Hoover Dam was 
Six Companies, a corporation, the prac- 
tical operation was exactly the same as 
that of a joint venture. The motives of 
the various companies which formed Six 
Companies were largely the motives of 
surety companies which execute large 
contract bonds. 

“When a surety company executes a 
large contract bond, it almost invariably 
reinsures the risk with other surety 
companies. 

“One of the principal motives of the 
members of a joint venture undertaking 
the completion of a very large contract 
is that the parties to the contract wish 
to spread their risk just as a surety com- 
pany spreads its risk by reinsuring. 





“In brief, neither the members com- 
prising a joint venture nor the surety 
company wish to carry all of their eggs 
in one basket. Another impelling reason 
is that some contracts are so diversified 
that one contractor may have special 
equipment exactly adapted to the job. 
The contract may have hazardous fea- 
tures, such as tunneling with which an- 
other member has had great experience. 
Or, for instance, another member may 
have particular ‘know how’ as to certain 
features of the job, and another, while 
having neither equipment nor ‘know 
how’ nor special knowledge, may have 
ample banking facilities, and another 
may have a particular kind of big gravel 
pit at hand.” 


First Requisite to Prepare an Agreement 


Mr. Crider then pointed out that as 
far as the surety is concerned, the first 
requisite is that the several contractors 
prepare a joint venture agreement. 

“The terms of this agreement,” he 
said, “should be clear as to who shall 
perform what and provide in clear terms 
the interest of each participating con- 
tractor and also provide that each con- 
tractor will bear his share of losses and 
profits based on his percentage of inter- 
est in the contract. This becomes in- 
creasingly important when one takes 
into consideration the income tax laws. 

“A copy of the joint venture agree- 
ment should, of course, be furnished the 
surety company. The surety underwriter 
should secure the full indemnity of each 
member of the venture and the indem- 
nity agreement should provide that each 
member is jointly and severally liable to 
the surety. 

“Another important thing that under- 
writers should bear in mind is that Cali- 
fornia has, and we believe some other 
states have, stringent laws to the effect 
that anyone engaging in the contracting 
business must have a license from the 
state permitting them to so engage, and 
this law applies to a joint venture as 
well as to partnerships, corporations or 
individuals engaging in the contracting 
business. The license must be in the 
name of the joint venture. 

“The penalty for doing business as a 
joint venturer without a license is that 
the joint venture cannot collect monies 
due on its construction contract in case 
of the contracting party’s default. The 
reason is that if the contractor sues, he 
must plead and prove that he has a 
license under the state law to engage 
in the contracting business.” 

Mr. Crider’s conclusion was that a 
well set up joint venture, consisting of 
reliable members, is looked upon with 
favor by sureties. On the other hand, 
where several contractors are weak in 
experience, integrity and financial abil- 
ity, there is no advantage, in his opinion, 
in their trying to bolster their several 
positions by forming a joint venture. 





Vice Pres. of M. I. T. Joins 
Board of Liberty Mutual 


S. Bruce Black, chairman, Liberty 
Mutual of Boston, announces that Joseph 
J. Snyder of Wellesley Hills, Mass., has 
been elected to the board of directors 
of the company. Mr. Snyder is a vice 
president and treasurer of Massachusetts 
Institute of Technology. 

He is also a partner in Colonial Man- 
agement Associates of Boston, invest- 
ment advisers to the finance committee 
of the Massachusetts General Hospital 
and other organizations; vice president 
and director of the Colonial Fund, Inc.; 
vice president of Gas Industries Fund 
and Bond Investment Trust; a trustee 
and member of the board of investment 
of the Boston Five Cents Savings Bank 
and a member of the corporation of the 
Suffolk-Franklin Savings Bank. 


Limits Indemnification to 


Educational Institutions 
Congress has passed and sent to the 
White House a bill to exempt nonprofit 
educational institutions from the finan- 


cial protection requirements of the 
atomic energy reactor indemnity statute. 

The bill grew out of the inability of 
many state colleges and universities to 
purchase the basic third party liability 
insurance called for by the Act, because 
of state laws or constitutional provisions 
forbidding waiver of immunity. 

It was passed over the objections of 
the insurance industry nuclear syndi- 
cates, which felt that this was a step 
toward unrestricted federal indemnifi- 
cation. 

But the Joint Atomic Energy Commit- 
tee, along with the Atomic Energy 
Commission, took the position that fail- 
ure to enact the measure would make it 
impossible for many schools to continue 
operation of research reactors. 

However, Senate and House conferees 
did attach a limitation to the bill, which 
would limit the indemnification payable 
to such institutions in the event of third 
party liability losses to claims in excess 
of $250,000 and up to the statutory max- 
imum of $500 million. 





New Regulation on Proof 
Of Motor Vehicle Coverage 


Simplified procedures for the filing of 
proof of required liability insurance by 
owners of trucks, buses and other motor 
vehicles operated under its jurisdiction 
have been announced by the Public 
Service Commission. 

Under the new regulations, owners of 
such vehicles will be required to file 
with the PSC certificates issued by their 
insurance carriers certifying that policies 
in the amounts stated on them are in 
force and will not be cancelled or term- 
inated on less than 20 days’ notice to 
the PSC 

Such certificates will be considered by 
the Commission as continuing evidence 
that the coverage is still in force, thereby 
eliminating the present requirement that 
vehicle operators file annual evidence 
of policy renewals. 

At present, motor carriers of passen- 
gers, including omnibus lines and con- 
tract carriers, are required to file actual 
policies with the PSC as they are issued 
and renewed. Certificates, somewhat 
similar to those to be used in the future, 
are required of motor truck operators 
annually, 

In notifying the various operators of 
the change in procedure, the PSC said 
the new certificates may be used begin- 
ning September 1. By the year’s end, 
however, all operators must substitute 
the new certificate form for policies or 
old-style certificates now on file. 





Boylston Agency Names 
Hadley Casualty Manager 


The appointment of Louis S. Hadley 
as manager of the casualty department 
of Boylston Insurance Agency, Boston, is 
announced by Joseph J. Rice, president. 

Mr. Hadley attended Barre High 
School and Burdett Business School. His 

. S. Army service included four years 
with the 45th Infantry Division, where 
he received six Campaign Stars, Purple 
Heart, Combat Infantryman’s Badge, and 
the Bronze Star. 

He served as instructor in casualty 
insurance at Northeastern University in 
conjunction with the Transportation In- 
surance Course, and for the past 11 years 
has been associated with Fairfield & 
Ellis in charge of the casualty depart- 
ment. 





ALLSTATE ADVANCE FINNESEY 

Albert U. Finnesey, has been promoted 
by the Allstate to regional sales mana- 
ger. The announcement was made by 
Robert Leys, the company’s New Eng- 
land regional manager. Prior to his 
promotion, Mr. Finnesey held the post 
of sales development manager in All- 
state’s Hartford and Long Island offices. 


Merit-Rated Auto 
Insurance Introduce 


BY NATIONWIDE GENERA 





Sales Start This Month in Vermont an 
Ohio; Not Substandard Insurance 
Chilcott Says 





Nationwide General Insurance Co. wi 
introduce its merit-rated auto insurance 
in Vermont and Ohio this month. Se 
tember 10 was the starting date | 
Vermont; September 15 in parts of Ohi 

Nationwide General is the company o 
ganized 15 months ago to develop 
policy that rewards safe drivers. It | 
a subsidiary of the casualty and fi 
companies of the Nationwide Insurance 
Group, and is capitalized at $2 millioy 

Vermont and Ohio have been chose 
as the pilot states for the new insurang 
venture, although the company current! 
is licensed in six other states. 


How Safe-T-Rate Works 


Under the Nationwide General play 
known as Safe-T-Rate, the policyholde 
will pay a rate that is determined in pat 
by his own accident record. If he hz 
no accidents, his premium goes dow 
~ he does have accidents, his rate gog 


PR. G. Chilcott, vice president and mar 
ager of ws a emphasized that Nj 
tionwide General is not a sub-standa 
insurance company. He stated: 

“We are offering a definite rate ad 
vantage to the better-than-average ris 
Perhaps even more important is the fa 
that our Safe-T-Rate offers incentive fi 
the average and marginal risk to i 
prove. These are two important featur 
that are not found in rating plans of 
sub-standard company. Our plan makd 
automobile insurance available to 
classes of risk except the truly uninsu 
able motorist.” 

Safe-T-Rate has a spread of nine ratd 
for policyholders. The rates range fro! 
60 to 400% of the base premium. Ty 
base rate of course, varies in dollaf 
from the one territory to another, an 
by car use, just as do all auto rates. 





Dunshee for San Francisco 


Clark L. Dunshee, claim field super 
visor at the home office of Hartfor 
Accident & Indemnity for the past fiy 
years, will shortly leave for San Fra 
cisco to take over as assistant clai 
manager of the company’s Pacific de 
partment. 

A native of Salt Lake City, Utah, M 
Dunshee attended Seton College and w 
graduated from John Marshall La 
School. During 28 years with Hartfo 
Accident, he has been in charge of clai 
offices at Newark, Columbus, Ohio an 
Raleigh, N. C., and was on the southe 
department staff at Atlanta for seve 
years. 

Mr. Dunshee served in the U. S. Nav 
for three years during World War II. 


















Suggests Employes Hold 


Immunization Record Card 


Dr. N. Gillmor Long, medical directe 
of the Kemper Group, advises industri 
medical directors to adopt armed ser’ 
ices’ procedure in providing their em 
ployes with a personal record of dati 
and type of immunizations given follow 
ing injuries. 

“All former military personnel recal 
the importance of their immunizatio 
records,” he says. “Failure to produc 
authorized initialed forms on change ¢ 
station or theater of operations usual 


meant wholesale repeated immunizé 
tions.” 
Dr. Long suggests that all industrid 


medical departments treating acute it 
dustrial injuries give the recipient 0 
tetanus antitoxin, toxoid or booster if 
jection a printed card with the patient! 
name and ruled spaces for entering dat 
of injection, type of tetanus immuniza 
tion and other necessary information. 
“Such a record would be of value 
the attending physician in the event ° 
a future injury suffered by the employé 
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Kemper Cos. Sponsoring 


Two NBC-TV Programs 


An 1l-week package of two 15-minute 
NBC network television shows —the 
Kemper Football Scoreboard and NBC 
News—comprises the fall TV advertising 
program of the Kemper Insurance com- 
panies. 

This will be a $250,000 advertising cam- 
paign, sponsored by the Kemper Group 
on behalf of its agents throughout the 
country, says Norris C. Flanagin, presi- 
dent of Lumbermens Mutual Casualty 
and American Motorists. 

The Kemper Football Scoreboard will 
be seen in 110 NBC-TV stations immedi- 
ately following five nationally televised 
games of each week during the football 
season, 

Veteran Sportscaster Russ Hodges and 
Otto Graham, former collegiate and pro- 
fessional football star, will be teamed 
on the show as they were last year. 

The Scoreboard will be telecast after 
the following games: October 11, Big 
Ten game (to be selected); November 
1, Big Ten game (to be selected); No- 
vember 22, Notre Dame at Iowa; No- 
vember 29, Army - Navy at Philadelphia; 
and December 6, Holy Cross at Boston 
College or Oregon at Miami University, 
Fla. (regional telecast). 

News, featuring Reporter-Ana- 
lysts Chet Huntley and David Brinkley, 
will be co-sponsored by the Kemper 
Group companies on six successive Mon- 
days—September 22 and 29 and October 
6, 13, 20 and 27—and two following 
Wednesdays—November 5 and 12, The 
show will be seen on 47 NBC network 
outlets at 6:45 or 7:15 p.m. (EST), time 
optional with local stations. 

The Scoreboard show has an estimated 
audience of 8.7 million viewers and NBC 
eine is viewed by an estimated 7.5 mil- 
ion. 

Sponsorship of the two shows is being 
repeated at the request of the Kemper 
Companies’ agents throughout the coun- 
try, Mr. Flanagin says. “Following our 
sponsorship of the Scoreboard last fall 
and NBC News last spring, our agents 
reported that these TV shows had been 
very effective in promoting public aware- 
ness of the services they provide,” he 
declared. 





Drivotrainer Ads 


The Aetna Drivotrainer is featured in 
full-page advertisements placed in five 
national magazines during September by 
Bethlehem Steel Co., Inc. The ads, de- 
scribing the classroom driver training 
device which is made partly of Bethle- 
hem sheet steel, will appear in Time, 
Newsweek, Business Week, U. S. News 
& World Report and Editor and Pub- 
lisher, 

The Drivotrainer, developed by the 
Aetna Casualty & Surety, has now been 
adopted by high schools and colleges in 
16 states throughout the country. 





V. D. LeGette Promoted 


V. Dudley LeGette has been appointed 
by the board of directors of Aetna Cas- 
ualty & Surety to assistant secretary, 
casualty division. He will head the mis- 
cellaneous division of the casualty under- 
writing department. 

Mr. LeGette joined Aetna Casualty 
20 years ago and has been engaged in 
casualty underwriting work in the field. 
For the past six years he has served as 
underwriting superintendent at the At- 
lanta, Ga., office. A native of DeKalb, 
Miss., he is a graduate of Millsaps 
College, 





PETERS VICE CHAIRMAN 


O. P. Peters, superintendent of engi- 
neering in the New York office of the 
Employers Group of Insurance Compa- 
nies, has been appointed a vice chair- 
man for New York’s 29th annual safety 
convention and exposition which will be 
Staged by Greater New York Safety 
Council, Inc., nyt 13-17, 1959 in Hotel 
Statler, N. Y. 


W.S. Moore, F. & D. Mgr. in 


Houston, Dies in Car Crash 


William S. Moore, Jr., manager in 
Houston for the Fidelity & Deposit, was 
instantly killed and his 12-year-old son 
was fatally injured recently when an 
automobile in the. opposite lane of the 
highway on which they and Mrs. Moore 
were proceeding to Galveston suddenly 
swerved across the median strip and 
crashed head-on into their car. 


Mrs. Moore, who was thrown out of 


the car by the impact, suffered a broken 
arm and other severe injuries, but is 
expected to recover. 

A native of Gainesville, Tex., and 
graduate of Southern Methodist Uni- 
versity, Mr. Moore joined F. & D.’s 
Dallas branch in 1941. In 1946, following 
two years’ service in the Navy, he re- 
joined the company in its Houston office. 
Subsequently he rose to the post of 
associate manager there. He was ap- 
pointed Dallas manager in 1948 and then 
in 1953 was reassigned to the Houston 
branch, which is under the active direc- 


tion of Vice President William S. Price. 

In addition to his widow and an older 
son, Mr. Moore is survived by his 
mother, Mrs. William S. Moore, Sr., of 
Gainesville, and a sister, Mrs. Gene 
Hightower of Fort Worth. 


EARL W. BETTIS’ NEW POST 
Earl W. Bettis has joined Standard 
Accident’s northern California branch at 
San Francisco as senior bond under- 
writer. He was formerly bond superin- 
tendent, Pacific Coast department, Crum 
& Forster. 
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New Jersey Association Of Insurance Agents, Atlantic City, September 8-9 





NJAIA Pres. Grannatt’s 
Insurance Background 


BEGAN WITH GLOBE INDEMNITY 





Now Partner in Agency Founded in 
1886; World War II Combat in 
N. Africa, Sicily, Normandy 





The New Jersey Association of Insur- 
ance Agents elected Milton H. Grannatt, 
Jr., president at its 65th annual conven- 
tion in Atlantic City. Mr. Grannatt is 
as closely associated with insurance in- 
dustry as possible, coming from an in- 


MILTON H. GRANNATT, JR. 


surance family and marrying into one. 
He also achieved a distinguished record 
during World War II. 

His father was assistant United States 
manager of the Royal-Liverpool Group 
and Mrs. Grannatt, the former Helene 
Blanchard of Boonton, N. J., is the 
daughter of Arthur Blanchard, partner 
in the firm of Blanchard & Cairns, credit 
insurance general agents in New York 
City and the founder of credit insurance. 
His brother-in-law, Arthur Blanchard, Ir: 
a college roommate, is a partner in the 
Blanchard Agency of Boonton, where he 
is associated with a cousin, George 
Blanchard! 

Born January 22, 1918 in Chicago, Mr. 
Grannatt was educated at Ridgewood 
High School and Blair Academy, Blairs- 
town, N. J. He received his B.S. in 
Business Administration from Lehigh 
University, Bethlehem, Pa., in 1939. He 
attended the Insurance Institute of 
America in New York City and the New 
York Insurance Society courses in 1940. 


Started with Globe Indemnity 


Originally employed by the Globe In- 
demnity in New York as a student, he 
was later sent to the Newark branch 
office as a special agent—a position which 
he held until he was drafted for mili- 
tary service in April, 1942. Returning 
from the U. S. Army, he rejoined the 
Globe—working as a special agent for 
the New Jersey counties of Mercer, 
Monmouth, Middlesex, Hunterdon, War- 
ren and Morris. 

He joined the agency of Fell & Moon 
Co. of Trenton in 1947 where he became 
a partner, associated with Scott M. Fell. 
This agency, founded in 1886, is the 
second oldest insurance agency in Mercer 
county. He served as president of the 
Mercer County Association of Insurance 
Agents in 1953-54—and was first elected 
to the NJAIA executive committee in 
1955. He has been public relations 


(Continued on Page 50) 





62,000 N.J. Drivers Benefit From 
Independent Agent Service, Road-Aid 


Atlantic City, N. J., September 8— 
New Jersey insurance agents heard the 
first report on the operation of Road- 
Aid, the service to their insureds, at the 
annual convention in the Hotel Tray- 
more here today. The report was given 
by William J. Doyle, managing director 
of Road-Aid. Mr. Doyle was appointed 
to manage Road-Aid last November. 
Operation of the plan commenced April 
1 last. 

Mr. Doyle described the ground work 
and gave the latest report on the extent 
of the operation. The facilities are now 
available to 61,917 subscribers in the 
state with 413 agents and 226 service sta- 
tions participating. He expressed his 
belief that Road-Aid plans are a particu- 
larly effective weapon for the independ- 
ent insurance agent in the face of direct 
writer competition. The plan emphasizes 
the quality service to the insured by the 
independent agent. 

Mr. Doyle described the work done 
after he took over November 1 last year. 
The first step was to seek cooperation 
from the stock companies. All stock 
companies writing automobile policies 
in the state were advised that NJAIA 
was sponsoring Road-Aid of New Jersey 
and were asked to provide NJAIA with 
addresses to which all claims should be 
mailed for payment. The initial inquiry 
created terrific interest. 

Mr. Doyle continued: “Our central 
office was swamped by mail from 95% 
of the stock companies. The big ques- 
tion—what is Road-Aid and what claims 
are you referring to? This reply came 
from companies participating in the 
Road-Aid program in Michigan—as well 
as others without that first-hand exper- 
ience. Immediately, a descriptive bro- 
chure was made up and was sent to the 
insurance companies. This brought some 
results but not all that was desired. 
By March 1, Road-Aid of New Jersey 
had 93 stock insurance companies co- 
operating in the program. A large por- 
tion had been enlisted with the aid of 
many of our agents.” 

While cooperation of the insurance 
companies was being sought, service sta- 
tions and garages were being selected 
for participation throughout the state. 

These stations had to have adequate 
service equipment and were required 
to provide Road-Aid with a certificate 
of their insurance coverage. 173 service 
stations and garages were enlisted 
throughout New Jersey. A complete 
Emergency Road-Aid service guide was 
produced—listing all the service stations 
and garages participating in the pro- 


gram. This guide lists all towns and 
cities alphabetically, indicates the coun- 
ties — as well as the names and tele- 
phone numbers of NJAIA representatives 
in that area. 

Mr. Doyle, along with President Henry 
A. Franz and Charles J. Unger, NJAIA 
executive secretary, attended many 
county association meetings to explain 
Road-Aid to the agents. The program 





To Combat Direct Writers 


Mr. Doyle had this to say about the 
advantages of Road-Aid programs: “No 
direct-writing company has a road serv- 
ice program—and those operated by the 
auto clubs are five times as expensive as 
ours. The independent agents’ promotion 
of Road-Aid is being felt by the major 
‘direct writers—even though the pro- 
gram is at present operating only in 
New Jersey, Illinois, Wisconsin, Minne- 
sota and Michigan. If the independent 
agents throughout the country would uti- 
lize this service program, the American 
Agency system would be in a much 
stronger position.” 








was scheduled for launching April 1 and 
Mr. Doyle described the set-up: “Order 
blanks accompanied by sample material, 
a list of participating companies and a 
copy of the descriptive brochure were 
sent to every member of NJAIA. Scar- 
cely less than 24 hours after that first 
mailing, orders began to roll into the 
central office. 

“Today, after five complete months of 
operation, we are convinced that the 
Road-Aid program in New Jersey is 
destined for success. The results up to 
this time ‘have been gratifying,” he 
reported. 


How Road-Aid Operates 


Mr. Doyle explained Road-Aid in oper- 
ation: 

“Every time a Road-Aid agent sells an 
automobile policy—which usually includes 
the standard towing and labor endorse- 
ment, as a courtesy to his assured—he 
provides a Road-Aid indentification card, 
a small Road-Aid decal and an emer- 
gency Road-Aid service guide. The 
identification card shows the insured’s 
name, the year and make of the car, 
the insurance company, policy number 
and expiration date. The card is com- 
pleted in triplicate; the original is for 
the insured, the second copy is mailed 
to Road-Aid—and the third copy is re- 
tained by the agent. 

“When the insured’s car is disabled, 


(Continued on Page 46) 
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Weisbart, First N. J. 
Man to Get CLU, CPCU 

HONORED AT ATLANTIC CITY 

Named Chairman of the NJAIA Execu- 


tive Committee; Distinguished 
Academic Work 








Ira F. Weisbart, who was elected 
chairman of the executive committee at 
the New Jersey Association of Insurance 
Agents annual convention in Atlantic 
City was the first man to gain both 
CLU and CPCU designations in New 





IRA WEISBART 


Jersey. He was discharged from the 
Army after World War II service in 
September 1945, was awarded the CLU 
in 1947 and the CPCU the following year. 

Mr. Weisbart is a partner with his 
father in the Paul Weisbart Agency in 
Jersey City, a partnership that has 
prospered since his graduation from col- 
lege. 

Born in Jersey City in 1916, Ira Weis- 
bart, graduated from Union Hill High 
School in 1931 and received his diploma 
from Blair Academy in 1932, Receiving 
his B.S. degree from New York Un.- 
versity in 1937 after a combination of 
day and evening school attendance, he 
majored in Business Administration in 
the School of Commerce. 

Married in 1940 to Bernice Feinberg 
of Newark, he entered military service 
in February, 1941 and was assigned to 
the 113th Infantry Regiment where he 
rose to the position of Sergeant Major. 
Overseas he was assigned as Sergeant 
Major in the Third Army and received 
his discharge in September, 1945 as 
Master Sergeant. 


Taught at Rutgers 


Following his insurance academic. ac- 
complishments in the post war years, 
Mr. Weisbart began teaching parts of 
the CPCU preparation courses at Rut- 
gers University Extension Division in 
1950 and also served on the teaching 
staff of Rutgers University. 

He was elected chairman of the edu- 
cational committee of New Jersey Chap- 
ter CPCU in 1951 and advanced to 
president of the state chapter in 1953. 

A chairman of the Educational Com- 
mittee of the Hudson County Associa- 
tion of Insurance Agents from 1953 
through 1955, Mr. Weisbart was vice 
president of that association in 1954 
and was elected president in 1955. He 
was first elected to the Executive Com- 
mittee of the NJAIA in 1956 and has 
been re-elected each year since. 

In 1950 he was a member of the com- 


(Continued on Page 46) 
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Highlight of Accident 
Prevention Program 


WAS NATIONAL SAFETY AWARD 





Oscar Gained for Safe Driving Program; 
Grannatt, Franz on Gov. Meyner’s 
TV Show 


Atlantic City, N. J., Sept. 8—Milton 
H. Grannatt, Jr., as chairman made the 
report of the NJAIA accident prevention 
committee at the association’s annual 
convention here today. He described 
the accomplishments of 1957 as “another 


milestone in the progress of the associa- 
tion in the field of accident prevention.” 

He reported: “As in the past, the pro- 
gram was based on a record of no fatali- 
ties during prescribed periods; the 1957 
periods were extended to include the 
summer-long ‘Slow Down and _ Live’ 
campaign from Memorial Day through 
Labor Day—as well as the 35-day holiday 
campaign from Thanksgiving through 
New Year’s Day. 

“The program was further improved 
by the use of the accepted population 
classes as the basis for making the dis- 
tinguished awards. 530 communities re- 
ceived the basic or honor awards—while 
167 distinguished awards were given. The 
presentation of the ‘Best - in - State’ 
awards were made, as in past years, on 
Governor Meyner’s television program. 
President Henry Franz and your acci- 
dent prevention committee chairman had 
the pleasure of appearing on the pro- 
gram with the Governor and the win- 
ners.” 


Cites Work of John Edwards 


He complimented NJAIA’s personable 
Public Relations Counsel John Ed- 
wards of Hackensack for again doing 
“an outstanding job in providing the 
county associations with the material to 
make the program a success.” Mr. Gran- 
natt described further work on the cam- 
paign: 

“Letters announcing the campaign 
were sent to every community in the 
state, and each community was notified 
at the end of the campaign as to whether 
they had earned our citation award. 
Copies went to each county association 
for personal follow-up. The citation cer- 
tiicates were prepared and forwarded 
to the county accident prevention chair- 
man for presentation. While we cannot 
report on the actual presentations on 
the local level,” he explained, “we can 
say that those counties which did a 
good job derived considerable publicity 
and undoubtedly improved their rela- 
tions with those responsible for traffic 
safety work on the community level. 
Mercer and Camden-Gloucester counties 
presented the citations at luncheon 
meetings to which all mayors and police 
chiefs were invited. This method proved 
very successful in both cases.” 

He expressed appreciation for the 
cooperation received from both the New 


County Traffic Safety Coordinators. A 
Measure of the effectiveness of the 
association’s accident prevention work 
was the winning of a National Safety 
Council “Oscar” which was presented 
formally during the meeting here. 


marked: “Since the winning of one of 
these awards is a great honor we take 
additional pride in that this is the second 
such award received in the three years 
the Safe Driving Citation Award pro- 
gtam has been conducted by the New 
ersey Association of Insurance Agents. 
e might note that we have submitted 
entries in that national competition only 
twice.” 
NJAIA was also associated with the 
Boy Scouts in their Safety Good Turn. 
he association provided local Boy 
Scout councils with suggested projects 
and also offered them the assistance of 
NJAIA members in carrying out their 
(Continued on. Page 50) 





Jersey Bureau of Traffic Safety and the. 


Mr. Grannatt referred to this and re- - 


Miller Cites Cooperation 
In National Advertising 


Atlantic City, N. J., Sept. 9—Past 
President Alan Miller, retiring chairman 
of the National Association’s advertising 
committee, revealed to the New Jersey 
agents here that 12 leading insurance 
groups will have advertisements in the 
September 27 issue of the Saturday Eve- 
ning Post supplementing a full page ad 
of NAIA. This will demonstrate the 
cooperation between agents and com- 
panies in their campaign to show the 
American public the high quality of cov- 
erage and service of the American 
Agency System. ' 

Mr. Miller, who will continue as a 
member of the NAIA advertising com- 
mittee under the new chairman, Joseph 
A. Neumann of Jamaica, N. Y., told the 
convention: 

“Back in March all subscribers re- 


ceived kits showing our advertising 
through August 31. You will have, within 
a few days, your kits for the remainder 
of 1958. The new ones for the 1959 
campaign will be sent to investors well 
in advance of its start. I believe we have 
made a marvelous beginning, and that 
you will also be happy with the rest. of 
the year’s program. 

“We still have 20 TV spots on ‘Today,’ 
starting September 18—together with 
schedule shown in new kit for the maga- 
zines Life, Look, Saturday Evening Post 
and Farm Journal; we will also appear 
in the Sunday newspaper supplements. 
We urge you to continue your ‘tie-in’ 
ads either as individual agencies or as 
local or county boards. This is the way 
to derive the greatest benefit from this 
program. You'll also find much new ma- 
terial in your second kit, consisting of 
advertising aids, etc. 

“Among the Saturday Evening Post 
ads is a special full page—to appear in 
the issue of September 27. We have 
contacted the president of all companies 
or groups belonging to our bureaus— 
asking them to follow our ad with one 
of their own. This ad reads, in part: 


‘Some of the many companies which 
seJl insurance through independent in- 
surance agents are shown on the follow- 
ing pages. We are glad to say that 12 
prominent companies or groups have co- 
operated—a most encouraging beginning 
as it is something never done before. 
It should far over-shadow recent three 
page ads of competitors which you re- 
member. Future years should show fur- 
ther progress in this direction. 

“Our state association is taking over 
the collection for 1959. We are fortunate 
in that Hank Franz is going to be the 
New Jersey advertising chairman, He 
is busy setting up active committees in 
each county. We all want and expect to 
do far better in this campaign, and 
enlist your cooperation. Our goal is 
again $90,000. Last year we barely 
reached $41,000 from 665 agencies—out 
of our 1,500 membership.” 





“What you don’t know won’t hurt you, 
but it can make you look pretty stupid” 
—Marshall B. Simms, Continental As- 
surance, at NJATA meeting in Atlantic 
City. 





“the day 
I found 
$428.100 in my 
desk drawer” 


“If someone had told me 18 months ago” says Broker Tom 
Fazio, Jr., Garden City, New York, “that I would increase my 
insurance sales $428,100 by sending in that coupon I’d put in 
my desk drawer, I wouldn’t have believed them. But that’s just 
what happened when IJ got the help of Prudential’s Brokerage 
Service. Bob Otto, Prudential’s Brokerage Manager in Garden 
City, made several special trips to my office, providing me with 
the training I needed, so I could effectively explain Business 
Insurance to clients. One of the sales aids he gave me was the 
booklet, “Your Corporate Associate Can Be Your Downfall,” 
which has been invaluable in making sales. With this kind of 





You'll enjoy “T#E TWENTIETH CENTURY,” Sundays, CBS-TV 









Tom Fazio, Jr. 


sales material and the training which Bob gave me, I’ve been 

able to turn Business Insurance into one of my key sales-makers.” To increase 
your profit through Business Insurance sales, write for your free copy of “Your 
Corporate Associate Can Be Your Downfall.” Send in the coupon today. 


LIFE INSURANCE * ANNUITIES * SICKNESS AND ACCIDENT PROTECTION * GROUP 
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TO: BROKERAGE SERVICE. 

THE PRUDENTIAL, NEWARK 1, N. J. 

C1 Please send me a copy of “Your 
Corporate Associate Can Be Your 
Downfall.” 

C1 would like to know more about 
Prudential’s Brokerage Services and 
how they can make Business In- 
surance sales easier for me. 





ADDRESS. 





CITY & STATE 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
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Prize-Winning NJAIA 
Public Relations Work 


REPORTED BY PETER E. WILHELM 





Active Program Included Conventions, 
Safe-Driving, Road-Aid, Fire 
Prevention Publicity 


Atlantic City, N. J., September 8— 
Peter E. Wilhelm, chairman of NJAIA’s 
public relations committee described 
their program as emphasizing major 
projects and organizing for continued 
publicity on the “grass roots” level. Mr. 
Wilhelm made the report here this 
morning at the association’s annual con- 
vention in the Hotel Traymore. 

This year a summer Safe Driving 
campaign was added to the traditional 
winter holiday campaign. Mr. Wilhelm 
declared: “Our S-D program has gained 
increased prestige for our association 
and for our individual members—at a 
pace unmatched by any other program 
ever undertaken by our association. How 
it is viewed by others is perhaps best 
indicated by the fact that the National 
Safety Council has again seen fit to 
select our association for their own 
Citation Award ‘Oscar’—the second time 
in our two tries for this national dis- 
tinction.” ; 

In the field of fire prevention, Mr. 
Wilhelm cited “Atlantic City’s superb 
promotion of their original fire engine. 
Representing a tremendous investment 
in untiring effort and actual funds, our 
local board here climaxed this extensive 
undertaking last October. The resultant 
publicity in local and regional news- 
papers and the insurance press certainly 
reflected to the credit of the New Jersey 
Association as well as to the Atlantic 
City agents who produced the effort.” 

He further remarked that “through 
the planning and efforts of John Ed- 
wards, public relations director, we ex- 
pect to be able to have the annual 
‘Town Inspections, conducted by the 
New Jersey State Fire Prevention Asso- 
ciation, coordinated with the community 
fire safety activities of our local boards. 





Ira F. Weisbart 


(Continued from Page 44) 


mittee which inaugurated Hudson County 
Insurance Day. The topic that year 
was Multiple Peril Policies and many 
of the ideas that came from that event, 
he feels, have been incorporated in the 
homeowners’ policy as well as other 
packages as they are now known. He 
was also liaison for the CPCU Chapter 
with the New Jersey Field Club for the 
seminar on Business Interruption In- 
surance in 1951, and moderated the 
seminar sponsored by NJAIA on Com- 
prehensive Dwelling and Direct Writer 
Competition in 1952. 

He also moderated the first three 
Hudson County Association Seminars 
in 1953, 1954 and 1955 on The Fire 
Policy, Comprehensive General Liability 
policies and The Personal Property 
Floater. He was moderator for the 
sales seminar at the mid-year meet- 
ing of NJAIA in 1953. Ira has a repu- 
tation not missing any meetings of the 
Hudson County association or its execu- 
tive committee since the late 1940’s, or 
the New Jersey Chapter CPCU, since he 
became a holder of that designation. 

Mr. Weisbart has been vice president 
of the Jersey City Chapter, B’nai 
B’rith, as well as chairman, of the 
Vocational Guidance Committee of the 
South Mountain Lodge, B’nai B'rith. 
He has two children, Steven, age 14 and 
Carol, age 10. They reside in Maple- 
wood, 





New NJAIA Exec. Comm. 

The following comprise the NJAIA 
executive committee elected under 
Chairman Ira F. Weisbart at the 
annual convention in Atlantic City: 

Robert W. Hutchison, Robert D. 
McKee, William H. Paul, James L. 
Ryan, Edward P. Kinchley, Jr., Emile 
Karam, Lawrence Robinson, Edwin 
P. Rothberg, and the outgoing presi- 
dent, Henry A. Franz. 


Best Wishes for McKee 


Robert D. McKee, CPCU, chairman 
of the NJAIA committee on fire and 
allied lines, who has been seriously ill, 
was absent from the association’s annual 
conference for the first time in 14 years. 
Many expressed hope that he will soon 
be fully recovered, and wishes for his 
speedy recovery were spoken by Presi- 
dent Milton Grannatt shortly after his 
inauguration. 














This is now being tested in Englewood— 
and the initial phases bear promise.” 

Other public relations activities related 
by Mr. Wilhelm were: Work on the 
64th annual convention, handling pub- 
licity for the Eastern Agents Confer- 
ence in Atlantic City, in March and 
NJAIA’s mid-year meeting the same 
month in Newark. As far as Road-Aid 
is concerned, he expressed the import- 
ance of individual members getting be- 
hind the program as one “of tremendous 
PR potential.” Advertising lay-outs copy 
and ‘mats’ have been developed for use 
by individual members, he reported. 

He continued: “Another important 
public relations undertaking was the 
Speakers’ Bureau which was organized 
in conjunction with the renewed activity 
here in New Jersey on compulsory auto 
insurance late last year. With the co- 
operation of the Association of Casualty 
& Surety Companies, we developed a 
speaking bureau comprised of about 65 
members—which kept nearly 200 engage- 
ments with local organizations through- 
out the state. The tremendously favor- 
able press accorded this undertaking 
should be adequate proof of the merits 
of continuing the bureau as a constant 
phase of our public relations program. 

“Last year, our public relations efforts 
were rewarded with the presentation of 
the Bowen Cup by the National Asso- 
ciation of Insurance Agents. Even more 
important, however, are the sincere 
compliments received from our insurance 
editors on every side—and, best proof 
of all, the tremendous amount of valu- 
able news space which we have received 
in our home town newspapers through- 
out the year. We believe that our public 
relations program is effective—that it 
is doing a good job. But we also believe 
that it can do a better job... with the 
— support of NJAIA mem- 
ers. 


PRITCHARD 


Doyle on Road-Aid 


(Continued from Page 44) 


he checks the emergency road guide for 
the nearest Road-Aid station calls the 
station, identifies himself and reports the 
cause of his breakdown; the station dis- 
patches a tow-truck and renders the 
necessary service. The insured signs an 
invoice for the services rendered—then 
goes on this way. Once a month, the 
participating stations bill Road-Aid for 
the services they have rendered; Road- 
Aid thereupon pays the stations—and, 
in turn, separate invoices by insurance 
companies, summarizes each of the 
company invoices and bills the individual 
companies.” 
California Agents Plan 


The speaker explained the importance 
of this emergency road service for not 
only the insureds, but the agents faced 
by’ automobile clubs selling insurance. 
He described the California independent 
insurance agents powerful ally, the Na- 
tional Automobile Club. 

Some 35 years ago California agents 
were losing automobile insurance busi- 
ness to two leading automobile clubs. 
Mr. Doyle explained: “In reality, insur- 
ance companies ‘had been portraying 
these two organizations as public bene- 
factors; they were able to write a large 
volume of business by giving away free 
road maps, touring information, free 
towing—and the Lord knows what else. 
They employed salaried salesmen to sell 
their insurance and the public bought! 

“In 1924, assisted by their insurance 
companies, the independent agents an- 
nounced the organization of the National 
Automobile Club. It is owned by the 
standard stock insurance companies and 
has been a success from the start. It 
offered everything the other clubs did 
etre 

“While the agent is supplying the 
assured with collision insurance, he can 
become a member of the National Auto- 
mobile Club for $4.50 a year. In Califor- 
nia, there is no limitation on what they 
will pay. If your car went off a cliff 
and the towing bill was $300 they would 
pay it, In other states, they do have 
a limitation of $25. Today National has 
over 30,000 members in California and 
thousands of independent insurance pro- 
ducers recommend National to their 
clients.” 

Mr. Doyle told the New Jersey agents 
this morning, “You must fight fire with 
fire,” and service is a material weapon. 
“Your business is predicated on the word 
service—and Road-Aid helps make this 
word a reality to more of your assureds. 
The American motorist expects service 
and unless he can receive it from his 
local agent, he will obtain it from the 
competition. The loss of automobile in- 
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One of the last acts of Henry Fran 
as president of NJAIA was to surpris 
Henry G. Mather with a _ presidenti 
citation for his distinguished efforts a 
chairman of the association’s legislatiy 
committee, 1954-58. Mr. Franz empha 
sized that such an act was not neces 
sarily intended to become regular pr 
cedure, but that the really magnificen 
job of Mr. Mather deserved special recog 
nition. 

Alan Miller conducted the installatio 
of officers, and in the case of the ne 
president, Milton H. Grannatt, Jr., a ma 
of giant stature physically and in hi 
achievements, issued a challenge to a 
state associations, notably the two big 
gest Alaska and Texas, to prove tha’ 
New Jersey has not got the tallest presi 
dent. 

Mr. Grannatt first paid tribute to hi 
predecessor Mr. Franz, saying that hi 
association with the out-going presiden 
was a rewarding experience. Before out 
lining his program Mr. Grannatt quote 
this saying: “If you can keep a leve 
head during these trying times, perhap 
you don’t understand them!” 

Mr. Grannatt’s aims will be reporte 
more fully in a later issue. Briefly the; 
envision achieving larger membership fo 
NJAIA; greater exchange of ideas be 
tween county associations; a greatly in 
creased NJAIA contribution to the na 
tional advertising campaign; better fir 
prevention work; finding a solution t 
the commission problem; improving th 
safe driving award program; vigilancd 
in legislative matters; and better liaison 
with the Insurance Department and the 
bureau. 
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Joe Harmelin “Sweetens” 


N. J. Agents With “Charms” 


Joseph Harmelin, co-general agent of 
Manhattan Life in Newark, did his best 
to sweeten the agents attending th 
Atlantic City meeting of New Jersey 
Association of Insurance Agents thi 
week. Mr. Harmelin’s novelty idea wa 
to pass around packages of assorte 
“Charms” fruit drops with the notation 
“Sweeten your commissions by callin 
the Man from Manhattan.” 

William Vogel, Columbian Nationa 
Life, Newark, was also on the job. 
regular attendant at NJAIA meetings 
he made available as always to one an 
all at the meeting book matches, pencil 
and memo pads. 





The 6 
benefits 
accident 
accident 





surance can lead to the loss of othej 
lines.” 


What’s Ahead on Road-Aid 


Looking to the future of Road-Aid, Mr five yee 
Doyle said he expects the next sig hospital, 
months will be occupied with organizing ™¢dical 
Emergency stations are needed on thre of accid 
of the New Jersey counties, Huntertong ,.-ump- 
Sussex, and Warren, and better cover $5,000, < 
age is needed on the New Jersey Turng Sven fi 
pike and the New Jersey State Parkg "ons, 1 
way. Negotiations have already been in hands, f 
stituted for full coverage of the Turng currin 
pike and Parkway and it is expected tha the poli 
that part of the job will be accomplisheq ‘he ¢ 
by the New Year. : states € 

Mr. Doyle closed: “There are many linois at 
other services that we could offer: tour 
ing map service—hotel and motel reser 
vations—and emergency telephone calls 
while traveling in other states. Safety 
education can also be incorporated int 
this operation. Within six months, Road 
Aid will have completed its emergency 
station phase of the organization, 
other half of it — the subscribers — is 
up to you. I can promise you that Road 
Aid will be ready to deliver the full 
service we envisioned . . . the servicd 
that one year ago, you said you wanted 
for your assureds.” 
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Hartford A. & I. Offering 
Two A. & S. Policies 


CONTRACTS 





THE 6909 “PACKAGE” 





Described by Secretary Dan H. Quigg as 
Easy to Understand, Explain and 
Sell; Their Features 





” 


Two new “package” personal accident 
and sickness policies have been intro- 
duced by the Hartford Accident & In- 
demnity. They are the 690 accident pol- 


icy and 690 disability policy which take 
their names from the company’s home 


ofice street address in Hartford: 690 
Asylum Avenue. 
They are “package” contracts in the 


sense that they provide coverage in fixed 
amounts and combinations. 

In devising them, Secretary Dan H. 
Quigg said, Hartford Accident sought to 
offer contracts that would be easy to 
understand, explain and sell. This was 
done, he added, in an effort to facilitate 
the entry into personal A. & S. produc- 
@tion of those producers, oriented pri- 
marily toward the basic property and 
casualty lines, who have been inactive 
in accident and sickness insurance. 


Features of 690 Disability Policy 


The 690 disability policy is an income- 
protection form for disability due to 
accidental injuries or illness. 

Under the accident coverage, it pays 
$50 a week up to two years when the 
policyholder is unable to perform the 
full duties of his usual occupation. 
Thereafter it provides the same benefits 
gfor as long as disability prevents him 
from working at any occupation. The 
insurance takes effect beginning with 
the first day of disability which, to be 
covered, must start within 30 days of 
the accident. 

Under the sickness benefit which be- 
gins with the eighth day of disability, 
the policy pays $50 a week up to two 
years when the policyholder cannot per- 
form every duty of his usual occupation 
due to sickness. From then on, for a 
maximum of three years, it pays $50 a 
week as long as the disability prevents 
the insured from working at any occu- 
pation. 





690 Accident Policy 


The 690 accident policy provides cash 
benefits toward medical treatment of 
accidental injuries and indemnity for 
accidental death and specified injuries. 
Medical benefits up to $500 are pay- 
able for actual expenses incurred within 
five years of the date of accident for 
hospital, surgical, nursing and other 
medical services necessary for treatment 
of accidental injuries. 
Lump-sum _ benefits 
$5,000, as specified in the contract, are 
‘urng given for accidental fractures, disloca- 
tions, minor amputations, or loss of 
hai ids, feet or sight. For accidental death 
‘urng OCcurring within 90 days of the mishap, 
thag the policy pays indemnity of $1,000. 











she@ the 690 policies are available in all 
states except California, New York, II- 

nanyy linois and Rhode. Island. 

four 

ser’ J P 

calf Tauster Chicago Gen’! Agent 

ie Joseph L. Tauster has been appointed 


a general agent in Chicago for Mutual of 
0a" Omaha and United Benefit Life. He 


en heads the J. L. Tauster & Associates 

Agency on West Peterson Ave., that city. 
a Prior to this appointment Mr. Tauster 
Oral did training work in Colorado for Mu- 
is tual and United and served as manager 


ff Of their commerce and industry divisions. 
e is a graduate of the College of the 
City of New York. 
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Osler Reveals Plans 
For IAAHU Annual Meet 


AT FRENCH LICK NEXT JUNE 14-17 





Program Described as “Balanced Vari- 
ety” of Formal Talks, Panels, Room 
Hopping, Open Forums 





After a year of detailed study, the 
steering committee for the 1959 annual 
meeting June 14-17 at French Lick, Ind., 
of the International Association of A. & 
H. Underwriters has approved the sched- 
ule of events for the program. However, 
specific details of the program will be 
revealed at a later date. “Withholding 
them is purely a matter of promotion 
timing,” R. W. Osler, general chairman, 
explained. 

The program has been set up as a 
“balanced variety” of formal talks, panel 
discussions, room hopping and open 
forum discussion. “Our effort,” said Mr. 
Osler, “has been to include something 
for every type of member and every 
level of interest; weekly-premium, com- 
mercial, non-can. Group, monoline, cas- 
ualty and life; the ~package seller, pro- 
grammer, advanced writer interested in 
integrated planning of life and A. & H. 
coverages in estate planning and _ busi- 
ness disability insurance, agency man- 
agement and home office.” 

Mr. Osler also pointed to much time 
and effort in perfecting purely mechani- 
cal details. “We have been extremely 
touchy about multiple introductions such 
as introducers of the introducers of the 
speakers. We have also agreed that there 
is absolutely no room on the agenda for 
introductions of or acknowledgements to 
committee members. They will be given 
due credit in the printed program,” he 
said. 

“Finally, we have determined to select 
subjects of interest and value and then 





Occidental Director 


H. Taylor Peery, Palo Alto, Cal., has 
been elected to the board of Occidental 
Life of California, President Horace W. 
Brower announced. He is director of 
Guarantee Insurance Co., Allied Proper- 
ties, D. H. Peery Estate Co., and Boyle 
Furniture Co., and will serve on Occi- 
dental’s finance committee. 

Mr. Peery retired from Bank of Amer- 
ica in 1955 as vice president in the bond 
investment department. He served as 
executive vice president of Allied Prop- 
erties from 1955 to 1957, at which time he 
retired to become a private investment 
consultant. 

Currently a trustee of Cogswell Poly- 
technic College, he served during World 
War II as a lieutenant colonel. 





find the best qualified man in the coun- 
try to handle each rather than invite 
‘name’ speakers and let them choose 
their own subjects. Certainly we want 
‘name’ speakers wherever we can find 
them for the subjects selected. We al- 
ready have four speakers committed, and 
each is a household name in the busi- 
ness. But we shall not hesitate to invite 
an ‘unknown’ if we are convinced he is 
the best man in the country on the sub- 
ject for which invited.” 

Mr. Osler further reported that the 
first draft of the 1959 convention agenda 
was drawn up over a year ago at the 
first meeting of the steering committee. 
“We then broke it down into minute 
sections and assigned a committee chair- 
man to study each section in every detail. 
We have been meeting monthly to con- 
sider reports and suggestions of section 
chairmen. Now, a year later, we feel 
safe in casting the final form of the 
schedule of events. I sincerely doubt 
that any previous IAAHU convention 
committee has ever given as detailed 
study to the convention agenda as this 
one has.” 

Members of the steering committee in 
addition to Mr. Osler are Charles Ray, 
vice president, Associates Life; Spafford 
Orwig, Orwig Agency; W. Howard Bull, 
CLU, Group manager, Aetna; William 
Highfield, CLU, A&S editor of R. & R.; 


James Barbour, CLU, general agent, 
Continental Assurance; Malcolm Dun- 
lap, general agent, Massachusetts In- 


demnity & Life, and David Denham, 
A. & S. manager, Secured Insurance Co. 
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TOP MEN 
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... 4nd disability 





Every man who specializes in pension and employee 
welfare plans should have a copy of this brochure. * 
The brochure deals with a realistic solution to a problem 


which faces every business and its executive personnel. 
A copy is yours for the asking. 


* Advertised in Time, October 6, Newsweek, Octo- 


ber 20, and the November issue of Fortune. 


Chattanooga -Since 1857 


SICKNESS 


Write for brochure D-6. 
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“Grass Roots” Program 
Of Health Ins. Council 


EXPLAINED BY MORTON MILLER 
First Issue of HIC “Newscope” De- 
scribes State-by-State Movement to 
Strengthen Medical-Hospital Relations 





More than 400 insurance company rep- 
resentatives in 46 states are now partici- 
pating in the “grass roots” program of 
the Health Insurance Council, according 
to Council Chairman Morton D. Miller. 

Writing in the September edition of 
“Newscope”—the first issue of a monthly 
bulletin service on Health Insurance 
Council activities—Mr. Miller, who is 
second vice president of the Equitable 
Life Assurance Society, termed the new 
state program of the Council “one of the 
most important undertakings in its his- 
tory.” State committees of insurance 
men throughout the country, he declared, 
are representing the business in the “de- 
velopment of better doctor-hospital- 
insurance company relations at local com- 
munity levels, thereby providing the 
public with even better voluntary health 
insurance service.” 

In newsletter format, “Newscope” will 
be distributed each month to state com- 
mitteemen, as well as to other key execu- 
tives of member insurance companies of 
the Council. The obiectives of “News- 
cope,” said Mr. Miller, are to strengthen 
lines of communications between the 
state committees and, in addition, keep 
member companies informed of develop- 
ments at the grass roots level. 


Specific State Activities 


Virtually every state committee has 
participated in at least one “get 
acquainted” meeting with medical-hos- 
pital groups in their respective areas, 
according to “Newscope.” Activities in 
several states were cited, among them 
Massachusetts, New Jersey, Georgia, Ne- 
braska and California. 

The Massachusetts State Committee, 
for example, called on the administrators 
of every hospital in the state during 
National Hospital Week last May to 
“express the insurance business’ apprecia- 
tion for the outstanding service per- 
formed by hospitals in each community.’ 

The Nebraska Committee, paving the 
way for better understanding between 
doctors and insurance companies, sub- 
mitted two proposals to the State Med- 
ical Association: (1) State and county 
medical meetings would be furnished 
with insurance company speakers to 
answer questions about insurance com- 
pany operations, and (2) articles on 
health insurance coverage, problems and 
principals would be submitted for publi- 
cation in the State Medical Journal. 

In California, the “Newscope” points 
out, a liaison committee has been estab- 
lished consisting of five representatives 
of the Los Angeles Medical Association 
and four from the Council’s California 
Medical Relations Committee—the pur- 
pose being to set up a working organiza- 
tion that can tackle the problems faced 
by both groups. 

“The Medical Association’s legal 
counsel has suggested that insurance 
companies might do well to adopt a spe- 
cial form letter in offering to pay doc- 
tors a usual and normal fee where more 
has been billed,” says “Newscope.” 

It is further noted that in Georgia a 
favorable liaison ‘thas been established 
with the state’s hospital association, and 
in New Jersey several projects have been 
adopted of state-wide significance in 
cementing stronger medical-insurance 
company relations at the grass roots 
level. 

The Health Insurance Council—com- 
posed of eight insurance associations— 
serves as a central source of informa- 
tion and assistance to the health care 
field on all aspects of voluntary health 
insurance. 
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Current Trends in A. & S. Insurance 


By Francis T. Curran 


Superintendent, Statutory Disability Division 
America Fore Loyalty Group 


The late but unlamented arch master 
of deceit, lies’ and propaganda, Paul 
Goebbels, once said: “If you tell a lie 
often enough, the people will believe it.” 
We see evidences of the reverse of this 
technique every day on television, radio, 
billboards and in magazines and news- 
papers as nationally known firms tell 
the public about their products. Many 
of their products have received such 
wide public acceptance that their names 
are part of our language. Many serve 
as the standard with which comparisons 
are made. It follows that if you tell the 
truth often enough, people will believe. 
The main point seems to be constant 
reiteration. 

We in accident and sickness insurance 
have constantly publicized the phrase, 
“Accident and sickness insurance is 
primary insurance.” It was introduced 
in the early thirties: - At- }onge-kast-it- ts 
widely accepted as fact by producers 
and the buying public. It has helped to 
account for the tremendous upsurge in 
volume of accident and health insurance 
premium payments. Many people, 
through sad experience, have come to 
realize that the foundation of any sound, 
carefully considered personal insurance 
program is disability cover. Good health 
enables us to earn. Thus we maintain our 
standard of living. Disability insurance 
is income when we are prevented from 
earning while ill. 

Problems and Challenges Created 


Acceptance of our policies by con- 
stantly increasing numbers of citizens 
has created problems and challenges. 
This is normal because nothing stands 
still. Change is a fundamental law of 
nature. We either progress or retro- 
gress. If we stop production processes 
to hold what we have, we first will lose 
those accounts that are the normal turn- 
over, then our quality business and 
ultimately all. In our business constant 
emphasis must be on expansion, i.e., 
change. 

Wide public acceptance of disability 
insurance also has initialed four im- 
portant and interesting trends. They 
are personnel education, coverage for 
the senior citizen, vesting renewal rights 
with the policyowner and experimenta- 
tion of which upgrading policies is a 
part. Their ultimate effect should carry 
disability insurance to its rightful place 
as the second largest premium source, 
next to life insurance. This will come. 
As a famous comedian might have said, 
“it ain’t certain, but it’s inevitable.” 

As the business expands, the great 
lack in the field and at the company 
level has been the dearth of informed 
people. This has led to the need of 
educational facilities for field forces and 
administrative personnel. Two excellent 
sales courses were designed and intro- 
duced to aid producers,, LUTC (Life 
Underwriters Training Course for A. & 
S.) and DITC (Disability Insurance 
Training Course sponsored by Interna- 
tional Association of Accident & Health 
Underwriters). They have extended 
their work to a national basis so that 
today, in most any section of the coun- 
try, an interested producer may learn 
more about A. & S. insurance and work 
it in with property or life insurance, 
depending on his interests. 


Courses Offered by 500 Colleges 


Significant, too, is the remarkable ex- 
pansion of college curriculums to include 
insurance. Insurance courses are offered 
by more than 500 colleges and univer- 
sities. Five years ago about half this 
number offered such study. While CPCU 
and CLU have contributed in no small 
measure to the educational needs of the 
industry, they do not embrace disability 
insurance with the result most of the 


educational effort in disability insurance 
is new. 

The oldest course I know of is that 
offered over the years by the New York 
School of Insurance. LOMA (Life Office 
Management Association) now includes 
disability insurance in the curriculum 
as does LIAMA (Life Insurance Agency 
Management Assn.). HIAA (Health 
Insurance Association of America) has 
a course of study for company personnel 
on the drawing board. It is expected to 
be ready in six months. 

In life insurance the accent is on sales. 
Because A. & S. coverage has to be sold 
the life people seem to have realized its 
potential and its affinity to life insur- 
ance more than have the property com- 
panies. This accounts in part for so 
many life carriers entering the A. & S. 
field in the last ten years. Lately, prop- 
erty carriers are evincing a greater in- 
terest in life and A. & S. coverage 
evident from the number that have pur- 


chased or inaugurated a life facility. 

The impact of the field forces of large 
life carriers on the public was the addi- 
tional strength our business needed for 
it to mature after the long and enforced 
sleep from which it awoke during the 
war years of the forties. Refreshed 
from the involuntary slumber, the in- 
dustry has performed conspicuous serv- 
ice in keeping abreast of the demands 
of the public, the regulatory authoritics 
and various legislatures. 


Product Improvement 


Another gratifying trend has been the 
recognition of the need for product im- 
provement which results in the upgrad- 
ing of policies. The life companies seem 
to view A, in the light of the 
permanency of the life policy. Property 
carriers seemed disposed to look at it 
as a term undertaking. The latter view- 
point is changing since the advent of 
the guaranteed renewable with the pre- 
mium adjustment privilege which ap- 
pears to be the stop loss valve that the 
non-terminable provision requires. It 
might be well to remind the uninitiated, 
at this point, that the incidence of 
morbidity cannot be calculated with the 
same mathematical accuracy that is pos- 
sibly with mortality. Consequently, in 
A. & S. we have had to cast about for 
other means to vest renewal rights. 








OW! 






Now you can offer a really out- 
standing Hospitalization plan to 
prospects who have some health 
condition which places them in the 
“impaired risk” category. There are 
estimated to be close to 20 million 
of them ... a really tremendous 
market! Formerly many of these 
people would have been declined, 
or would have to accept a ridered 
policy with the particular health 
“not-covered”. Acco’s 











condition 
new policy eliminates coverage ex- 
clusion riders. 







An attractive rate-and-sales folder 
makes it easy to present your story 
to prospects. May we send it to 
you, along with complete informa- 
tion about the new Impaired Risk 
HOSPITAL Policy? 
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HOME OFFICE: READING, PENNSYLVANIA 











FRANCIS T. CURRAN 


Today, we issue a policy vesting the 
renewal privilege with the policyholder 
until he reaches a previously stipulated 
age, usually 65. Thus we should never 
lose money because of the premium ad- 
justment privilege by class (policy form) 
in the event of unsatisfactory experience. 
The business now may be experience 








Facts About the Author 


Francis T. Curran, whose timely article 
on “Current Trends in Disability Insur- 
ance” appears on this page, has been 
associated with the A. & S. business for 
over 30 years and almost 20 years with 
the Loyalty Group. His devotion to the 
business is indicated by the fact that for 
20 years he has lectured on A, & S. 
subjects in the New York School of 
Insurance, averaging two evenings a 
week during this period. He is also a 
lecturer for the disability insurance 
training course of IAAHU in the Newark 
area; a member of the education com- 
mittee of Health Insurance Association 
of America, and associate member of 
the American Association of University 
Teachers of Insurance. 

Another of Mr. Curran’s major indus- 
try activities is his current chairmanship 
of the New York State Advisory Board 
on Accident and Health Examinations. 
He has also served as chairman of the 
board’s subcommittee to review the 
syllabus and examination questions. Last 
year when the industry was coping with 
the proposed Metcalf legislation for New 
York State, Mr. Curran served on the 
individual policy committee which worked 
in cooperation with the New York In- 
surance Department. 

He is also the author of “Funda- 
mentals of Accident & Health Insurance” 
published by the New York Insurance 
Department. 

Prior to joining the Loyalty Group 
in 1940 Mr. Curran had A. & S. experi- 
ence with Employers’ Liability and Con- 
tinental Casualty. In 1948 Loyalty Group 
assigned him to the home office post of 
superintendent of the statutory disability 
division which is his present capacity. 





PRET ONS OTE EE TS ATT AE 
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rated on an individual policy basis as 
it has been for years in group plans. 


More Attention to Senior Citizens 


Until very recently, most carriers were 
unconcerned with the senior citizen and 
his need for some form of coverage that 
would pay hospital, medical and surgical 
bills while he was living on retirement 
income. The Metcalf studies and the 
New York Insurance Department sur- 
vey in New York State have focused 
the thinking of the industry on this 
problem. In the short span of six months, 
since these reviews were completed, many 
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companies adopted new practices both 
in the group and individual areas of 
coverage to provide for the needs of 
those in their twilight years. The age 
at which individual policies expire has 
been expanded so it is easy to buy 
hospital, surgical and medical coverage 
which may be continued in force for 
the life of the policyholder. 

The conversion privilege upon retire- 
ment now is included as a group insur- 
ance policy provision by virtually all 
carriers. This change is a wonderful 
thing for the senior citizen who suffers 
curtailed income at retirement and is not 
in a position to pay the rate for insur- 
ance that his age would normally re- 
quire. 

Expansion of the policy coverage term, 
introduction of major medical policies, 
issuance of over-age policies and the 
elimination of restrictive phrases and 
clauses, all the result of continuing ex- 
perimentation, have made our business 
much more palatable to the public. Much 
remains to be done. Much more can be 
accomplished as the chief executives of 
various carriers become better informed 
about sickness and accident insurance. 
When they recognize that the business 
is not standardized and must he sold 
in a highly competitive market, then. on 
that day, they may realize their facilities 
can stand overhaul if they plan to swim 
in the ocean of disability insurance pre- 
miums. 


Property Carriers’ Greatest Need 


Among property carriers, the greatest 
need seems to he for a chanve in the 
philosonhv that has prevailed in relation 
to accident and sickness insurance. Once 
it is realized that A. & S. is big business, 
modernization of policy forms is indi- 
cated. This change should he snnle- 
mented by attractive advertisine. When 
the tools are ready, fieldmen should be 
indoctrinated. When that is accomp- 
lished the iob is practically done hecause 
thev are the sales managers of their 
territories. If they can prv_ propertv 
insurance premiums from it, they can do 
likewise for the accident and _ sickness 
denartment. The life production men are 
doing a good job which proves it can 
be done when the fieldman has to do it. 

The American Agency System has 
been under fire recently and its adher- 
ence have been accused of inertia. The 
hig point seems to me to revolve around 
the fact they should spend more time 
selling to curtail the trend of business to 
the direct writers. The latter class of car- 
riers employ salesmen. No one can deny 
that the life people do a fine sales job. 
Perhaps it does behoove the American 
Agency System’s local agent to stay 
out of his office longer and more fre- 
quently and spend the time calling on 
Prospects and policyholders. Does he 
have a better tool to ninpoint conversa- 
tion than the A. & S. sales portfolio? 
IT know of none. 

Frequently, we lose sight of the fact 
we are salesmen. Every one in the in- 
dustrv is exactly that. It is up to us 
to educate the public about insurance. 
Tt is up to us to move our products. 
While doing it we should never lose 
sight of the fact that “Disability insur- 
ance is primary insurance.” 





Mutual and United Host to 


60 Teachers; Skutt Welcomes 


Mutual of Omaha and United of 
Omaha welcomed 60 teachers to their 
home office last week for the annual 
B-I-E Day activities. 

V. J. Skutt, president of Mutual, gave 
the groun a brief history of the com- 
Dany. He said in part: “Next vear 
Mutual of Omaha will celebrate its 50th 
anniversary. The past 50 vears have 
heen devoted to providing the best pos- 
sible protection and service to our 
policyholders. During the next 50 years, 
we will strive to do an even greater 
job of serving you, our public.” 

_ Featured speakers at a panel discus- 
Sion entitled “How We Operate” were 
Mutual vice presidents, Durward Ulfers, 
underwriting, and Howard LeClair, 


Diners’ Club to Offer Travel 
Ins. To Its 700,000 Members 


Alfred Bloomingdale, president of the 
Diners’ Club, announces that the 700,000 
members of the club are being offered 
a comprehensive accident and personal 
injury insurance policy, specially designed 
for travelers. A deal has been consum- 
mated whereby a group of life and 
casualty companies will jointly furnish 
the coverage exclusively for Diners’ 
Club members, he said. The policy will 
be issued by the Beneficial Standard 
Life of Los Angeles. 

Mr. Bloomingdale said in his an- 
nouncement: “Our research department 
spent many months with statisticians 
from a number of insurance organiza- 
tions. Their one aim was to provide 
the traveler with insurance guaranteeing 
a worry free trip...” The coverage is 
being offered as an added service to 
members of the Diners’ Club who will 
be able to charge their insurance pre- 
mium as part of their regular monthly 
bill. Reportedly premium cost is $1 a 
month. 

Detailed information was not given by 
Mr. Bloomingdale as to the policy bene- 
fits or premium cost. However, he 
pointed out that “need for purchase of 
vending machine policies and single trip 
insurance is completely eliminated and 
our low price policy pavs, in addition 
to double indemnity benefits while 
traveling, full benefits near home. It 
will protect Diners’ Club members as 
passengers on commercial airlines in- 
cluding non-scheduled flights, cars, buses, 
railways, ships, private yachts, and while 
walking or driving.” 





Stanley C. Morris 


(Continued from Page 41) 


Insurance. is senior partner of Fraizer 
& Fraizer of Lincoln and special staff 
counsel of Health Insurance Association 
of America. Mr. Dixon, formerly chair- 
man of the section’s workmen’s compen- 
sation committee, is partner of Evans & 
Dixon in St. Louis. 

Other members of the Council are 
L. J. Carey of Detroit; Ambrose B. 
Kelly, general counsel, Associated Fac- 
tory Mutual Fire Insurance Companies, 
Providence; J. B. Donovan of Watters 
& Donovan, New York; Ashley St. Clair, 
counsel, Liberty Mutual, Boston; J. Roth 
Crabbe, former Ohio Superintendent of 
Insurance and now practicing attorney 
in Columbus; Victor A. Lutnicki, vice 
president and general solicitor, JTokn 
Hancock Mutual Life, Boston; Wyatt 
Jacobs of Chicago; Wayne E. Stichter 
of Toledo, and George E. Beechwood of 
Philadelphia, who was re-elected section 
delegate to -ABA’s house of delegates. 

The Los Angeles meeting was the 
most successful gathering of the sec- 
tion’s 25 years with over 1,000 members 
attending. Closing address was delivered 
by Sir William Charles Crocker of Lon- 
don, former president of the Law So- 
ciety of England. Other addresses have 
been reviewed over the past several 
weeks in The Eastern Underwriter. 


NORMAN E. HILL PROMOTED 

Promotion of Norman E. Hill to casu- 
alty superintendent at Hartford Accident 
& Indemnity’s Cincinnati office is an- 
nounced by Manager Robert F. Lloyd. 
Mr. Hill joined the company nearly 25 
years ago at the home office. He has 
been assistant superintendent of the 
a casualty department since 
1949. 








claims; and, assistant vice president, 
Marvin Hoth, sales. 

A question and answer period pre- 
ceded a tour of the building and a 
luncheon where the teachers were joined 
by 26 officers representing both com- 
panies. . 

N.' Murray Longworth, president of 
United of Omaha, closed the day’s ac- 
tivities with a message of appreciation 
to the teachers for the job they are suc- 
cessfully executing in Omaha’s public 
and parochial schools. 


Combined’s Shareholders 
Approve Capital Increase 


W. Clement Stone, president of the 
Combined of America, announces that 
shareholders at a special meeting in 
Chicago on September 3, approved an 
amendment to the company’s charter 
increasing its capital from $1,000,900 to 
$1,200,000. 

Immediately following the sharehold- 
ers’ meeting, the board of directors 
authorized payment of the $200,900 in- 


crease in capital through the issuance 
of a 20% share dividend by payment 
on October 15, 1958, of one share for 
each five shares held, to shareholders 
of record October 3. 





CORRECTION 
The Chicago street address of Health 
Insurance Association of America was 


inaccurately given in a recent news item 
referring to Frederic W. Jackson’s move 
to that office. HIAA is located at 168 
N. Michigan Avenue, Chicago. 
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SALES CAMPAIGN? 


Very little actually! 


Continental Casualty links each of its Accident and Health 
policies with an economical sales campaign for your immedi- 
ate use. And each sales campaign is geared to help bring you 
bags of extra sales dollars by the inclusion of proven, power- 
ful, down-to-earth sales promotion techniques. 


Continental has a stuffer, brochure, special mailing piece 
and newspaper ad mat for every type of A & H policy, for 
use in every possible market . . . in every economic category. 


Call your nearest Continental General Agent or Branch Office 
and find out how you can build a successful sales campaign 


—all at a negligible cost! 


CONTINENTAL CASUALTY COMPANY 


Home Office: 310 S. Michigan Ave., Chicago, III. 


A Member of the Continental-National Group 


CONTINENTAL ASSURANCE COMPANY + NATIONAL FIRE INSURANCE COMPANY OF HARTFORD 


TRANSPORTATION INSURANCE COMPANY + TRANSCONTINENTAL INSURANCE COMPANY 
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_A.&H. Educators Attend One-Day Seminar 
On DITC Instruction in Indianapolis 


A one day seminar for A. & H. educa- 
tors, designed to give them improved 
techniques in forming, promoting and 
instructing IAAHU’s disability insurance 
training course, was held in Indianapolis 
recently. On hand were Gail Shoup, 
CLU, president of the International As- 
sociation, who is general agent in Grand 


Rapids of Lincoln National Life; E. H. 
Magnuson, president of DITC, who is 


assistant vice president of Federal Life & 


The DITC seminar was divided into 
three sections: “Planning the Course,” 
“Selling the Course,” and “Instructing 
the Course.” Mr. Petersen pointed to a 
new set of color slides for selling DITC 
to associations and other groups and an- 
nounced that sets would be available to 
local associations at $20 each. 

Mr. Quarto recommended that the 
IAAHU Council institute a final course 
examination, drawn up and graded by 
it, to replace the present system of 
allowing individual course instructors to 





Left to right — R. W. Osler, Charles Ray, E. H. Magnuson, W. Harold Petersen, 
Gail Shoup, CLU, and Wm. H. Highfield, CLU. 


Casualty; Pasquale Quarto, formerly of 
the LUTC, and new with Insurance Re- 
search & Review of Indianapolis. 

In all, 27 local asscciation officers and 
educational committee chairmen from 
five states and 13 cities attended. 

Seminar instruction was given by four 
Indianapolis men who have been active 
in the seven consecutive courses offered 
at Butler University. These four are 
Charles Ray, vice president of Associ- 
ates Life, member of the IAAHU; W. 
Harold Petersen, A. & S. superintendent 
of agencies of American United Life, 
who is managing director of DITC; Wil- 
liam H. Highfield, CLU, A. & H. editor 
of Insurance Research & Review, author 
of the course and instructor in all seven 
courses at Butler, who is secretary-treas- 
urer of DITC, and R. W. Osler, vice 
president of the Rough Notes Co., who 
is general chairman of IAAHU’s 1959 
convention. 


certify satisfactory completion. Mr. 
Shoup recommended a pre-course session 
at which general agents, managers, and 
supervisors of men enrolled would be 
briefed on the content of the course and 
the nature of the work their men will 
be doing in it. 

In addition to the aforementioned the 
following attended the seminar: 
Llewellyn, Detroit; J. A. Olson, Chicago; 
Harold Walter, Bloomington, Tl; R. E. 
Gauthier, Grand Rapids; I. Perry Crow, 
Grand Rapids; F. E. Mulcahy, Indian- 
apolis; Sid Carlson, Valparaiso; R. D. 
Rice, Gary; James Loomis, South Bend; 
J. Will Paull, Detroit; Richard Mueller, 
Milwaukee; Gerald Noffsinger, Flint; 
W. S. Stieger, Cleveland; Gibson Wright, 
Eau Clair, Wis.; Malcolm Dunlap, Indi- 


anapolis; Jack Grierson, Flint; Mary 
Louise Wolford, Indianapolis; James 
Smith, Flint; W. Howard Bull, Indian- 


apolis, and W. R. Weiler, Chicago. 





NAMED ALL AMERICAN MGRS. 


A. A. Ramstad has assumed duties as 
northwest manager for All American 
Life & Casualty in Minot, N. D., where 
he will cover that area through the Ram- 
stad Agency. Active in the insurance 
business for the past 34 years, he was 
formerly with the North American Life 
& Casualty Company. He has also been 
a Boy Scout worker for over 30 years. 

Another All American appointment is 
that of William E. Mock as agency man- 
ager in Fargo, N. D. He will handle sales 
and services for eastern North Dakota 
and western Minnesota. Mr. Mock was 
formerly with Mutual of Omaha for 
over 10 years. 





MORNING SALES MEETING 


Robert Orr Baker, special agent of 
the St. Paul-Western Insurance Compa- 
nies recently conducted an A. &S. de- 
partment breakfast sales conference 
which was attended by personnel from 
the Western Life’s agencies in the Twin 
Cities and field representatives of the 
St. Paul Fire and Marine in Minnesota. 





FR LAW FOR BOATERS 


A financial responsibility law for boat 
owners is in prospect in Minnesota. The 
increase in boating on the waters of the 
state and the consequently greater num- 
ber of boating accidents prompts sugges- 
tion that such bills will be introduced 
when the State Legislature meets in 
January. 


Cont’! Casualty Promotes 
A. J. Hepp, M. W. Dudley 


The appointments of Anthony J. Hepp 
and Morris W. Dudley as sales mana- 
gers for Continental Casualty’s guaran- 
teed renewable division are announced 
by Assistant Vice President Donald G. 
Heth. In so doing Mr. Heth cited the 
great response of the American public 
to guaranteed renewable A. & H. pro- 
tection as a reason behind the promo- 
ticns. 

“A lifetime paid-up hospital policy 
that works on the same principal as 
paid-up life insurance and requires no 
premiums after age 65 is receiving en- 
thusiastic reception,” said Mr. Heth. 
“This policy is part of a trend toward 
solving a major national health problem 
—that of large numbers of citizens who 
enjoy long life spans and who need hos- 
pitalization during their retired, or low- 
income years.” 

Guaranteed renewable superintendent, 
Richard Gilmore, pointed out that Mr. 
Hepp will be sales manager in charge 
of agency production and Mr. Dudley 
will be sales manager in charge of 
branch office production. 


W. H. LEA, JR. PROMOTED 


Monarch Life Names Him General 
Agent at Rutland, Vt.; Successful 
as Producer and H. O. Instructor 








Monarch Life has promoted William 
H. Lea, Jr., from instructor at its home 
office training school in Springfield, 
Mass., to general agent in Rutland, Vt., 
where he assumed his new duties Sep- 
tember 1. 

A graduate of Norwich University, Mr. 
Lea joined Monarch in 1955 as field un- 
derwriter working out of the Rutland 
agency office. In his first full year un- 
der contract he qualified for membership 
in Monarch’s highest honor unit—the 
President’s Club. 

Before being promoted to the train- 
ing school staff last year, he twice gained 
a place among the top 10 life insur- 
ance producers in Monarch’s nationwide 
sales organization. He also placed first 
among members of the Rutland agency 
on the basis of all-round excellence of 
performance. 

As a training school instructor Mr. 
Lea helped prepare new a for careers 
in programming both A.&H. and life 
insurance. He also taught experienced 
men returning to the home office for ad- 
vanced training. 

An Air Force veteran of both World 
War II and the Korean War, Mr. Lea 
has remained active in the USAF Re- 
serve program. He is married, has two 
children and lives in Northfield, Vt. 





Accident Prevention 


(Continued from Page 45) 


projects. Since the Safety Good Turn 
programs continue throughout the year 
Mr. Grannatt renewed the association’s 
offer to assist. 


Bicycle Safety Program 


He also reported that Stanley Greaves 
was active in setting up a bicycle safety 
licensing program in River Edge, Engle- 
wood and other communities. The re- 
quest for aid in establishing these proj- 
ects arose directly from the association’s 
S-D program. 

Describing efforts to improve safe driv- 
ing programs, Mr. Grannatt said: 


To Improve S-D Program 


“In the three years we have presented 
the safe driving citations, we have been 
cognizant of the need for constant im- 
provement in the program; we have 
been striving to find a means of recog- 
nizing the quality of traffic safety work 
done in the local community. Since the 
program is statewide and the awards 
must be presented on a sound factual 
basis, it has been difficult to measure 
quality since accident statistics other 
than fatalities are inadequate. 

“For 1958 we have established a pro- 
gram which we hope will go far toward 
solving the problem. Briefly the 1958 
S-D Citation Award program—which 
will cover the period from Memorial 
Day through New Year’s Day—will com- 
bine the use of traffic fatalities with a 
questionnaire asking for basic informa- 
tion regarding the traffic safety program 
being carried on in each community. 

“As in the past, the basic awards will 
be made on fatality records—but the 
distinguished awards will be based on 
both fatalities and the results of the 
questionnaire. In this way we hope to 
present these awards to those communi- 
ties who are really doing a good traffic 
safety job, and are not just lucky enough 
to be fatality free. As you all know, 
our S-D program is aimed at the local 
level—a way of saying ‘well done’ to 
those people in the community who are 
responsible for traffic safety work. We 
believe this change in the program will 
make the awards more meaningful. 
Frederick J. Gassert, Jr., Director of the 
New Jersey Division of Motor Vehicles, 
has been consulted on this new program 
and has assured us of his cooperation 
and support.” 

He urged all New Jersey agents to 
cooperate in local accident prevention 
work, 





WILLIAM H. LEA, JR 





Wiss Tesdhenasiiey Ready with 
Family Hospital Policies 


The Massachusetts Indemnity & Life 
of Boston has put on the market new 
family hospital-surgical expense policies. 

The policies are non-cancellable and 
guaranteed renewable to age 65 with 
guaranteed level premiums. They pay 
hospital daily room and board benefits, 
hospital miscellaneous expense benefits, 
surgical benefits, out-patient (accident 
only) benefits and maternity benefits. 
Each plan has an optional deductible 
schedule. 

A sales kit has been prepared for the 
use of agents and brokers and is avail- 
able upon request to the company. 


Grannatt Elected Pres, 


(Continued from Page 44) 





chairman, accident prevention chairman, 
and last September was elected chair- 
man of the executive committee. 

Inducted into the U. S. Army in April, 
1942, Mr. Grannatt received basic train- 
ing at Camp Lee, Va., in the medical 
division, joined the Ist infantry Division 
at Indiantown Gap, Pa. in June 1942 
and sailed for Britain in August that 
year. Leaving Scotland after maneuvers 
in October and after having participated 
in the North African invasion in No- 
vember at Oran (against Field Marshall 
Rommel’s forces) he followed the invasion 
into Tunisia and engaged there in action 
until the German Army surrendered. 

After having participated in the Sicil- 
ian invasion and eventual surrender of 
the island, he returned to England and 
prepared for “D-Day” and the Normandy 
landings. Starting in France, going on 
through Belgium, Germany and Czecho- 
slovakia, soldier Grannatt returned home 
in September, 1945 with the grade of 
staff sergeant after having been over- 
seas for 38 months, with a total of 440 
days of actual combat. 

Mr. Grannatt plays an_ occasional 
round of golf and likes sports of all 
kinds as a spectator. He is a member 
of the First Presbyterian Church of 
Ewing and, since coming: to ‘Trenton, 
has taken a great interest in social wel- 
fare organizations. He has servéd as 
a member of the board of directors of 
the Family Service Association, presi- 
dent of the Trenton Council of Social 
Agencies, the planning agency for the 
Delaware Valley United Fund, member 
of the board of governors Delaware 
Valley United Fund. He has taught the 
principles of insurance at Rider College, 
is a member of the Carteret Club of 
Trenton; Trenton Country Club and was 
president of the Lambda Chi Alpha 
fraternity chapter at Lehigh University. 
Mr. Grannatt lives in Trenton with his 
wife Helene and son ° Milton Grannatt 
III, aged 12. 
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